TS2¢ 
H 2 & Net Paid Circulation This Issue 20,467 


Published 
Every Other Thursday 


4 7. ' 
| ee 
Ye, 8 Ue. 


% 
Pe 
id 
= 


5O MILLION 
DOLLARS SPENT 
EVERY YEAR FOR 
ROOFING SHEETS 


—to get your share of this ! 
business, it helps a whale Sy 
of a lot if you’re known 
as the merchant who 
sells the best 
sheets 





USS ROOFING and SIDING SHEETS 


UN@teD SFAPES STEEL 


CARNEGIE-ILLINOIS STEEL CORPORATION TENNESSEE COAL, IRON & R.R. COMPANY 
Pittsburgh and Chicago uss Birmingham 


COLUMBIA STEEL COMPANY AMERICAN STEEL & WIRE COMPANY 
San Francisco Witlers 40) 


UNITED STATES STEEL PRODUCTS COMPANY, New York, Export Distributors 
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NEW ELECTRICAL METHOD APPLIES TO REPUBLIC FENCE 


A Multinle—NOT JUST A Single — ZINC COATING 


MULTIPLE ZINC COATING @ You cannot measure the new Republic dealer proposition by any ordinary standards. 
You're looking at a cross- For, aside from Republic, there is probably no fence in all the world that offers so 
section of the zinc coating on many basic improvements —so many extra values that the dealer can use to close sales. 


Republic Fence wire, magnified “ a . . P 
363 times. Note that the new For example, the new electrical method applies to Republic Fence a multiple — not just a 


Republic Electrical Method ac- single zinc ccating. A coating of pure zinc all the way through — no zinc-iron alloy to 
tually applies a multiple zinc weaken protection. A zinc coating that is tough, pliable, adhesive—not brittle and fragile. 
Senta = Gee Sent @ aha ante A heavy coating of utmost uniformity — no thin spots. A coating of unpolished-silver 


ing. Each of these coatings is 4 i . ° . 
knitted to the other, gradually appearance— not dull. A coating applied to copper-bearing—not plain steel wire. Best of 





24 £644 2. Ae. 


building up electrically, atom all, the new Republic Fence gives you these important selling advantages at no added cost. 
by atom, a heavy, uniform zinc . 
coating that affords better pro- WRITE FOR DEALER PROPOSITION AND NEW CATALOG. Month after month, an advertising campaign of leadership 


caliber has been telling the interesting story of the new Republic Fence 
to farmers. Chances are some dealer will sell this new fence to your customers. It 
should be you! Write for attractive dealer proposition and new catalog. Do it today! 


REPUBLIC STEEL CORPORATION (Wire Division) 
7850 South Chicago Ave., Chicago, Ill. ¢ General Offices: Cleveland, 0. 


tection to Republic Fence wire, 
just as several lighter coats of 
paint give better protection 
than a single coat to your 
automobile or your buildings. 









REPUBLIC FENCE 






BARBED WIRE > STEEL POSTS « GALVANIZED ROOFING 








HARDWARE AGE 


Hardware Age, published every ether Thursday oy Chilton On. (ine. ). Publication office, Chestnut end 56th Sts., Philadelphia, Pa. Editorial and Fre. 

t ed ¢ , , tive “offices, 239 West 
39th St., New York, N. Y. Entered as second-class morrer March 24, 1933, s ¢ Phile hi : “> 
$1.00 per year. Stuple copies 15¢ each. Vol. 189, Ne 4, at the Post Office at Philadelphia under the Act of March 3, 1879. (Printed in U. 8. 4.) 



























































This advertisement 
will be seen by mill- 
ions of readers in 
the June 5th issve 
of the Saturday 
Evening Post. 
























































SS HE “MORIM” is an example of the extent to which YALE Engineers, 
Designers and Craftsman go to combine security with attractiveness 
in YALE Locks. The “MORIM”, with its self-lubricating latchbolt and 
deadlocking feature—and with the famous Pin-Tumbler mechanism 

originated and developed by YALE—provides the highest degree of secu- 

rity. Its design, construction and application are responsible, we believe, 
for beauty of appearance never before achieved in an auxiliary lock. 
Stock, display and demonstrate the “MORIM” 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 
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Comes now the season for bicycles—the time of year 
when all the boys (and some of the girls) congregate in 
front of your show windows and in your store to view the 
new models. Later, some will return with their dads and 
you will sellthem bicycles—and, probably,Republic steels. 

Many bicycle manufacturers depend upon Republic 
or one of its subsidiaries for the tubing for the frame 
and handle bars, the strip (possibly stainless steel) for 
the mud guards and wheel rims, the wire for the seat and 
spokes, the alloy steel for the sprocket and coaster brake. 
They use Republic steels because they know that materials 
of uniformly high quality make 
better products that sell, stay 
sold and build a happy relation- 
ship between customer, dealer, 
jobber and manufacturer. 











FOR YEARS. 


You can build that same good-will with your cus- 
tomers by stocking and selling the Republic “bread-and- 
butter” products of the hardware business—bolts, nuts, 
lag screws, turnbuckles, fencing, barbed wire, smooth 
wire, poultry netting, fence posts, nails, spikes, staples, 
pipe, sheets, and roofing. All are made and backed by 
Republic—the world’s largest maker of fine alloy steels 
and one of the three largest producers of carbon steels. 

Ask your jobber to show you the line of Republic 
hardware products. If he doesn’t stock them, don’t © 
accept substitutes until you know more about this 
profitable line. Write for full information and the name 


of your nearest distributor. 


Republic Steel 
fLOtLMttO# 


GENERAL OFFICES .. . CLEVELAND, OHIO 
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YOUR WATCH SENSATION of 1937! 











Sugersoll, 


RistARCH 


A FIRST! Your store can be the first in your 
neighborhood ever to present a genuine curved 
jeweled wrist watch at $3.95. You can be the first to 
present the only curved wrist watch selling at such 
a low price. You can be the first to tap sensational 
new sales and profits on wrist watches. 


GREAT NATIONAL ADVERTISING! 
This great wrist watch will be publicly announced 
in Saturday Evening Post, Liberty, Collier’s and 
Life in May, reaching millions of readers. All you 
have to do is to have the watches in stock and be 
the first in your neighborhood to display them. 


DISPLAYS! Ingersoll helps you get off on the 


WATCHES 


Sngerwsolt, 








MAKES IT! 
GUARANTEES IT! 
ADVERTISES IT! 

DISPLAYS IT! 


right foot in a good start to win the sales race by 
supplying you FREE with a beautiful RistArch 
display card. 


PROFITS! Besides its great value to the public, 
the Ingersoll RistArch comes to you with a good 
profit margin. You make a sure profit—a quick 
turnover. 


A STARTERS Ingersoll makes it easy for you 
to take full advantage of this great watch sensation 
at a minimum investment. Six RistArch Wrist 
Watches cost you only $16.62. Your jobber is ready 
for you. Get ready —get set—go places with 


RistArch. 


OS PLO On Sn) 


INGERSOLL-WATERBURY CO., WATERBURY, CONN 
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BEST SELLERS 


trade-juark means more profit 


PLUMB 








PLUMB HALF HATCHET — Keen 
blade of electrically tempered steel 
holdsitsedge. Toughened head does 
not crack or chip. Head and handle 
perfectly balanced for accurate work. 
Patented Take-U p Wedge keeps 
handle tight. 


PLUMB MACHINIST HAMMER — 
Tempered face crowned for a true 
blow. Toughened eye prevents 
breakage. Weight off-center to add 
force to blows. Patented Take-Up 
Wedge keeps handle tight. 


PLUMB OFFICIAL SCOUT AXE— 
Hard, tough Plumb steel holds its 
edge. Head toughened for heavy 
pounding. Take-Up Wedge keeps 
handle tight. A seed adie toScouts, 
motorists, woodsmen, house- 
holders, etc. 


1937 
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through increased sales and PLUMB 
protected profit:--- 


@ You know Plumb standards, accept the Plumb trade-mark as 
proof of quality ... for Plumb stands behind every tool it makes. 

You know Plumb advertising. Through dark times and bright 
days, Plumb’s unique position in the advertising of hand tools 
has never changed. Today, millions of Plumb advertisements in 
national magazines, create consumer demand that helps you 
make more sales... more profit. 

You have come to expect this of Plumb . . . but Plumb is not 
satisfied merely to show you a paper profit..Plumb insists vour 
profit be protected! 

You have no competition from chain stores and catalog houses 
on Plumb tools . . . because Plumb refuses to sell to them! This 
policy has been in effect for more than eighteen years. 

Plumb protects the independent hardware merchant... 
and says to you—in this sworn statement—and in every sales 
transaction— 

‘We do not sell anything under any name, directly or indi- 
rectly, to Chain Stores or Mail Order Catalog Houses.” 

Look for this statement of policy on every box of Plumb tools. 
You profit by stocking and selling Plumb tools—backed by this 
unswerving fair trade policy. 

When you order hammers, hatchets, axes, sledges and files, 
insist upon Plumb! Be sure of making a profit . . . and be certain 
your profit is secure. Fayette R. Plumb, Inc., Phila., U. S. A. 

















"GREENFIELD* TOOLS 











PIPE STOCK and DIE SETS 


“Creenfield” Adjustable Pipe Stock and 

Die Sets come in 16 different assort- 
ments—the sizes and prices are right 
for quick selling. 


DRILL SETS 


“Greenfield” jobbers 
and wire gage drill 
sets in folding rust- 
proof indexed con- 
tainers make an at- 

tractive, profit- 
able sales item. 






SCREW EXTRACTOR SETS 


This “Greenfield” Little Giant Screw 
extractor display stand contains 35 ex- 
tractors in the six fastest selling sizes. 











ACOWL 


@ This is no unfounded claim. “Greenfield” small tools 
have been winning customer acceptance and goodwill and 
building dealer prestige for more than 50 years. Their 
reputation gives those who handle them a definite advantage 
over competitors. 


The “Greenfield” line is a constructive business builder. 
“Greenfield” customers are repeat customers who come back 
to your store again and again—not only for “Greenfield” 
tools but for other merchandise as well. 


The broad “Greenfield” line lists many tool items that move 
quickly in a profitable volume. Like those shown on this 
page they are built right—they are priced right—and they 
all “bring home the bacon.” 


GREENFIELD TAP & DIE CORPORATION 


Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


GREENFIELD 


HARDWARE AGE 
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WILL SELL MORE 
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That red enamel edge on Red Edge Screen Cloth makes it an “old 
friend” to customers—because it positively identifies it as the screen 
cloth of extra service and extra satisfaction. It just as positively 
identifies you as the dealer who sold it to them. That means quicker 
sales...and the extra profits that come from repeat business. 


And that red edge is just as effective in making new friends. It 
makes Red Edge Screen Cloth stand out as different. Different 
because of the double protection the -ed enamel edge gives by 


ee ee ae 


Sun-Red Edge 
AluminA 
(electro-plated 
with zinc 


retarding rusting under the nailing strip...guarding against wires 
LP pulling out along the selvage and reinforcing the firm body of the 


sesteanus dini screen cloth. Different because the red edge accurately measure- 


(painted) marks the cloth every six inches...saving time and eliminating 


nee Hee waste. Different because Red Edge is better screen...made of 
better wire, better woven...better inspected. Different because its 
meshes are uniformly square and even...keeping out small insects 


as well as flies. 





WIEN ne Display Red Edge...talk it up as being different...then notice 
ee the difference it makes in increasing your screen cloth sales and profits. 
S as mace US oat OOF 
Wid WRITE FOR SALES HELPS 


SOLD TO AND DISTRIBUTED BY RECOGNIZED JOBBERS ONLY 


REYNOLDS WIRE CO., DIXON, ILLINOIS 
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CARNEGIE-ILLINOIS STEEL CORPORATION / TENNESSEE COAL, IRON & R. R. COMPANY 
Pittsburgh and Chicago Birmingham 


COLUMBIA STEEL COMPANY AMERICAN STEEL & WIRE COMPANY 
San Francisco Chicago 


UNITED STATES STEEL PRODUCTS COMPANY, New York, Export Distributors 
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and 


very year America spends over 
K $50,000,000 for roofing sheets. Some 
of that money is spent right in your 
own community. 

Are you getting your share? 

A big share of the roofing and siding 
business comes from the farms. Talk 
quality galvanized steel sheets to your 
farm trade. Remind your farm custom- 
ers that only szee/ sheets offer, in one 
low cost material, every protection— 
against fire, lightning, weather. Good 
steel sheets last a long time. Up-keep 
cost is low. They are easy to put on. And 
they save money because steel-roofed 
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buildings take lower insurance rates. 
Don’t overlook the importance of 
handling good steel sheets. They’ rethe only 
kind that give the lasting satisfaction 
that makes lasting friends of customers. 
You can be sure of first class quality 
when you stock U:S:S Sheets. They 
are true to gauge. Full honest weight. 
Uniformly coated with pure zinc to 
resist corrosion. Close fitting. Easy toap- 
ply. All styles—corrugated, V-crimped 
or flat—in Standard Open Hearth or 
rust-resisting U-S-S Copper Steel. 
Also stock Tenneseal Roofing, with 
its four exclusive leak-proof features. 


<¥ 
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UNITED  STALES STEEL 
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THE LAMSON & SESSIONS LINE OF BOLTS, NUTS, COTTERS aq) 








209 lbs. of live weight standing on an EMPTY carton! 


@ Nothing fragile about these new cartons! You can make more abuse than ever, will reach its destination in better 


this test yourself! Empty a carton out of your first ship- condition, and the contents will remain in first-class con- 
ment, close it up again, and stand on it! It's three times dition until sold. Display LAMSON bolts whenever you 
stronger than any carton used before. This means that ~-show a window of tools, garden implements or builders’ 


the new LAMSON Prize-Winning carton will stand far hardware. It will pay you well and build up your bolt sales. 


PACKAGE FOR 


‘ERS AND CAP SCREWS 


- 
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@ For nearly 75 years there had 
been no noticeable improvement 
in bolt and nut packages until 
the new LAMSON & SESSIONS 
packages were introduced at 
the recent All-America Package 
Competition— winning the Silver Trophy in competition 
with more than 12,000 other packages of every kind. 


Experts on modern packaging were the judges. 


And here they are—the new LAMSON Prize-Winning 
packages which now are in all of our jobber’s stocks 
and most of their dealers’. A new and exclusive advan- 
tage for those who stock and sell the LAMSON line. Not 
merely a better package in appearance—but the strongest 
carton ever used for the purpose! Three times stronger 


than cartons used heretofore! 


The new LAMSON carton will not bulge or break. It will 
withstand repeated handling. It keeps your bolts where 
they belong—and it keeps them clean. Although light in 
color, finger marks will not show because of the all-over 
pattern of decoration—which is copyrighted. Best of all, 
for you and for us, it is such an attractive package that 
you are tempted to place it where it can be seen—to 
remind people that they need some bolts. 


The LAMSON label has always represented highest 


quality—a reputation that reaches back nearly three- 


quarters of a century. A sensible policy recognizing the 
jobber as an important link in the chain of distribution 
has always been observed. With a product unsurpassed 
by any other, LAMSON now has a package ona par 
with the product! Legibly labeled with large, clear type 
on bright colored labels—easy for inventory check-up. 
Stock up with the LAMSON line—most complete line of 
bolts and nuts in the United States—now being shipped in 
the new LAMSON Prize-Winning cartons and packages. 


THE LAMSON & SESSIONS COMPANY 


General Offices, Cleveland, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham, Ala. 
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PHOTO, EWING GALLOWAY 


TT h ‘ h ALL walk-laid MANILA ROPE, in stand- 
e Service that . ard and special sizes and types, to meet every 


Lues Within an d industrial need, brings a three-fold satisfaction. 
To the Distributor: because of the Quality and 





Stands Behind Dependability of the Product and the Respon- 
sibility and Service of the Company behind it. 

W ALL To the Dealer: because he is offering to his trade 
Rope with 106 years of Experience and Reputa- 


tion in every foot of it. 
R YO p EF To the User: Thatany type or size he purchases, he may 


depend upon it having passed rigid tests for a 
surplus oftensilestrengths and unusual durability. 


Wall Reputation is justified by the constant care 
and supervision employed in its Rope produc- 
tion and the fullest confidence of prominent 
distributors and dealers throughout America. 







WALL ROPE WORKS, Iuc., 48 South St., New York, N.Y. Factory: Beverly, N. J. 


33 South Charles Street, Baltimore, Md. 425 Decatur St., New Orleans, La. 
123 South Broad Street, Philadelphia, Pa. _ 671 Orleans St., Chicago, II. 
57 Commercial Place, Norfolk, Va. 505 Union Trust Bldg., Parkersburg, W. Va. 
102 Broad Street, Boston, Mass. 217 East Archer St., Tulsa, Okla. 
821 Folsom St., San Francisco, Cal. 2000 Nance Street, Houston, Texas 


ST ROPE WALK IN THE WORLD 
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DIETZ 
STREAMLINED 


“LITTLE WIZARD" 
(Left) 


“MONARCH" 
(Right) 








and “Little Wizard" Lanterns in the very latest Streamline Models. 


Those who use lanterns regularly will find it difficult to resist ordering some 
of these new lanterns, even though present equipment is not worn out. The 
handsome appearance of these lanterns also puts new temptation to buy be- 
fore other customers who should have a lantern or two on hand for emergen- 
cies, but have neglected to make the purchase. 

In addition to good looks the streamline lanterns show some splendid new fea- 
tures, including a broad non-tip oil fount, an improved thru-tube bail con- 
nection, and other refinements. 

Put Streamline “Monarch” and "Little Wizard" on display in your show win- 
dows and let your customers look them over. That will surely hand you a 
greatly increased income from your lantern stock, now and later. 


R.E.DIETZ COMPANY - NEW YORK 


MAKERS OF LANTERNS FOR = WORLD. FOUNDED 1840. 


Outpat Distributed Through the Jobbing Trade excise: yee, AS 
PEA Sa Do Sell Chain Stores, Catalog Houses or Syndicate Buyers. 


- can now offer your customers the universally popular Dietz “Monarch” 
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You know from experience how satisfied customers help any business. Shelby 
Bicycle owners are a good example. 

By their modern styling and smooth, easy riding qualities, Shelby Bicycles 
foster a very real enthusiasm for the sport of cycling. It is an infectious kind 
of enthusiasm—building a continually growing demand for more Shelby 
Bicycles, similar to the one some friend is riding with so much pleasure. 


~ Yours for the asking, the complete data on Shelby Bicycles and their mer- 
MODERN chandising, merit your consideration. Shall we send you complete informa- 
BIC YCLE tion on this popular, profitable line? 


40D TH THE SHELBY CYCLE CO., 110 Mack Ave., Shelby, Ohio 


Western Office and Assembly Plant, 935 South Wall St., Los Angeles, Cal. 
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remarkable offer. 





W. W. CROSS & CO., INC. Dept. A. 
East Jaffrey, N. II. 
Please tell me how to obtain, without charge, one of your new 


all metal revolving display stands. 


Mreet 





Cross 


EAST JAFFREY- N- H:- 
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HANDLE 


Lustrous black 
DURALLOY—a 
new, highly-in- 
sulated materi- 
al. Won't break. 
Streamlined de- 
sign provides a 
thoroughly firm 
G-R-L-P, 


BLADE 


Chrome Vanadi- 
um Alloy Spring 
Tempered Steel. 
High polish, 
rust-proof finish. 
Blade embedded 
in DURALLOY 
Handle—cannot 
loosen. 


NON-SKID 
POINT 


The exclusive, 
patented fea- 
ture. Won't slip. 
Chrome treat- 
ment on Point 
assures long, 
durable wear. 


PATENT NO. 1,738,405 
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Drive and Remove Screws with less effort 


You only need to try a modern Non-Skid Screw Driver ONCE 
to feel how much easier it drives, and removes, any screw. 
The more you turn, the better the Non-Skid Point g-r-i-p-s the 
screw slot—no “pushing” required. 


Try a Non-Skid on a rusty screw, or one with the screw slot 
all “chewed up”. Then you'll know why it does what no other 
Screw Driver can do—all because of its patented Non-Skid 
Point—that won't slip. 


Dealers are selling Non-Skids to carpenters, home owners, 
mechanics and electricians. You can, too. The profit is good 
and the stock turnover is fast. Your Jobber will supply a 
sample, or we will, direct. Write today. The Bridgeport Hard- 
ware Manufacturing Corporation, Bridgeport, Connecticut. 


Show the Non-Skid and 
you'll sell it. This mod- 
ern 3 color Display for 
your Counter and Win- 
dow — FREE — with 
money-making Assort- 
ments. Ask your Job- 
ber today. 
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There is always a demand 


for chain. 








If you are stocking only a few types and 


sizes of chain, you are losing business. 
Sell the complete line—the HODELL LINE—because: 


1. They are backed by a dependable source of sup- 
ply —a firm that has been in business continuously 
since 1886. 


2. The name “HODELL” is the best assurance there is 


that you are getting a quality product. 


3. The price is right— attractive to the buyers— yet 
PROFITABLE to the seller. 


Write TODAY for complete details, mentioning your 


Jobber’s name 


THE HODELL CHAIN CO. 


3934 COOPER AVENUE 
CLEVELAND, OHIO 








CHAIN SPECIALISTS FOR OVER FIFTY YEARS 











BULLDOG 


= 32 3S 


SAMSON 


HODELL FLAT LINK 


HODELL WOVEN LINK SASH 


HODELL STAMPED LINK SASH 


LIBERTY COIL 


CeTee% 


LIBERTY MACHINE 


PROOF, BB and BBB COIL 


STEEL LOADING CHAIN 


LOG CHAIN 
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modern pack- 
ages and displays of 
the HODELL Line of 
bulk and fabricated 
chain require mini- 
mum floor and shelf 
space, and are only 
two of the many ad- 
vantages offered 
you. 


HODELL SILENT SALESMAN 
A REAL PROFIT MAKER 


ON REELS 


IN BOXES 


IN BAGS 


A COMPLETE AND BETTER LINE— THE HODELL LINE 





HALTER CHAINS 


HEEL CHAINS 


INCLUDING 
COW TIES —TIE-OUT CHAINS—-ANTI COW KICKERS — 


HALTER CHAIN — HARNESS CHAIN — DOG CHAIN 
KENNEL CHAINS DOG LEADS WELL CHAIN — 
PORCH SWING CHAINS — HAMMOCK CHAINS — PLAY 
GROUND CHAIN— PROOF, BBB AND DREDGE CHAIN 

STEEL LOADING CHAIN-—PASSING LINK CHAIN 
HEEL COIL CHAIN-—TRACE COIL CHAIN —LOG 
CHAINS — WAGON CHAINS-—TIRE CHAINS— TRACTOR 
CHAINS — TOW CHAINS — ANTI SPREADER CHAINS 

BUTT CHAINS— STAKE CHAINS—STAGE CHAINS— 
SLING CHAINS 
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REPEAT 
ORDERS 


BUILD 
INCREASING PROFITS 


For 70 years constantly-mounting repeat orders have 
testified to the quality of Walworth Genuine Stillson 
Wrenches. Quality sold, stays sold . . . and builds 
profits and reputation for you. 

The basic design of this wrench is unchanged. 
Better steel, aided by a new heat-treating process, 
makes the Genuine Stillson of today stronger and 
tougher than ever before. 

These wrenches are made in sizes from 6 in. to 
48 in. with steel handles, and from 6 in. to 14 in. 
with wood handles. The ever-growing demand can 
make added profits for you. Be sure you have an 
adequate stock of Genuine Stillsons on hand. Order 


from your jobber. 


WALWORTH 


COMPANY 


60 EAST 42nd STREET, NEW YORK 
Distributors in Principal Cities throughout the World 


MAY 6, 1937 


STEEL HANDLE 
WRENCHES 


6 in. to 48 in. 














WOOD HANDLE WRENCHES 
6 in. to 14 in. 
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HERE IS AN OUTSTANDING VALUE 


Here is a special value designed for the consumer who prefers to 
make a small initial investment but desires a higher grade hose 
than “All-Rubber” or garden hose sold on price basis only. 


Tiger is built with a cotton cord car- 
cass, lighter, naturally, than the higher 
priced brands, but producing a strong, 
serviceable hose which makes an ex- 
ceptional yalue at the price. 


2-BRAID 





1-BRAID 


5 SS SY. ley 
LE LESS 
IU 22s 2 Sy x oS 4 


The leading brand of high 
quality garden hose on the 
market. A strictly quality 
hose from tube to cover. At- 
tractive, wide corrugations 
and distinctive chocolate 
prown color. 


Our largest selling brand of 
2-braid garden hose. High 
enough in quality to be con- 
sidered strictly a high grade 
hose, yet low enough in price 
to command a large volume 
sale and a heavy repeat busi- 
ness. 


Here is a low-priced hose of 
real value. Built to supply 
the demand for a popular 
priced hose of good quality 
that will give satisfactory 
service. 








BOSTON WOVEN HOSE 





BOSTON, 
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HOSE and FITTINGS 


BOSTON 
NOZEuE 

































The Boston Nozzle has been the leading 
hose nozzle for over thirty years. Solidly 
made of fine heavy brass. Each nozzle is 









packed in an attractive individual carton. 
The %4-inch nozzles are packed 12 cartons 
to a display container, 12 display 
containers to a shipping case. Gross 
weight per shipping case, 72 lbs. 





The Eclipse Nozzle has been one 
of the leading nozzles on the Amer- 
ican market for more than twenty- 
five years. Hardware and house =  ###j{_ Gay 


furnishing dealers use it for a leader ECLIPSE a a 
on account of its obvious quality NOZZLE ba Mati 


and attractive price. Packed 12 in 





a heavy corrugated mailing carton, 
12 dozen in shipping case. Gross 
weight per shipping case—66 Ibs. 











GOOD LUCK HOSE WASHERS 


= One . pope Tough, alive and springy. Instead of getting hard, 
LU CRN) shrinking and falling out of the coupling, they stay 
soft and hold firmly in place, saving the time and 





temper caused by a leaky connection or a missing 
washer. The Good Luck Hose Washer display 
package is a silent salesman for the window or dis- 


play counter. 


AND RUBBER COMPANY 


MASS. 


MAY 6. 
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, & customers are your neighbors. One woman tells 
another—and your business grows. One woman envies 
another—and a sale is made for you—when you have 
what she wants. 

That’s why Florence Oil Ranges will mean more cus- 
tomers and prospects for you. For here are Better Look- 
ing ranges with Focused Heat wickless burners, fully in- 
sulated ovens and other modern features that mean Bet- 
ter Cooking with Less Work. The line has what it takes! 





es tHE = 
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OIL RANGES - GAS RANGES - HEATE 
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RS - RANGE BURNERS 





. . that mean 


Y Good Business 


And remember, your neighbors are reading about beau- 
, ty, durability and cooking ease in Florence National Ad- 
vertising. Bring them into your store with Florence Win- 
dow Displays; with a Direct Mail Plan using the beautiful 
Coloroto, and by putting Florence Ad-cuts in your local 
newspapers. Show them the Florence line of ranges with 
models for every need and pocketbook—all “good neigh- 
bors” that make the trade-up easy. And answer their ques- 
tions with the big handsome Sales Aid Book. 
You'll discover all these “good neighbors” will work 
with you to make this the biggest range year in the his- 


tory of your business. 


FLORENCE STOVE COMPANY 


General Offices and Plant, Gardner, Mass.; Western 
Offices and Plant, Kankakee, IIL; Sales Offices: Mer- 
chandise Mart, Chicago; New York, Boston, Atlanta, 
Dallas and San Francisco. 
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Water pumps can’t wear it out—Heat . . . abra- 
sion .. . speed cannot wear out Oilite Bearings 


HH 
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pring Flexing can't faze it. Self lubricating 
Dilite is used to prevent squeaks in automobile 
prings. That is why McKinney Oilite Bearing 
Butt Hinges will never squeak due to lack of | 
brication at the joints. 











Clutch Bearings can’t break it down. A high 
frequency moving part which requires a self- 
lubricating non-wearing bearing . . . and Oilite 
stands up. For the same reason Oilite bearings 
stand up in butt hinges. 





--eant automatically provided by the bearing itself. Available in all 


_and suitable for doors in all types of buildings . . . schools, hotels, 


_ McKINNEY MANUFACTURING COMPANY 





High frequency doors function perfectly twice 
as long when equipped with McKinney Oilite 
Bearing Butt Hinges. Tests have indicated that 
2 million cycles and more are to be expected. 








The new McKinney Oilite Bearing Butt Hinge represents a most 
outstanding improvement in butt hinges. These hinges are equipped 
with the same remarkable oil-impregnated bearing metal that is i 
used in the vital working parts of many leading automobiles. = 899 
Developed in the laboratory of one of the world's largest automobile. is 2 a 
manufacturers; tested and approved by automobile, refrigerator, | 
mechanical engineers; but adapted to hinges by McKinney. oa 
This unique bearing metal is a combination of chemically pure 
metals. This metal has the ability to hold approximately one-third of 
its volume as a lubricant. The weight of doors equipped with McKinney 
Oilite Bearing Butt Hinges rides free on a slick, smooth film of lubri- 













sizes and styles in which bearings have been previously furnished 
office buildings, residences, etc. 


Ojilite Bearings optional at no higher price than Ball Bearings. 
Write for bulletin giving complete data and specifications. 


PITTSBURGH, PA. 

















THREE LETTERS 
THAT SPELL STEEL 


THE letters USS are a symbol of the finest in any type of steel. 
They are your assurance of a product,— first, made in mills with 
modern equipment and methods—second, made by skilled workmen 
who take pride in their jobs, and third — backed by research labora- 
tories that are never content with past achievements. 


To carry on this tradition United States Steel is investing more 
than a hundred million dollars during 1937 in new plants and equip- 
ment, employing more men, at higher wages, than ever before in its 
history. Truly, the world moves forward with Steel. 


THE WORLD MOVES 
FORWARD WITH STEEL 



































order with your jobber NOW or 


NO. 6000 VARNISH BRUSH ASSORTMENT 
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QUALITY at a Low price 
STANLEY “Hercules” SCREW DRIVERS 


WITH HAMMER-PROOF, 
SHOCK-PROOF HANDLES 


40¢ is the low price of the popular No. 3006 with 
a 4” blade. Hammer-proof, shock-proof composi- 
tion handle won’t soak up oil or water. Special 
steel blade, heat treated for toughness, with 
heavy wings that prevent turning in the handle. 
Machine cross-ground tips. Nickel-plated blade 
with buffed tips. 6” size retails for 55¢. 


No. 3018 SQUARE BAR 
40¢ 
40¢ for the 3” x ;3;" blade size, 
1%,” blade. and 60¢ for ,™ 6" x 4” 
Tough compo- size. Hammerproof, break- 
sition handle. proof handles, 
Compact, 


rugged con- 
struction. 


No. 3012 CLOSE QUARTER 


This display assortment is 
sales tested for eye appeal. 


No. 3008 ELECTRICIANS No. 3010 POCKET SIZE 
45¢ 15¢ 

6” x;3;" small blade locked 2” round blade. Composi- 

in the shock-proof handle. _ tion handle with clip. New 


Sides of tip are parallel. * No. 3011 with square 
blade, 20¢. 


INTRODUCTORY ASSORTMENT No. 3000H 
Your jobber will supply you. 


2No.30064in. . . . . +. +s «© @ 40 $0.80 
2No.30066in. . . .... +. @ 1.10 
3 No. 3018 3 in. >» « Bae te 
3 No. 3017 6 in. x i, i Mm « s « ps 1.80 
1 No. 3010 Pocket—Round Bar tae eS 15 
1 No. 3012 Close Quarter . . . . «© « «+ 40 


It provides uniform turn- meal | __ eee 


over and displays the line in 
very small space. 


BRITAIN, 


MAY 6. 1937 


12 Screw Drivers Weight 5 Ibs. Retail $5.45 


Prices slightly higher west of Missouri River and in Canada. 


TOOLS 


CONNECTICUT 
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KLEANBORE .22’s .. . have proved their 
match-accuracy in open competition at thou- 
sands of small-bore shoots. The statement, ‘‘No 
other smokeless cartridge has greater accuracy,”’ 
is backed by facts and proof. 


PROVED ACCURACY ... plus the ex- 
clusive feature of Kleanbore non-corrosive prim- 
ing ...is the real reason for the outstanding 
leadership of Kleanbore .22 cartridges, made only 
by Remington. 


PROVED ACCURACY ... at the right 





REG.U.S. PAT. 





2’s 











OFF. 


. » plus Kleanbore priming .. . 


causes 
millions of shooters to buy hundreds of millions 
of Kleanbore .22’s every year. 


PROVED ACCURACY... . plus Kleanbore 


price . 


priming ... in a cartridge priced right for a 
profit .. . is the secret of dealer success with 
Kleanbore .22’s. 


You'll be missing sales—and profits—if you 
don’t carry a full line of the fastest selling .22 
cartridge in the world—Kleanbore. 


Remington Arms Co., Inc. Bridgeport, Conn. 


_ Remington, 
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If you alone handled every 
transaction in your store, any 
overage or shortage in cash 
would be your own responsi- 
bility. But when three or four 
clerks use the same cash drawer 
—how can you place responsi- 
bility for mistakes? 

When overages and short- 
ages occur, are you in the un- 
fortunate position of suspecting 
all your men of carelessness, 
indifference, or worse? If so, 
you are unfair . . . doing an 


injustice to the honest, careful, 


accurate ones... losing money 
for yourself. 

There is an easy, simple way 
to know—daily—who makes 
mistakes and how much these 
mistakes amount to. And that 
is the National Cash Register 
way—a system which provides 
an individual cash drawer and 
a separate sales total for each 


man, making him responsible 


“toponal up 


. 
e 
DAYTON, OHIO 


CASH REGISTERS ° 





for all the money he handles 


and the records he makes. 
Our representative will be 
glad to explain how such a 
Multiple-Drawer National Cash 
Register System can put you in 
a position to know—always— 
who makes the mistakes that 
cause you untold, unknown 
losses—daily. It will pay you 


to get in touch with him today. 


TYPEWRITING-BOOKKEEPING MACHINES * POSTING MACHINES * BANK-BOOKKEEPING MACHINES 


CHECK-WRITING AND SIGNING MACHINES + ANALYSIS MACHINES *« POSTAGE METER MACHINES * CORRECT POSTURE CHAIRS 


ACCOUNTING MACHINE DESKS 
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“it made mea Color Harmony Authority!” 


“I’m on Easy Street now. Because the new Glidden 
‘Age of Color’ Manual showed me how to really sell 
paint jobs that are profitable! 


“Big jobs... little jobs... but every one a profit- 
making job. That’s because I now can sell more 
Glidden Paints to a bigger percentage of prospects. 
The ‘Age of Color’ Manual has made it possible for 
me to answer all questions on Color Treatment, in 
an intelligent, authoritative manner. I can prove to 
customers that my counsel is sound, in good taste, 
and in perfect accord with modern decorating trends. 


“The ‘Age of Color’ Manual enables me to sell 
beauty ... greater living enjoyment . . . enhanced 
property values... instead of just cans of paint. I’m 
the Color Authority in my community. And believe 
me, it pays! Why don’t you write The Glidden 
Company, Department M-1, for details on how you 
can secure the ‘Age of Color’ Manual, and other 
details of the money-making 1937 Glidden Adver- 
tising and Merchandising Proposition!” 

THE GLIDDEN COMPANY - National Headquarters, Cleveland, Ohio 


Factories or Branches in Principal Cities 


GLIDDEN PAINTS 


Cverything * 





ove ry whe Re on 
GLIDDEN PAINTS NOW CARRY THE “TIME-TESTED” MARK OF QUALITY 


MAY 6, 1937 

























Color FOR SCHOOLS, 
HOTELS, STORES 


Color FOR ALL TYPES OF 
HOME EXTERIORS 














FOR APARTMENTS, 


Color FOR ALL TYPES OF 
HOME INTERIORS HOSPITALS, OFFICES 
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Ask how you may 
obtain these two 
Display Stands. 






Popular Priced Enameled Ware 


“Trail Blazing” to greater Profits is easy for 
Nesco Dealers—in 1937. Your favorite House- 
wares salesman is now on his way with new 
plans for the greatest, fastest-selling, volume- 
producing Enameled Ware proposition you've 
ever laid eyes on—A really new STYLE LINE of 
POPULAR-PRICED QUALITY ENAMELED WARE—with 
a complete merchandising program aimed at definite 
results in sales—including colorful display stands, and a 
special Invitational “Preview” idea. You should have all 
details in a few days, but if not, let us hear from you. 


SPECIAL INVITATIONAL PLAN 


Here’s a plan to help you sell Nesco’s new line. Invite 
your customers to a “Preview.” We furnish the invitation 
cards free — including a special card 
which enables your customers to pro- 
cure at 25c a copy of Nesco’s Nationally 
Advertised book "1000 Helps and Hints 
for House and Home.” 


NATIONAL ENAMELING AND STAMPING COMPANY 
Executive Offices: 449 N. TWELFTH STREET, MILWAUKEE, WISCONSIN 
Factories and Branches: Milwaukee — Chicago — New York — Baltimore 
— Philadelphia — Granite City, Ill. — San Francisco — Dallas 








- COMPLETE-LINE SELLING 


BUILDS NEW SALES VOLUME 


Keep your customers coming back again 

and again by stocking a Complete Line 

of Styled Nesco Enameled Ware 

White and Black in 86 pieces — Ivory 

and Green in 57 pieces—new in design, 

in Housewife-appeal, in attractiveness, 
and in utility. 


DISPLAY STANDS 
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@ ELECTRICAL APPLIANCES @ 
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ETHLEHEM Bolts and Nuts are identified by a bright, attrac- 

tive label that provides a tie-in between your stock and the repu- 
tation built by Bethlehem bolts, enabling you to benefit directly from 
their quality. 


This striking label lingers in the memory of the man who has used 
Bethlehem Bolts and Nuts, associated with a pleasant recollection of 
smooth fitting together and all-round excellence. 


MAY 6, 1987 
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SELLING HIGHER WATTAGE MAZDA LAMPS IS EASY when you ask customers Le 


where they plan to use the new bulbs. That gives you the opportunity to recom- 





mend the proper size lamps that will provide better seeing conditions . . . and 
nine times out of ten this means you should recommend higher wattage lamps. 
Look at the rooms above and see what size lamps lighting experts are using to 
provide modern seeing conditions in homes. Keep this ad handy for further 


Dept. 166, Nela Park, Cleveland, Ohio. 


GENERAL@ ELECTRIC “<%% 
MAZDA LAMPS a 


reference. General Electric Company. 





They Stay Brighter Longer 
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A PLEDGE 


based on Our Century-Old Policy 


to the 
HARDWARE JOBBERS of AMERICA 


that ATLAS at All Times will Support distribution 
through the Hardware Jobber —Will Protect the 
Jobber in Every Way... A Staunch Policy Which 
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ATLAS TACK CORPORATION, 
FAIRHAVEN, MASSACHUSETTS 
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STERILIZED PRODUCTS FROM A SANITARY FACTORY 


Modern, health-protected working conditions—ATLAS New- 


Process Sterilization of the finished product —these are features 
of the big ATLAS Factory, which occupies 13', acres of manu- 


facturing facilities, and produces 24,000 items. 


MAY 6, 1987 
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AS the years go by and one harvest follows another, 
MYERS HAY UNLOADERS continue in popular 


favor with farmers everywhere. 


With their remarkable record for dependability, 
speed and efficiency in the unloading of hay or grain 
from the rack into the mow or onto the stack, they 
have gained a prestige among farmers that is difficult 
to approach by others. 


As ever, hay remains one of the most important 
of all farm crops. Prices have been exceedingly 
favorable. Acreage will be greater perhaps 
than any recent season. Not in years has the 
outlook been so bright for Myers Unloader 
sales. And dealers who are ready with a com- 
plete line of Myers Unloaders as well as Myers 
Forks, Slings, Pulleys, Tracks and Fixtures 
will again cash in when hay and grain start 
to move from the fields. 


Orders already booked are heavy. Antic- 
ipate your requirements by placing your 
specifications with us today. 





FIG. 2054 





UNLOADERS — 


PUMPS—WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 







FIG. 2936 
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ASHLAND, OHIO. 
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... hhoost Your Strummer Sales with 
"és" Appliances * 
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for Cooking ...Lighting...lroning 


Summer time is Coleman time! The big summer seiling 
season will soon be on, opening up a tremendously big market 


for Coleman Instant-Gas Appliances. It’s your big opportunity 
to boost your summer sales. 


Coleman Appliances give added comfort and convenience 
during the hot summer months. Coleman Lanterns provide bet- 
ter light anywhere; Coleman Stoves, cool cooking; Coleman Irons, 
easier and quicker ironing. They sell by the thousands every 
summer. Coleman Cooking and Lighting Appliances make and 
burn their own gas; light instantly. Known the nation over for 
their high quality, exclusive features and dependable performance. 


SEE YOUR JOBBER or write us for full information, dealer prices, etc. 
THE COLEMAN LAMP AND STOVE COMPANY 


Wichita, Kansas; Chicago, Ill.; Philadelphia, Pa.; Los Angeles, California 
) (FD-51) 






















COLEMAN 
TRAILER AND 
CABIN STOVES 
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trailer—anywhere! 


MODEL No. 390 RANGE 
MODEL No. 390L—Without Legs 


No. 418 CAMP STOVE No. 6B CAMP STOVE 


COLEMAN CAMP STOVES -—The 
biggest and best line in Coleman history, backed by a strong 
national advertising campaign. Six practical models... from the 
new giant three-burner stove that can cook a big family meal 
in a hurry, to the low-priced, two-burner stove especiall 
adapted to picnic and week-end use. All models except No. 4¥ 


COLEMAN 
SELF-HEATING IRONS 


Here is just the iron for trailers, sum- 
mer cottages, camps and homes. Makes 
ironing an easier, happier task. Makes 
and burns its own gas. Lights instantly. 
Iron anywhere in comfort . . . no tubes 
or cords. Costs only %c an hour to user 
Just an easy guiding, gliding motion «is 
all that is needed for perfect ironing. 








Where To Make Summer Sales 
With These Coleman Appliances 


1—STOVES-—for cool, comfortable, quick 
cooking in homes, summer kitchens, sum- 
mer cottages, camps, cabins, trailers. 


2—CAMP STOVES—compact, portable... 
just the stoves for week-end outings, cross- 
country trips, picnics, camps, or for auxil- 
iary use about the home. 


3—-LANTERNS-—Gasoline and kerosene 
models. Just the lights needed on every 
farm; fine for lighting up the camp or trail- 
er, for night fishing, hunting and touring. 


4—-SELF-HEATING IRONS-— Give cool 
ironing comfort anywhere...ng cords or 
tubes. Iron where it is coolest, inthe 
house, on the porch, in the trailer... any- 
where. Dealers sell thousands of these 
irons during the summer months. 

















Coleman Trailer and Cabin Stoves 
lead the field in performance, econ- 
omy and appearance. Five models 
of Trailer Stoves and three models 
of Cabin Stoves enable you to meet 
every customer’s demand for real 
gas-cooking service in camp, cabin, 











MODEL No. 387 HOT PLATE 


All but Model No. 370A are 
equipped with Everdur Metal Fuel Tanks, rust and corrosion proof. On Trailer 
Stove models, tanks are removable for easy, safe filling. 





No. 4F CAMP STOVE 


have removable Everdur Metal Fuel Tanks. All make and burn 
their own gas—give real gas cooking service anywhere. With 
this new 1937 line of Coleman Camp Stoves you can supply 
every camp-cooking need. They are in demand 
’round by campers, hunters, fishermen, tourists, summer cot- 
tagers and in i 


the year 


omes as auxiliary cooking units. 


COLEMAN LANTERNS 


For plenty of dependable outdoor light 
at night, every camper, tourist, vaca- 
tionist and farmer needs a Coleman Pres- 
sure Mantle Lantern. It supplies brilliant, 
steady white light for any job in any 
weather. Wind and rain can’t put them 
out. Burn for hours on one fuel-filling. 
Gasoline and kerosene models. Sell one 
with every Coleman Stove! 
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DON’T MISS A SINGLE SHOT 


1 AT THIS NEW ADULT MARKET 

















You can’t afford to delay a single day in stocking the new Targeteer. This 
exciting new air pistol for adults has become the sports craze overnight! 


From the sunny outdoors of California te the modish salons of Park Ave- 
nue, fun-lovers are shooting the new Targeteer. And no wonder! This hand- 
some, blued-steel pistol is so accurate an adult can score consistently at 12 
feet—so safe its .118-calibre steel shot can be fired at one’s hand without 
injury—so inexpensive it can be bought, packaged with two complete sets 
of targets and a tube of 500 shot, for only $2.00. 


The new Targeteer gives adults the same big thrill that Daisy Air Rifles 
have given to juveniles for the last 51 years. And—with the six different 
1937 air rifle models—it rounds out the most complete line of sales 
makers and profit builders in Daisy’s history. Go after both of these tre- 
mendous markets at oncé. Don’t lose another minute. Order the new 
Targeteer and the 1937 Daisy Air Rifles—NOW! 








Complete Targeteer 
package—pistol, bull’s- 
eye target cards, spin- 
ning metal targets,tube 
of 500 shot—retails 
for only $2.00. Extra 
tube of shot 10 cents. 



















DAISY MANUFACTURING CO. titwotm cr 
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YOULL FIND THEM 
On the Job - 
Ay 





Ingersoll Shovels are avail- 
able in all types and grades, 
for every purpose, and in a 
price range to meet compe- 
tition. Round or square 
point shapes, black or poll- 
ished finishes. (The Alloy, 
A and B grades, heat- 
treated. ) 


a 
aysn’ 


Made of— — 
"TEM, CROSS - 


INGERSOLL PROCESS STEEL 





This steel used in the manufacture of 
Ingersoll Shovels has an_ interlocking 
mesh-grain structure which gives unus- 
ual resistance to splitting and curling. It 
is surprisingly tough, light in weight and 
holds a cutting edge unusually well 


On your next order for Shovels... 
specify “Ingersolls" 


W rite for catalog and further information. Address Dept. HA 


INGERSOLL STEEL & DISC DIVISION 
BORG-WARNER CORPORATION 
New Castle, Indiana 


New York Representative: Dunn & Bryan, 44 Murray St., New York, N. Y. 
New England Representative: C. Tracy Smelzer, 110 State St., Boston, Mass. 
Midwestern Representative: C. E. Bullock, Box 358, Galesburg, Ill. 

Representative: G. M. Baird & Co., 564 Randolph Bldg., Memphis, Tenn. 
Pacific Coast Representative: John F. Kegley & Son, 737 Terminal St., Los Angeles, Calif. 
Maryland Representative: K. L. Wilson, 512 N. Eutaw St., Baltimore, Md. 
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Copeland Washers are offered in 7 outstand- O N a O F H F M 


ing models covering a complete price range. 


OR 
ALL OF THEM 


But in any case Copeland 
offers what it takes to 


help YOU make money 





Both spinner and wringer type washers help 
you close a larger percentage of prospects. 


@ Whether your interest lies in one, two or 
all of Copeland appliances, you will find them 
smartly styled, mechanically outstanding and 
favorably priced. What’s more, you'll find 
that Copeland offers the ideal dealer fran- 
chise with profitable discounts, liberal financ- 
ing plans and strong advertising merchandis- 





Speed and simplicity of operation are sales- ing support. 

producing keynotes of the Copelund Ironer. Dealers everywhere are flocking to the 
Copeland standard. We invite YOU to write 
or wire for complete information. Address: 


Mr. J. D. McLeod, General Sales Manager, 


Copeland Refrigeration Corporation. 


COPELAND 


REFRIGERATION CORPORATION 
DETROIT. MICHIGAN 





Twin-cylinder compressors make Copeland A DALLAS E. WINSLOW INDUSTRY 
Refrigerators mechanically outstanding. 





Ss PONE EK MANUFACTURERS OF REFRIGERATION 
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No. 92 


SCREEN AND STORM 
DOOR SETS 


No. 79 
Screen and Storm Sash Hanger 


No. 95 Rim Latch 

















Health demands full 


protection from flies 


Your trade needs this 
type of hardware now! 


ERE is a sure sales leader for this season 

of the year that needs no introduction to 

the trade. Everyone is conscious of the need of 

screens for doors and windows at the first sign 
of the seasonable return of flies and insects. 


National 


SCREEN AND STORM DOOR SETS 


employ the most advanced ideas for simple and 
positive action. This hardware is furnished in 
beautiful finishes that add to its eye appeal 
and also give it years of extra life. 


This is a most opportune time for National 
dealers to complete their stocks of these 
fast-selling models. We also invite inquiries 
from hardwate dealers who do not already 
carry this popular line. 


Coil Spring 


NATIONAL MFG. 


STERLING - - - ILLINOIS \ WG. CO 


National Builders’ Hardware is sold direct 
to the retail dealer—a policy that promotes 
quality, service and direct selling cooperation. 
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RIVETS may be small in size—but 


| their job is a BIG one—recommend 


and sell the BEST \ 








The BEST tubular rivets cost so little that it ceases 
to be a worthwhile economy to gamble with their 





quality. A saving in cost usually means a sacrifice in 


efficiency! Rivets made by TUBULAR RIVET & 
STUD COMPANY are true to gauge, thoroughly 
dependable and 100% usable. TR &S RIVETS are 
made to standard — not to a price. It's to your own 


advantage to recommend and sell only the BEST! 


TUBULAR RIVET & STUD COMPANY 
BOSTON «+ + + MASSACHUSETTS 





Southern Rep. Western Coast Rep. 
CAVERT AND LIPSCOMB Tt. C. DE LOACH 

Nashville, Tenn. Postal Telegraph Bidg. 

Dallas, Texas San Francisco, Cal. 
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NORTON 







DOOR CLOSER 
2 MODELS OF UNEQUALED VALUE sunr sy rne cancest 


EXCLUSIVE MANUFACTURER OF DOOR CONTROLLING DEVICES IN THE WORLD 


This sturdy “no slam” device 
is built for long service .. . non 
rust seamless brass tube... 
unbreakable heavy steel stamp- 
ings form the bracket, spring 
holder and hinge plate. Preci- 
sion built to insure checking at 
all times. Number 4 is packed 
in individual cartons with full 


instructions for applying. Sell IN e) R T oe NT 
Hn age product to sell satis- TAT SWTES melt) VET Rakie 144, mlele) wel helt 
RETAILS AT $2.00 


Number 04 is a dependable 
simplified closer of excellent 
workmanship — built of high 
quality materials for durable 
service. The tube is seamless 
brass and holds a _ powerful 
compression spring. It is of- 
fered at a surprisingly low price 


and is packed in individual car- Niel ane) 


tons with full instructions for 
EXCELLENT VALUE SCREEN DOOR CLOSER 


applying. (To be installed on 
opposite the hinge side only.) [AASOAEG RETAILS AT $1.25 


PUT THE NORTON SCREEN DOOR CLOSER COUNTER DISPLAY TO WORK IN YOUR STORE 


Write to your jobber or Norton. Door Closer Company 


NORTON DOOR CLOSER COMPANY 


Division of the Yale & Towne Mfg. Company 
2900 N. Western Ave. Chicago, Illinois 








THERE ARE MANY SCREEN DOORS IN YOUR COMMUNITY THAT SHOULD STOP SLAMMING 
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ALOXITE BRAND 
RAZOR H 


Every man who walks jn your store is 4 good 
prospect for this easy-to-use razor blade sharp 
ener. It’s handy and fast-cutting. Puts a smooth, 
velvety edge on even the dullest blades. 


only 50c 


Lists at 


scissORS SH 


What every woman 
in the house keen an 
give any } i 
rectly beveled, keen 


e. Every woman 
that comes to your counter 18 a pre 


yspect. 


only 25¢ 


Lists at 
THE CARBORUNDUM BRAND 
No. 66 KNIFE SHARPENER 


and kitchen 


Sharpens every type of household 
handy 


knife. Does not mar finish of blade. This 
ith various colored handles will catch 


only 35¢ 


sharpener ¥ 
every woman s eye. 


Lists at 


CARBORUNDUM 


THE ABRASIVE dy 
Edge PRODUCTS | 


* 
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The Bullet Beam, finished in 
non-tarnishing, everlasting 
Rhodium: retails at $1.50 
complete. At right, the new 
display. furnished free to 


dealers on request. 





the unanimous verdict of 


every dealer who has 

\ featured Ray-O-Vac's / 

\ new modern flash- A 

\\ lights. You too /f 
will agree. 


retails 
Deal 7 
consists of six, ‘two- cell 
Silver Streams, 48 Armored 
Wo) on @r-) 1-H o ooo Mo bt} 0) (on Amn od 
left. Dealer cost $7.40. 


The Silver Stream, 
Co) a} OYA oxo) 00} 0) (1 (em 





RAY-0-VAC COMPANY 
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Truck buyers in your line of business and in 
every other industry are inspecting, comparing 
and then selectingGMC trucks. And for very con- 
vincing reasons! Consider the extra value in 
the GMC half-ton types, for instance. Available 
in either 112-inch or 126-inch wheelbase with the 
biggest standard bodies obtainable anywhere. 
these rugged “truck-built” vehicles have such 
desirable quality features as advanced stream- 
style with exclusive “dual-tone” color design. 
all-steel “Helmet-Top” cabs, safe, sure GMR 
hydraulic brakes of improved design, stabilized 


Time payments through our own Y. M. 


front end, protective full-pressure engine lubri- 
cation and dozens of other advantages that 
definitely assure improved performance, greater 
dependability and increased economy ... You, 
too, are urged to see GMC for quality at low cost 
—the half-ton models or any other size in either 
conventional or cab-over-engine types from l1'4 
to 12 tons capacity. All are priced low on any 
basis of comparison. All are exceptional values. 


QUALITY AT PRICES 
LOWER THAN AVERAGE 








A. C. Plan at lowest available rates 























GET YOUR SHARE OF THE. 


4 


” GOLD twats in every CAN 


(>, OF PITTSBURGH PAINT / 


MERICA— repainting, this year as 
never before—is demanding fin- 
ishes of lasting durability. Behind the 
complete Pittsburgh line is 80 years of 
. manufacturing experience. Sixty-three 
a ¥ laboratories and 21 gruelling tests 
assure unsurpassed quality. 


There’s gold in every can of Pittsburgh 
Paint. And here’s how we're going to 
help you: get your full share: 


By four-color, two-page spreads in Sat- 
urday Evening Post. By striking color 
advertisements in McCall’s, Better 
Homes & Gardens, American Home 
and full-page messages in Collier’s. 
And by effective direct mail. 


whe 















) WALLMIDE « FLORHIDE + WATERSPAR « SUN-PROOF 


5 he 1 t 
Pina id eh iii ih A le srl tise! oa alt 


For 1937 we are presenting a local 
50/50 cooperative campaign to make 
sales for you. We are offering a fas- 
cinating new book by “Believe It Or 
Not” Ripley on home decoration. 
Smart window displays and truck 
posters free; premiums, special deals. 
And a powerful national advertising 
campaign will boost your best cus- 
tomer—the painter! 


Tie in with this powerful Pittsburgh 
drive—benefit by public acceptance of 
Pittsburgh quality—and you’re bound 
to get a generous share of the gold in 
Pittsburgh Paints. Pittsburgh Plate 
Glass Co., Paint Div., Pittsburgh, Pa. 
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want MORE GLASS 





ils. 
ing 
us- 
People everywhere—your customers—have a greater interest in glass this year 
than ever before. Almost every newspaper or periodical you pick up features i 
gh the modern trend toward the more generous use of glass— its use in new and | 
: of ‘Ki fascinating forms... picture windows... corner windows . . . glass doors. . 
ind mirrored panels .. . glass drawer fronts ... and numerous other applications 
in that add beauty and utility to the home. 
ate Start now and profit by all this glass publicity — Make glass easy to buy— Put : 
Pa. an attractive window display up front— Sales are sure to go up. People know i 


that the L*O-F label stands for SUPERIOR QUALITY. The glass is Clearer, if 
4 Wog Brighter, Flatter. It is better annealed and there is consequently less breakage 
| F 


loss in cutting. Libbey * Owens’ Ford Glass Company . . . Toledo, Ohio. 
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VAUGHAN HAMMERS 


Fine workmanship, fine quality, 
are combined in the production 
of these hammers designed to 
give every advantage possible 
to this type of tool. The spring 
eyes, non-slip claws and fulcrum 
tops are points which make 
outstanding hammers. 


VAUGHAN AXES 


Two high grade steels, each 
chosen for its purpose, com- 
bined by the patented electric 
fusing process make the 
Vaughan Axe a perfect tool. Its 
Open Adze Eye construction 
guarantees against handle 
breakage, a weakness found in 
other type heads. The fine bal- 
ance of these axes, is the 
result of careful designing. 
There is one especially made 
for every purpose. 


OTHER VAUGHAN TOOLS 


include hatchets, planes, chis- 
els, machine punches and bits, 
wrecking bars, pincers and 
nippers as well as a complete 
line of other products useful to 
the mechanic. Each is made 
with the guarantee of perfec- 
tion and long life. 


UALITY home construction de- 

pends on the use of good mate- 
rials and fine tools, in the hands of 
real craftsmen. No skilled workman 
can do a good job with a poor tool— 
one that fails him when he needs it. 
Vaughan tools seem to strike up last- 


Y 








ing friendships with their owners, that 
grow closer the longer they are to- 
gether. The reasons are the depend- 
able quality and long life built into 
every Vaughan Product. That’s why 
these tools are really looked upon as 
friends—and are just as indispensable. 


VAUGHAN & BUSHNELL MFG. COMPANY 
2114 Carroll Avenue 


UGHA 


Chicago, Illinois 


Sine 
Jools 
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{-prescuplion: d paint brush that can’t be cured by a magic bath 
of Savabrush is a pretty hopeless case. For this presto-powder (when dissolved) loosens 
paint, varnish, shellac, enamel; sends new life coursing through the patient's. bristles; 
makes them soft, pliable, overnight; irons out those rheumatic kinks and puts Mr. Sad-Eyed 
Cripple back on the useful list. By the same kind of clinical logic, Savabrush can be a pep- 
up, profit-prescription for you, Mr. Merchant. Not only the original product of its kind but 


the only brush-restorer that has been nationally advertised SAVA 33 RU S K 
for years! Schalk Chemical.Co., Los Angeles and Chicago. 
53 
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“Ou this marh 
of quality... 


’'M ESTABLISHING A NEW 
SCALE OF PROFITS IN MY 
SHEET METAL PRODUCTS 
BUSINESS!” 













“I'm building for the future, so I'm taking on the dependable 
Berloy Bive Label Line. It has a good name... superior quality, 
materials, and craftsmanship...and a trade acceptance that 

means better turnover and bigger profits for me. NC. 





“ . 

Berger has been famous for over 50 years in the sheet metal MOATS-DENUM 

industry. Berger's experience in the steel building products IRON 

field ... plus Berger's great, modern, completely equipped This famous refinea open-hearth iron, 

plant for fabricating the new Blue Label Line... convinced /  (7prer and molybdenum alloy, affords 

me that it would be good business to tie up with them.” ance of any ferrous material in its price 
class. Unexcelled for long life and 

Investigate all the advantages which the Berloy Blue Label trouble-free performance on every 
kind of sheet metal job. TONCAN- 


Line is offering you, now! Write: formed products, such as eaves trough, 
: conductor pipe, gutters, roofing, and 
Steel Building Products Division, Dept. HA other sheet metal building items with 


the BERLOY BLUE LABEL, is your guar- 
THE BERGER MANUFACTURING COMPANT __ aitee of vimost valve for your money. 
Subsidiary of Republic Steel Corporation @« CANTON, OHIO ch 





The great new Berger plant, where Berloy 
Blue Latel Sheet Metal Products are 
fabricated exclusively. 
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OS APCS 


GALVANIZED 
SHEETS OF 
ALL TYPES 
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a SMART DEALER NEEDS 
to makel957 hisRiGGEST TOOL YEAR 








STANDARD through THREE GENERATIONS 


Your customers’ fathers and grandfathers bought the famous PEXTO Line of tools 
with satisfaction . . . and built a tremendous volume of business. The public is still 
buying these PEXTO Tools . . . backed today by 117 years of manufacturing ex- 

: d ience and integrity . . . and always with satisfaction. The most complete quality 
a oe ae ee ~ in ~ trade. Designed right, made right and always priced competitively with equiva- 
ent value too!:. 





VALUES to help succeed against competition 


Sales of WORTH tools under the tried and proved WORTH PLAN climb daily. 
The trade wrcte the ticket; manufacturing courage made it possible. And secey seuatt 


REG U.S PAT. OFF hardware dealers are reaping the profits. Sold in honestly selected ASSORT 
Te . .. to effect distribution economies that are passed right on to the dealer in the 
market's best sales-producing retail prices. The keenest merchandising minds in the trade 
ALL special WORTH Tools of selected every item, set the quantities, built these assortments to SELL and build CON- 
x pe tree pa ae > — d's- TINUING tool business. Every tool is guaranteed ... price tagged for today's demand. 
a wept se Pme me A prcfit ratio that ‘dealers can actually get rather than hope fcr. SEE YOUR JOBBER. 
He'll help you map a real FIGHTING tool sales program with WORTH tools for 1937. 





No FINER Tool line being made today . . 


Don't forget that returning prosperity always creates a market for deluxe quality 

e goods . . . furthermore, this kind cf trade can be mighty profitable. Tools are no ex- 

ception, and the ME-KAN-IK Line will get you this business. Nothing better than 

Pe. all-l ME-KANIK Tcols have ever been offered. They have been individually designed by 

expert mechanics, in sharp contrast to tools built up and “dressed-up” from old styles. 

P.S.& w.coa. SEE YOUR JOBBER . . . study the real sales-building features of this outstanding 

line. And remember they carry a profit ratio that will make this potential business very 
T. M. REG. APP. FOR much worth while. 

















The Peck, Stow & Wilcox nt i Southington, Conn. 
Company Established 1819 
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PATMAN CASES- 


To date, so-called test cases on 
alleged violations of the Robin- 
son-Patman Law are a distinct 
disappointment. The wide vari- 
ance of both legal and lay opin- 
ions on the law itself is only 
outdone by certain ambiguities in 
the text of the law. Throughout 
its development independent re- 
tailers and wholesalers were high- 
ly enthusiastic, believing this par- 
ticular legislation provided the 
long sought legal enforcement 
that would bring price parity for 
the same quantities, terms, condi- 
tions, etc. It was, and still is, 
generally believed that the intent 
of the law is to take from chains, 
mail order houses and department 
stores any unwarranted buying 
advantages not represented by ac- 
tual savings. Yet many of the 
test cases indicate a somewhat re- 
mote application of this principle. 
As expressed before, it is my 
opinion the Federal Trade Com- 
mission requires some advice 
from men schooled, not in the 
law, but in the problems of com- 
petitive distribution. Such talent 
would supplement the legal train- 
ing of the Commission’s staff and 
bring to its work a vitally needed 


‘force for testing and investigat- 


ing violations. The Commission’s 
lawyers and investigators have 
shown an enthusiasm for pursu- 
ing alleged violations but have 
seemed handicapped in under- 
standing many phases and angles 
of the distribution problems that 
are vital to such test cases. Ad- 
mittedly, the men who could fur- 
nish such help would be woefully 
lacking in knowledge of legal 
procedure but the combination of 
both talents would strengthen the 
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Ourselves 









































Commission in its efforts to ap- 
ply this particular law. 


GOING UP- 


Prices for hardware merchan- 
dise are advancing too rapidly 
and in many cases to an unwar- 
ranted degree. There is suspicion 
that many basic hardware lines 
are being subjected to a pyramid- 
ing process in the development of 
the higher levels. Reasons given 
for advances are well known— 
higher labor and materials costs. 
Both are admittedly higher. But 
labor costs are only a part of 
the total and the same thing is 
true of materials. Some _hard- 
ware items weighing less than 
two pounds to the dozen have 
been advanced substantially be- 
cause of 10 per cent labor in- 
creases plus a few cents rise per 
pound of materials. Making a 
margin on advancing costs is an 
old practice. It was particularly 
common in that well-known era 
preceding the fateful month of 
October, 1929. That there will 
probably be ups and downs in 
our economic life is fully appre- 
ciated but it does seem foolish to 


follow one of the outstanding pro- 
cedures that led to our most recent 
depression period. Distributors 
expected some price advances and 
know that many products should 
have been advanced. But there 
is too much atmosphere of the 
“Roman Holiday” involved in the 
price increases of the past four 
months. If continued, business 
may face a buyer’s strike, not an 
unknown problem in our recent 
history. ° 


BIG CROWD- 


Heavy attendance at trade con- 
ventions is a good barometer of 
sales volume and profits. The 
recent New Orleans Convention of 
wholesalers and manufacturers 
shattered all previous records for 
attendance at Southern conven- 
tions. The majority present ex- 
pressed optimism. Business is 
very good for most of them. Sales 
figures are up and a profit is be- 
ing made. It was a happy con- 
vention because 1936 was a profit- 
able year. Yet on all sides was 
apprehension about the speed and 
severity of many price advances 
on hardware lines. Second only 
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HAVE TEETH THAT BITE! 


@ Nature provides all wild animals with strong, sharp teeth: 
Animals are dependent upon them to exist. Saws, too, depend 
on good teeth for long life and useful service. 


ome 
@ Atkins engineers combine 80 years’ experience in tooth de- 
sign with Silver Steel . . . Atkins exclusive saw steel . . . fo 
give every Atkins Silver Steel Hand Saw extra strong, sharp 
teeth that bite . . . quick... smooth ... and clean. 


@ Your customers aay Atkins Saws because they get saat SILVER STEEL 
service and easy sawing ... the only real measure of value: 


@ To you, the hardware dealer, this means quick turn-over of 
high-grade merchandise . . . a good margin of profit per saw. 
See your jobber. 


SAWS, SAW TOOLS, AND 
MACHINE KMIVES, ETC. 


E. C: ATKINS AND COMPANY INDIANAPOLIS, INDIANA 
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to the concern of all business men 
on taxation, existing and prospec- 
tive, is their concern about price 
advances. Although not a feature 
of the formal program, the sub- 
ject of price trends was the domi- 
nating topic under discussion in 
the lobby, the dining tables and 


‘the many impromptu gatherings 


in various rooms. To and from 
the convention, men in other lines 
of business talked the same way 
in railroad diners, smokers and 
club cars. Men whose business 
requires steady traveling are ba- 
sically a cheerful lot. They were, 
as a group, the last type of busi- 
ness people to admit the recent 
decline of business. They will be 
the same way again if and when 
our present improved business is 
retarded. Therefore, their wor- 
ried comments and the opinions 
of the wholesale hardware execu- 
tives at the New Orleans conven- 
tion regarding price trends are 
worthy of serious consideration 
by manufacturing executives. 


UNIONIZATION— 


This is an invitation for fur- 
ther information. A somewhat dis- 
quieting rumor is current regard- 
ing a proposed CIO contract with 
a mid-western wholesale hard- 
ware house. There has been no 
strike, as yet, but according to 
the story demands have been 
issued by a CIO representative 
who would unionize all employees 
of this house except salesmen and 
executives. If the contract is not 
signed a sit-down strike or some 
other form of curtailed opera- 
tions is threatened. I don’t know 
where this house is located. If 
any readers know about this sit- 
uation a complete report would 
be appreciated and would defi- 
nitely contribute to the general 
welfare of the hardware business. 
The proposed wage schedule, as 
I heard it, is positively impossible 
based on wholesale hardware mar- 
gins as now existing. The hard- 
ware industry, except on the 
Pacific Coast, has been fairly free 
of labor union troubles with prob- 
ably only teamsters and truck 
drivers unionized. If there is 
some movement under way to 
completely unionize some whole- 
sale hardware house “a la CIO,” 
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the entire wholesale hardware fra- 
ternity should know about it and 
be prepared for any emergencies 
that may arise in this connection. 
If you know something of this 
rumor, please write completely 
and quickly. 


FLORIDA'S PLAN-— 


In this issue, as a part of the 
story on the New Orleans Con- 
vention, is published the interest- 
ing talk given by Robert H. 
Given, Tampa, Fla., attorney. Mr. 
Given is the author of the book 
“Outlawry of Chain Stores” and 
is also the author and chief spon- 
sor of Florida’s Recovery Act. 
This legislation is highly different 
in its treatment of the chain store 
problem and likewise different is 
the attitude of Mr. Given as ex- 
pressed in his convention talk. 
Read it. He is not concerned 
about the chain store as a com- 
petitor of the independent re- 
tailer. His interest, as expressed, 
is the future welfare of all the 
people in Florida. His bill would 
prohibit all kinds of chain store 
operations, local or national. It 
would prohibit branch stores op- 
erated by independents or anyone 
else. No individual or corpora- 
tion or other business group could 
operate in Florida more than one 
establishment dealing in the same 
kinds of goods or services. There 
are no restrictions as to the size 
of any single business, but there 
can only be one of a kind for each 
owner. This is so different an 
approach to the chain store prob- 
lem that it is actually startling. 
Mr. Given’s talk is worthy of 
thoughtful reading. 


TOY FAIR-— 


The big New York Toy Fair is 
over. It was well attended by 
both wholesale and retail hard- 
ware buyers. Toys have become 
a very satisfactory department of 
hardware distribution. It is one 
of the few hardware store items 
subject to the whims of style and 
sudden popularity. It is a peak 
load line from October to De- 
cember yet has some all-year sales 
possibilities. As such it is not 
strictly a business by itself from 
the retail or wholesale standpoint, 


but rather an important part of 
an existing distribution system 
that enjoys store traffic. The bet- 
ter hardware stores enjoy steady 
store traffic and so are in an en- 
viable position to develop toy 
business. Toys carry a good mar- 
gin, are particularly suited for 
attractive interior and window 
displays and help attract the in- 
terest and patronage of children 
and their parents. The many ex- 
hibitors at the recent Toy Fair 
report an increasing number of 
hardware buyers in attendance 
and comment that wholesale and 
retail hardware outlets are highly 
desirable from the standpoint of 
the toy producing industry. A 
relatively small display space for 
all-year sales appeal and an ex- 
tended toy department for the Oc- 
tober to December Christmas sell- 
ing appeal will pay handsome 
dividends to hardware merchants. 
A review of some of the newer 
and salable toys shown at the Fair 
will be published in our next 
issue. 


CONVENTION 
REFORMS- 


Recently I commented on needed 
convention reforms, notably the 
need for more comfortable chairs 
in the convention halls. To this 
should be added a suggestion for 
a better arrangement of chairs in 
the meeting rooms. It is too much 
to hope that all interested dele- 
gates will arrive at a meeting early 
enough’ to take seats before the 
session starts. Therefore, it is 
inevitable that many will straggle 
in after the meeting gets under 
way. If there is a lack of aisle 
space behind and around the 
groupings of seats there is con- 
fusion, noise and a crowd stand- 
ing in the passageway. Such a 
situation annoys and disconcerts 
the speaker and is definitely dis- 
courteous to him. The seats in the 
rear are filled and the late comers 
are reluctant to walk down a nar- 
row aisle to the front of the room. 
They fear that such a move makes 
them too conspicuous. Smaller 
groups of chairs with spacious 
aisles in the rear, far ends and 
down the middle would cure this 
without much difficulty. 
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TAKING THE MYSTERY OUT 














Training Makes the Difference 


r NHERE are four general 
methods followed by the 
trade in furnishing builders’ 

hardware. It will be valuable to 

consider them all from an un- 
biased viewpoint. The first method 
is to have a manufacturer’s sales- 
man figure the job for you, and in 
this there are certain advantages to 
the dealer. The fact that the sales- 
man directly represents the manu- 
facturer carries weight with the 
customer; he brings his own sam- 
ples, relieves you of the responsi- 
bility of taking off the plans and 
figuring the job. However, you 
cannot always get the salesman 
when you want him because of the 
large territory he has to cover; 





The most satisfactory 
methed of furnishing 
Builders’ Hardware is 
to have your own 
Builders’ Hardware 
Department. These 
articles show you how. 


when things go wrong or changes 
occur and you write or wire for 
his help, a delay may be an annoy- 
ance to the customer. That plan is 
expensive to the manufacturer and 
directly or indirectly must be paid 
for. Naturally the manufacturer’s 
salesman must use all his own 
goods he can, because there is little 
profit to him in goods outside his 
own line. The manufacturer is or 


should be what the name implies. 
The second method is to have 





the wholesaler figure the job. The 
wholesaler’s salesman, selling the 
goods his house carries in stock, 
can give quick shipments. He calls 
much oftener than the manufac- 
turer’s man. But, unlike the manu- 
facturer’s salesman, he may not 
be an expert and must send the 
plans to his house to be figured. 
The wholesaler’s stock is some- 
times too commercial and, if he 
maintains a contract department, 
his men may be too busy on their 
own direct sales, where they get 
full commission, to give the neces- 
sary prompt attention to your in- 
quiry. Naturally the estimator 
will think of his own pocketbook 
before a split commission. 

The third method is to have a 
contract builders’ hardware dis- 
tributor figure the job for you. 
This type of dealer may be your 





In the race for business the trained man has the advantage 
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wholesaler, ‘a large retailer with 
a contract department or an exclu- 
sive contract distributor majoring 
on builders’ hardware. Here you 
will find an organization as well 
or better posted than the manufac- 
turers’ salesman. It will have a 
better stock for contract work than 
the strictly hardware wholesaler. 
Such an organization can handle 
any situation intelligently and is 
available immediately in case of 
trouble. Your worries about 
handling the job are nil. Much 
has been written about the worthy 
objectives of the National Asso- 
ciation of Contract Builders’ Hard- 
ware Distributors, with which we 
are in fullest accord. They want 
method number | entirely elimi- 
nated from the scheme of builders’ 
hardware distribution. Permit the 
manufacturer to be what he pre- 
fers to be, if he can, a manufac- 
turer-—not a wholesaler, contract 
distributor or retailer. A sane and 
worthy objective. 

The disadvantages of the third 
method are: Too often the contract 
distributor is a competitor of 
yours, perhaps a large store in 
your own community; perhaps he 
is close to the architect or he may 
have written the specifications. 
You, through your own connec- 
tions with the owner, may have the 
inside track and you want the job 
with full profit for your own store. 
It may not be in the cards for koth 
you and the distributor to make 
the profits you need. 


Do It Yourself 


The fourth—and most import- 
ant method is to DO IT YOUR- 
SELF. Have your own builders’ 
hardware department. We are 
discussing, for the present, resi- 
dential building. Our plan is to 
equip you to handle this first. If 
you want to bid just now on a 
school, church or public building, 
select one of the first of the above 
mentioned plans. Do not attempt 
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to handle it alone just yet. That 
will come. Better a half loaf than 
a mess of trouble on your hands 
doing something you are not aud 
erly equipped to do. 


Objections 


In asking the manufacturer to 
stick to his manufacturing we have 
the following objections: The 
large ‘manufacturer says “Fine, 
but the smaller manufacturer will 
not do it and we cannot afford to 
lose our distribution.” The small- 
er manufacturer says “Fine, but 
neither can we afford to lose our 
distribution, because our distribu- 
tion is not so well developed 
among distributors and if we do 
not sell the retailer, the large 
manufacturer will take our busi- 
ness away from us.” 


1 OF BUILDERS’ HARDWARE| 


There can be only one answer 
to this problem: Development of 
sales through better merchandis- 
ing methods until all manufactur- 
ers, large and small, have ade- 
quate representation in all fields. 
That is one of the main objectives 
of this series of articles in Hard- 
ware Age. More and better build- 
ers’ hardware distributors through 
education and training is the first 
requisite. Increased sales through 
trading up quality is the second 
requisite. A trained builders’ 
hardware salesman will sell three 
butts instead of two to the door, 
a door knocker to go with the 
front set, a letter box and a push 
button to match. Such extra items 
are what add sales volume to the 
retailer, contract distributor, 
wholesaler and manufacturer 


alike. 


Turn This Page for Chapter Two 











send out. 





SELL THE PROSPECT THIS IDEA— 


UALITY is the goal of builders’ hardware sales. 
The trained builders’ hardware man can do his 

best work with high grade goods—so begin now to 
educate your public to demand the best. These elec- 
tros and three intermediate sizes are available for use 
on advertising, stationery and all printed matter you 


Address: MR. P. F. KING, Sales Manager, Hardware Division, 
Stanley Works, New Britain, Conn. 
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CHAPTER TWO-ELEMENTARY COURSE 


“TAKING THE MYSTERY OUT OF 


UT EE: 





N Chapter No. 1 you were given 

a stock schedule. Now, your 
attention should be given to the 
arrangement of the stock on the 
shelves of your store. Particularly, 
I want you to note the order in 
which the stock schedule was ar- 
ranged for that is the way I would 
suggest your stock be arranged on 
your shelves. 

There are two schools of thought 
in this stock arrangement. Some 
prefer to put all butts together re- 
gardless of finish; likewise the 
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card prevents running your builders’ hardware stock by guess. It tells you how much you sell, what you sell 
fi 


By ADON H. BROWNELL 









lock sets and so on down the line. stock away considering that we 
I suggest, wherever you can pos- _have the usual type of shelving— 
sibly find room, the stocking of _ bins below the counter, then the 
every finish separately. This elim- counter and bins above the coun- 





inates many errors in getting out ter. Conditions often vary from 
orders. Which ever school of _ this but the idea is the same re- 
thought you choose to follow, the _—_gardless. 

stock arrangement can be alike, In the bins below the counter, 
except that in the latter suggestion which are deeper bins as a rule, 
you will carry this thought you can put the inside lock sets 
through for each finish repeating in order as listed. Be very care- 
the process with each finish ful to separate the bronze goods 
stocked. from the steel to insure against 
We will start out putting the costly errors. There should be 
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room for all your inside lock sets 


‘ below the counter. 


Immediately above the counter 
I would arrange the butts and 
hinges. They are the most fre- 
quently required items and should 
be in the most accessible place. 

Then, way up at the top, I 
would put the residential handles 
—front door sets and French door 
sets. Being least called for, they 
take the least accessible place. The 
rest of the upper part of the bins 
between the butts and front door 
sets I would suggest your arrang- 
ing all the rest of the hardware 
on your list in alphabetical order 
as they have been arranged on the 
suggested stock order in Chap- 
ter 1. 

Using this arrangement where 
it is broken down by finishes, 
there will be just about room 
enough for your hardware in the 
usual type of hardware shelving. 
Repeating each finish with the 
same arrangements would give 
you four sections for the four fin- 


DATE ORDER DATE ORDER DATE 
No. No, 


ishes. Once you become accus- 
tomed to this arrangement you wil 
find things quickly and know what 
you have. 

Neat stock arrangement is a 
very worthy objective of a good 
builders’ hardware man. He will 
not only arrange it properly, but 
what is much more important, he 
will keep it that way. 


Stock Records 


Now comes another important 
item—STOCK RECORDS. Never 
try to run your ordering of stock 
“by guess and by gosh.” Know 
what you sell, how much you se!l 
and how often you need to order. 
Do not wait until you are all out 
to order your goods. That’s 
enough of what not to do. Here’s 
what to do. 

Secure standard stock cards or 
have some printed for your re- 
quirements. They should be large 
enough to hold a year’s records. 

In the left hand column insert 
all the necessary number informa- 


ORDER DATE ORDER DATE ORDER 
No. No. No. 
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tion which you will require to or- 
der more goods from the factory. 
In the next column show your nor- 
mal stock requirement. In anoth- 
er column put the market price. 
Keep this up to date regardless of 
what you paid for the goods. This 
makes your stock record very val- 
uable not only as a stock record 
but as a price book. 

Let me give you, right here, 
another suggestion a'ong this line 
— instead of using code figures for 
cost, take your cost and double it 
showing the doubled figures in 
plain figures. Then if you want 
to sell at 25 per cent off the list 
you have made 50 per cent on 
your cost. If you want to sell a 
large contractor at 33 1/3 per cent 
discount you have made 33 1/3 
per cent on your cost. If you 
have particularly tough competi- 
tion and want to give 40 per cent 
off you have made 20 per cent 
on your cost and, always, you 
quickly have the cost itself be- 

(Continued on page 158) 


DATE ORDER YEAR 
No. — 


Recap. 


seniaaces ‘iiesiati ear's Sal 





you sell %d how often you need to order. It should be large enough to hold a year’s records. This one is printed both sides. You twill 
ibed in tail in this article. 
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The Story of 





Looking up Canal St., New Orleans main business thoroughfare 


Forty-seventh annual convention of the Southern 
Hardware Jobbers’ Association and seventy-fourth 
semi-annual convention of the American Hardware 
Manufacturers’ Association held jointly at the Roose- 
velt Hotel, New Orleans, La., April 19 to 22, 1937. 
Robert H. Baker re-elected president of Jobber’s 
group. Official registration approximately 1000, at- 
tendance 1200, passing all previous records. Con- 
vention discusses the seriousness of the recently rap- 
idly advanced prices; the burden of current high tax- 
ation plus the threat of further tax levies; confusion 
over the many Federal Laws affecting business and 
the uneconomic and unfair plan of taxing undis- 
tributed profits. Labor problems, pyramided ad- 
vances and other distribution problems studied. 
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OR the third consecutive 
Be the attendance record 

of a Southern hardware job- 
bers’ convention has been broken. 
The recent New Orleans Conven- 
tion positively shattered all 
existing records with official reg- 
istration approximately 1000 and 
at least another 200 who were not 
listed. It was the forty-seventh 
annual convention of the South- 
ern Hardware Jobbers’ Asso- 
ciation and the seventy-fourth 
semi-annual convention of the 
American Hardware Manufactur- 
ers’ Association. Headquarters 
were at The Roosevelt Hotel. The 
convention opened Monday night, 
April 19, and closed Thursday 
noon, April 22, 1937. 


It was an enthusiastic conven- 
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New Orleans Convention 


tion with a wide majority of both 
producers and distributors report- 
ing substantial sales increases at 
a profit. As sessions were held 
only in the mornings the after- 
noons were available for contacts 
and informal discussions on trade 
problems. 


Throughout the convention there 
was expressed deep-rooted con- 
cern that the recent wave of severe 
price advances might cause a 
slowing up of business. Here and 
there examples of some very tan- 
gible signs of such a development 
were offered. The opinion was 
freely expressed that there had 
been too many advances and that 
in too many instances pyramiding 
had been practised in developing 
the current advanced prices. This 
thought was more prevalent in 
the informal lobby and room dis- 
cussions than in the open sessions, 
but here too speakers expressed 
similar views. 

Much of the upward price 
movement was credited to labor 
difficulties that brought about 
shorter hours and higher wages 
plus the increasing burden of tax- 
ation levied against all business. 
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Several speakers attacked the 
confusion caused by the veritable 
parade of legislative efforts to 
control and thereby add: further 
tax and cost burden on business. 
Some views were very generally 
applauded. Specifically, the tax 
on undistributed profits was char- 
acterized as both uneconomic and 
unfair to the future security of 
the Nation. Too many laws, and 
too many proposed laws, both 
State and Federal, were adding 
to the confusion in the opinions 
of several speakers. 

President Robert H. Baker pre- 
sided over the Jobbers’ sessions 
and President -Robert G. Thomp- 
son presided at the Manufacturers’ 
meetings. At the closing Jobbers’ 
session Mr. Baker and most of 
the other officers of the Southern 
Hardware Jobbers’ Association 


Typical French architecture in the 
old French quarter of New Or- 
leans. The “embroidered”  bal- 
conies in the picture above are on 
an old home built in 1835. In the 
picture at the left is shown one 
of the typical courtyards of the 
French quarter. These and other 
photos of New Orleans are shown 
through the courtesy of New Or- 
leans Association of Commerce. 


were reelected to serve another 
term. The manufacturers elect 
officers at their October conven- 
tion. 

Monday night the convention 
was officially in progress. Presi- 
dent Baker of the Jobbers’ asso- 
ciation presided and made the 
address of welcome, sounding the 
theme of the convention program. 
In part, he said: “Though today 
we have emerged from depression 
and have entered what most of 
us feel should be a period of gen- 
eral prosperity, at the same time, 
we must admit that it is a period 
of uncertainty and unrest. We 
face serious labor disturbances. 
We are troubled with a rapidly 
mounting tax burden. We have 
entirely new schools of political 
and economic thought which may 
seem to offer a threat to some 
of those liberties which we have 
long enjoyed. 

“Is it not probable that all this 
is but a passing phase to our eco- 
nomic development? Is it not 
probable that these troubles which 
seem so perplexing at the mo- 
ment will be dissipated in the ris- 
ing tide of business recovery? 
Certainly it is our responsibility 
as business men to lend our in- 
fluence to that end in order that 
these problems will be worked 
out in a way that will not en- 
danger any American system of 
self government. 

“Our problem which is of im- 
mediate concern to those of us 
who are engaged in the distribu- 
tion of merchandise, is the rapid 
upward trend of prices. Appre- 
ciation in the marked value of 
inventories should not blind us 
to the fact that rapid fluctuations 
in price, either upward or down- 
ward, are equally dangerous. We 
feel that there is a danger ahead 
unless we curb any general ten- 
dency toward advancing prices 
more rapidly than production or 
distribution costs make necessary. 
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Loading Cotton at New Orleans Docks 


If this is not watched closely, 
there is a great possibility of 


killing the ‘goose that laid the 


golden egg.’” 

President Thompson of the 

Manufacturers’ organization re- 
8 


sponded, appropriately telling of 
the great and varied hospitality 
of New Orleans. 

Clayton Rand, editor, The Mis- 
sissippi Guide, Gulfport, Miss., 
made the only formal address of 
the evening. He is president of 
the National Editorial Association 
and a well-known speaker and 
student of economic and social 
trends. In part, he said: 

“There is at least one very 
definite problem confusing the fu- 
ture of your business like all 
others, and that is government. 
Despite all the evident strides of 
business recovery, it stares and 
frowns into the face of business. 

“We have waded so far into the 
mid-stream of government med- 
dling in business that whatever 
the future holds forth there will 
be much rocking of the boat. More 
and more private business is to be 
tinkered with by legislative quacks, 
and its movements control'ed by 
politico-economic stabilizers. More 
monkey wrenches will be thrown 
into the machinery of business. 
Governmental reforms will regu- 
late wages and hours of labor and 
a new pressure will be put upon 
the freedom of production. 

“Probably at no other time in 
the industrial history of America 
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has there been a period so charged 
with political static or fraught 
with doubt. The uncertainties of 
Washington have stunned business 
despite its natural urge to go 
forth again and sell its wares. As 
one spins about the earth there are 
many indications that the whole 
world has gone cuckoo, as it has 
periodically done in the past. No 
packing of the Supreme Court, no 
reincarnation of NRA, no legisla- 
tive correctives can permanently 
cure our economic bellyache. It 
has not yet dawned upon our 
crusading radicals in high places 
that no nation or civilization can 
rise any higher than the charac- 
ter, industry and intelligence of 
its people. This much can be said 
of evolution, it is only by improv- 
ing the breed that we can expect 
permanent improvement either in 
America or elsewhere over the 
world where peoples suffer from 
political epilepsy. 

“Out of all the confusion of the 
times, however, for the purposes 
of this convention, I see a few 
golden opportunities that stand 
out in bold relief. Your business 
and industry has not reached the 
point of saturation as far as 
America is concerned. Particu- 
larly in our Southland we are 
still short on tools and hardware. 
As far as I know your industry 
has not even undertaken the neg- 
lected and worthy challenge of 
putting a tool chest and work 
bench in every home or garage. 





. . . If the truth were known, 
there may be fewer axes and saws 
per capita than bathtubs and 
radios. Were it not for our auto- 
mobile kits some of us could not 
even drive a nail or cut a clothes 
line. 

“The real future of your indus- 
try, as a layman sees it, however, 
lies in the republics to the south 
of us. Last month I made another 
excursion into the republic of 
Old Mexico and I traveled through 
productive valleys for weeks. I 
moved for days in one rich area 
that is designated as the bread bas- 
ket of the republic and I did not 
see a steel plow. And the homes 
into which I looked were almost 
void of tools and utensils. I made 
the observation then that the need 
of that country was not com- 
munism, but more plows, spades 
and saws. 

“Europe suffered periodic fam- 
ine until America was discovered. 
Then she enriched herself by buy- 
ing the raw materials of this new 
country and selling back to us her 
manufactured products. It was 
this same economic scheme that 
enriched New England, as it 
bought our cotton and sold us 
cloth. 

“To the south of us there lie 27 
republics, rich in natural re- 
sources and latent wealth. Among 
gulf ports New Orleans is the 
great gateway to this undeveloped 
empire through which in the next 
generation the wealth of a score 
of republics will pass. One hun- 
dred years ago, New Orleans was 
the fastest growing city in the 
world—it may happen again. 
When they open their eyes to this 
golden opportunity, more indus- 
tries will migrate to Southern 
waters and the New England 
Yankee will face another chal- 
lenge to his ingenuity, as we to- 
gether pick the lock of this golden 
opportunity with our tools and 
our salesmanship.” 

On the pages immediately fol- 
lowing are the major parts of vari- 
ous talks made by speakers, de- 
tails of the social or entertain- 
ment program, officers of both 
associations and other events of 
interest during the convention, 
also a few photographs of the his- 
toric and traditional sights of 
New Orleans. 
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The Southern Jobber and His Association 


By ROBERT H. BAKER 


Vice-President, Fones Bros. Hardware Co., Little Rock, 
Ark., in his Annual Address as President of the Southern 
Hardware Jobbers’ Association Reports Progress and Ac- 
tivities of that Organization. Tells Thursday Morning Job- 
bers’ Session that Future of Hardware Jobber Depends 
Upon Living Up to Opportunities and Obligations Inci- 
dent to Performing the Jobbing Function. 


UST one year ago you entrust- 

ed to me the office of president 

of the Southern Hardware Job- 
bers Association. It has been a 
very pleasant and satisfactory year, 
not only in our association activities 
but in the business affairs of the en- 
tire membership of this organiza- 
tion. 

As perhaps all of you know, this 
is the oldest trade association in the 
hardware industry. So there are 
none of us here present who can 
say from personal knowledge just 
what may have been the purpose 
of that little group of southern hard- 
ware jobbers who got together 47 
years ago and established this or- 
ganization. 

But I think we may reconstruct 
the picture, as they saw it. Our coun- 
try was then entering the mechani- 
cal age. Manufacture was begin- 
ning to supplant agriculture as our 
most important industry. New prod- 
ucts of inventive genius were bring- 
ing new problems for distributors. 
With the rapid development of 
transportation and communication, 
competition was no longer localized. 
And already, new methods of dis- 
tribution were coming into the pic- 
ture. 

So it must have become evident 
that even in a line of trade so stable 
as hardware, business had grown far 
beyond the pioneering stage when a 
business man could live to himself, 
so to speak. He had to broaden out 
his horizen. His own experience, 
alone, could no longer be depended 
upon to enable him to cope with the 
problems of a new industrial and 
commercial era. He must come to 
know, and work with, others engaged 
in his line of business activity. For 
his own individual business could 
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scarcely hope to survive unless the 
hardware jobbing function survived. 

It was from this viewpoint, no 
doubt, that those hardware jobbers 
of a former generation visualized 
the need of this association. Per- 
haps the leader in that organization 
work said to himself: “Are not my 
problems the same, in all essential 
respects, as the problems of the 
hardware jobbers of Virginia, 
Georgia and Texas? Would it not 
be to our mutual advantage to get 
to know one another, to exchange 
ideas and experiences? And would 
it not be better to have friendly 
competitors in my own immediate 
trade territory?” 


A. C. RANKIN 


Teague Hdw. Co., Montgomery, Ala. 
First Vice-Pres., Jobbers Assn. 


Thus it must have been that the 
ideas developed which led to that 
organization meeting of the Southern 
Hardware Jobbers Association nearly 
a half century ago. And so solidly 
did they build and so firmly did 
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they cement the membership that it 
has continued an active, influential 
association to this day, with an an- 
nual convention every year since the 
association was first organized. And 
we may well assume that this or- 
ganization has been a very valuable 
asset in helping to maintain and 
strengthen the hardware jobbing 
function; for had it been otherwise, 
the association would never have 
survived the vicissitudes of these 
long years. 

The only purpose of trying to re- 
construct this picture back of the 
founding of the association is to 
emphasize the fact that today the 
need of such an organization should 
be far more apparent than it could 
possibly have been a half century 
ago. The developments of these 
succeeding years have made it even 
more essential that men engaged in 
the same line of trade, work together 
in the solution of their mutual prob- 
lems. 

Some of my best friends are in 
the hardware jobbing business in 
my own and other southern states. 
Even when we compete with one 
another I take pride in the fact that 
we are friendly competitors. And 
whether working in the same terri- 
tory or separated by a half-dozen 
states, we have no hesitancy in com- 
municating with one another about 
our business problems. 

This situation is possible because 
of our association and our conven- 
tions. It is one of the great ac- 
complishments of our organization 

(Continued on page 152) 
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American Business Faces Radical 
Readjustment 


By ROBT. G. THOMPSON 


Vice-President, Lufkin Rule Co., Saginaw, Mich., in his 
Semi-Annual Address as President of the American Hard- 
ware Manufacturers’ Association, Tells Manufacturers’ 
Thursday Morning Session Evidences of Prosperity Are 
Everywhere; that Industrial Relations Must Be More 
Human and that Business Must Study Thoughtfully Gov- 


ernmental Operations, Costs and Taxation. 


T is well that “Hope springs 

eternal in the human breast,” 

for at home and abroad we are 
met with circumstances which try the 
faith of men. And this at a time 
when we had begun to believe that 
the long-sought era of reasonable 
prosperity and domestic peace was 
at hand. Evidences of this pros- 
perity are everywhere; evidences of 
acceptance of the principle that 
broader distribution of profits must 
prevail; that industrial relations be 
more human; that the future, health 
and happiness of all our people be 
more definitely assured. 

Business generally is good; in 
many lines at new peaks. Hours 
have been shortened and wages in- 
creased; industrial unemployment 
has been greatly reduced; rehabili- 
tation and construction are again 
active throughout the land; world 
surpluses of agricultural products 
and raw materials are diminishing 
—seemingly the essential elements 
for a period of national comfort and 
contentment. 

But even as discord entered the 
Garden of Eden, so is the consum- 
mation of our hopes jeopardized by 
other factors which threaten disas- 
ter, and lamentably some of these 
potential forces of evil are the by- 
product of prosperity itself. 

Facing the facts as they are, it 
must be conceded that American 
business is in the midst of a read- 
justment as radical as any in its 
history. Prominent among the rea- 
sons is the undistributed surplus 
tax, requiring at the least a con- 
siderable amount of financial rear- 
rangement and the virtual elimina- 
tion in many cases of the sound 
practice of caring for improvements 
and expansion from earned profits. 
While it is true that the provisions 


of the law do not apply to reserves 
accumulated prior to its enactment, 
if it is to be a continuing policy to 
severely limit future building of re- 
serves, it will be well to recognize 
that a greater degree of unemploy- 
ment must necessarily result in 
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periods of general or industrial de- 
pression. 

The record of every community in 
the dismal days through which we 
have passed is evidence that all em- 
ployers are not the ruthless despots 
of fiction. In innumerable plants 
throughout the land, employment 
was continued far beyond any pos- 
sible economic justification. Ac- 
cumulated resources and _ credit 
were utilized to the limit in at- 
tempts to lighten human suffering. 
If in the future it shall be the wis- 
dom of the powers that be to pre- 
vent provision for the inevitable 
rainy day, the woes of unemploy- 
ment will be immediate when the 
rain begins to fall. With respect to 
the undistributed surplus tax, there 


are many high in government coun- 
sel who would modify its intent. But 
even if revision ultimately is ac- 
complished, the perplexities of the 
present are unrelieved. 

Then come the payroll taxes, con- 
stituting another burden of expense 
hitherto unknown and of a size not 
easy to digest. The problems of the 
present readjustment, however, are 
not confined to tax matters, but are 
generously diversified. Manufac- 
tured or processed products yield no 
return without distribution and the 
still uninterpreted Robinson-Patman 
Act stands Sphinx-like but forbid- 
ding, in many a recognized com- 
mercial highway. To all of the 
above must be added the uncertain- 
ties and problems interjected by the 
introduction of the sit-down strike, 
the proposals relative to judicial 
change and the now imminent fear 
of uncontrolled or uncontrollable in- 
flation. 

The epidemic of sit-down strikes 
has made such headway that a na- 
tional catastrophe threatens. Busi- 
ness is being impeded; orderly in- 
dustrial relations are becoming im- 
possible, and there is increasing 
hesitation in planning for the future 
and new investment in plant and 
equipment. Purchasing power is 
curtailed by the loss of wages. Par- 
ticularly serious is the fact that re- 
peated wage increases, with corre- 
sponding price advances, constitute 
a vicious spiral that may make com- 
modity price inflation a not far dis- 
tant reality. 

The problem obviously is one that 
must be faced without further de- 
lay. The President has repeatedly 
maintained that he seeks the stabil- 
ization of business. This cannot be 
achieved while industrial relations 
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By HENRY H. HEIMAN 


WAKE UP AND THINK 


Executive Manager, National Association of Credit Men, 
New York City, Warns Against Pyramided Costs Pre- 
mised on Labor Difficulties that Lead to Increased Wages, 
Unionization, Etc. Urged Intelligent Mediation of Indus- 
try and Labor on Common Ground for Mutual Gains. 
Addresses Tuesday Morning Joint Session. 


ABOR in the near future will be 
assured certain rights fre- 
quently denied in the past, 

but it will likewise have certain re- 
sponsibilities to business and the 
general welfare and will be answer- 
able for its conduct. There is lit- 
tle comfort in brushing aside the 
labor problems of the day by 
placing the _ responsibility upon 
either the consequences of war or 
professional agitators. The think- 
ing man realizes both of these forces 
aggravate the problem but he knows 
there are other more fundamental 
causes. There is nothing new in 
our labor problem except, unfor- 
tunately, a new technique. 

Labor feels it has not had its fair 
share of participation in the profits 
of industry in the past. If labor 
has in mind the immediate past of 
the depression years industry can 
well point to the billions of dollars 
expended from stored-up surplus. If 
labor is thinking in terms of a long- 
er period of time, then industry is 
on the defensive, for the rewards 
of industry over the past quarter of 
a century have been unusually at- 
tractive. 

The development in our nation of 
large-scale industry practically elim- 
inated individual bargaining oppor- 
tunities. Management may have de- 
sired a continuation of individual 
bargaining but the physical limita- 
tions imposed by mass operations 
made such bargaining merely the 
vestige of a pioneering right. 

The average loyal workman does 
not put up as his objective one big 
union as such, nor unreasonable 
wage scales that cannot be support- 
ed within the structure of sound eco- 
nomics, nor shortened hours or re- 
stricted production that will drag 
down the American standard of liv- 
ing. The average workman is in- 
terested in the security of a job and 
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in the reasonable comforts and hap- 
piness of life. 
Too frequently, in the past, the 
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majority of loyal workmen have met 
resentment in the front office when 
they sought to present their griev- 


ances. Management failed to real- 
ize that if these men representing 
their own people did not get a hear- 
ing or an adjustment and outside 
agitators were able to force such a 
hearing or adjustment, the drift to- 
ward unionism was bound to follow. 
Under these conditions loyal work- 
men sometimes reluctantly found it 
necessary to join these outside 
forces to get a hearing. 

Collective bargaining’s growth 
has been hampered by three causes, 
and industry and labor must bear 
joint responsibility for this. The 
first cause is the failure of manage- 
ment to give the majority of its 
workers the opportunity for collect- 
ive bargaining. 

The second cause of our present 
situation is the methods and means 
utilized to seek collective bargain- 
ing privileges. The courts in the 
future may sometime decide that 
the right to a job is a property right 
and that sit-down strikes are legal. 
However, until they do decide that 
a job right is co-extensive with a 
property right, sit-down tactics are 
illegal and violate law and order. 
The accomplishment of any object- 
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FLORIDA'S PLAN OF RECOVERY 


By ROBERT H. GIVENS, JR. 


Prominent Tampa, Fla., Attorney and Author of Chain 
Store Book, Tells Wednesday Morning Joint Session of 
the Florida Recovery Act which He Wrote and Sponsored 
to Eliminate Chain Store Operations which He Says Are 
More Serious Problem to General Public than to Inde- 
pendent Dealers. Cites Chain Store Progress in Florida 
as Compared to Total Business Transacted. 


WANT to tell you something 

of this plan of recovery which 

we, especially in Florida, are 
working so hard for. This plan is 
embodied in the Florida Recovery 
Act, but before I can make you 
appreciate the provisions of the act, 
I first want to tell you what we con- 
sider to be the chain store evil. 

We do not agree with merchants 
that the chain store evil consists of 
the unfair competition you experi- 
ence. We do not agree that the 
harm which is done to independent 
merchants justifies any drastic 
measures. We take the position in 
Florida that we have only one and 
a half million independent mer- 
chants in this country, and with ap- 
proximately 24 million people on 
the relief rolls, that it would be 
easy to add those one and a half 
million and solve the matter in that 
way. 

Fortunately, however, we have 
many middle men who are affected 
by the chain store evil. When I 
use the term “middle man” I want 
you to remember that I seldom have 
in mind the jobber and wholesaler. 
I have in mind all of the people 
engaged in the field of distribution, 
who stand between the farm and the 
consumer, between the manufactur- 
er and the consumer, and the peo- 
ple who depend on those directly 
engaged in the field of distribution. 
I have in mind the particular drug- 
gist, the lawyer, the stenographer, 
the clerk, the bookkeeper, the bar- 
ber, the musician who entertains 


Author of book “Outlawry of Chain 
Stores,” published by Martello Pub- 
lishers, Inc., Tampa, Fla. Price, $1.00. 
This book was reviewed by Saun- 
ders Norvell in the Jan. 28th, 1937, 
issue of HARDWARE AGE, on page 
29. It deals with the Florida Recov- 
ery Act in very complete detail. 
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these people, etc. Keep that in 
mind when I use the reference “mid- 
dle man.” 

To give you one little analysis of 
this evil, just imagine there are five 
independent stores which are inde- 
pendently owned and operated, and 
each in a different town in the same 
state. Let’s imagine they are just 
the average small store doing ap- 
proximately $50,000 a year busi- 
ness. The store located here in 
New Orleans will buy its typewriter 
from the local dealer; and will em- 
ploy a local accountant, and will 
secure merchandise from the local 
jobbers, and will buy fire and life 
insurance from the local insurance 
agent. When that merchant deter- 
mines his profit for the year, he 
will share that with the other people 
in the community by building a 
home, and then when he places the 
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October 
Convention 
at Chicago 


The annual convention 
of the National Wholesale 
Hardware and the Ameri- 
can Hardware Manufac: 
turers’ Associations will 
be held the week of Oct. 
18, 1937, in Chicago, Ill. 
The Palmer House will be 
official headquarters with 
the familiar “Hardware 
Lobby” on the fourth floor 
again available for infor- 
mal gatherings between 
business sessions. 
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fire insurance on his new home, he 
places that with the local agent. 
When he buys an automobile or 
truck he will do business with a lo- 
cal automobile dealer, and what- 
ever he does with that profit through 
dealing with people in his commu- 
nity, helps people in that commu- 
nity. 

That is true with each of the five 
stores I have reference to, and then 
some smart fellow gets efficiency in 
his head and he feels he could save 
these consumers a lot of money if 
he could get hold of these five stores 
and create a chain. I am talking 
of a chain of only five stores by a 
man living in the state. The min- 
ute that man buys those five stores, 
the people I have mentioned living 
in the other four towns are there- 
after deprived the right to share in 
the profits of those stores. There- 
after the fire insurance is placed 
with one agent in New Orleans. 
From that time on one accountant 
in New Orleans will serve all five 
stores. Large salaries for executives 
will be paid to one set of employees. 
At the end of the year no homes 
will be built in the other towns out 
of profits on the transactions, nor 
life insurance policies bought from 
the insurance agent in the town. 

The five typewriters, stationery, 
trucks or whatever may be the 
things needed, will be supplied by 
New Orleans, the headquarters of 
that small chain. That is a very 
simple example of the harm done 
by chain store merchandising. 

Imagine the harm done by an or- 
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ganization like the Great Atlantic 
and Pacific which owns 235 stores 
in Florida. They do their share to 
drain Florida of these profits on 
the last transaction and leave no 
part of their total collections in our 
state except their rent and neces- 
sary taxes which they cannot es- 
cape, newspaper advertising and 
utility service. No other part of 
their collections stay in that state 
for distribution among our people. 
The rest goes to metropolitan cen- 
ters to be divided among certain 
stockholders. To tell you in dol- 
lars and cents what it means, I will 
mention these few facts. These are 
not actual in fact today, but rather 
a little more exaggerated. These 
statistics were secured in 1933 by 
the U. S. Government. 

In 1933 the people of Florida 
purchased at retail $300,000,000 of 
merchandise and approximately 
$109,000,000 went for merchandise 
not handled by chain stores. Then 
out of the other $200,000,000, ap- 
proximately $100,000,000 was han- 
dled by chain stores approximately 
2,300 in number, and the balance by 
23,000 merchants in that state. 


Money Leaves State 


Out of the $200,000,000 pur- 
chases, approximately $40,090,000 
stayed in the state. I have lots of 
merchants who question the accu- 
racy of the statement, and those who 
check with me agree that my figures 
are not far wrong. So out of every 
dollar collected, approximately 60c. 
goes from the state to purchase and 
pay for merchandise which we have 
to buy outside of Florida, for we 
are not an industrial state; and ap. 
proximately 40c. stays in that state 
out of each dollar which is collect- 
ed. Now that 40c. is shared by the 
local jobber, retail distributor, truck 
driver, carpenter, accountant, sten- 
ographer, clerk and other people en- 
gaged in the field of distribution or 
serving those engaged in that field. 

So $40,000,000 stays in the state, 
and out of the $100,009,000 collect- 
ed by chain stores, approximately 
$10,000,000 stays in the state. That 
is where merchants differ with me. 
I will ask you to keep this in mind 
and remember the cost of rent in 
proportion to sales and all general 
costs in business. Now you have in 
mind the ordinary independent 
store. When I am speaking of chain 
stores I am thinking of the store 
that does from one to two million 
dollars of the business, with em- 
ployees paid salaries far less than 
independents are paying, and chain 
stores that are doing business under 
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such efficient methods that their 
costs of doing business are mighty 
small as compared with doing busi- 
ness by independents. ° 


To Metropolitan Center 
So out of $100,000,000 collected 


by chain stores in Florida, only 
about $10,000,000 stays in the state 
for rent, salaries, taxes; and $60,- 
000,000 must again leave the state 
to purchase the merchandise. The 
remaining $30,000,000 goes to met- 
ropolitan centers of the country, 
where they buy their life insurance 
and their typewriters, either from 
the local merchants, or as in many 
instances, direct from the manufac- 
turer. There they do their own 
printing; pay large salaries to one 
set of executives. In one particular 
case a dime store I have in mind 





MARK J. LACEY 


President and General Manager, The 
Peck, Stow & Wilcox Co., Southing- 
ton, Conn., who addressed a closed 
meeting of the Jobbers Tuesday 
morning at the New Orleans Conven- 
tion upon the subject “Some of the 
Obstacles Facing the Wholesaling 
of Hardware.” 





paid $652,000 a year for their Presi- 
dent’s salary. There they paid their 
dividends to their stockholders. In 
1933 one chain store in this country 
paid $26,000,000 in dividends to one 
family alone. That is what becomes 
of the $30,000,000 which the people, 
whom I call the middle man, are 
deprived the opportunity to share in, 
because that $100,000,000 of mer- 
chandise is being purchased through 
the medium of chain store distribu- 
tion. 

If you analyze this evil and forget 
that you are jobbers, manufactur- 
ers and merchants, and forget the 
chain store evil with relation to its 
competition with the retail mer- 
chant or independent merchant, and 
think of it entirely from the stand- 


point of the harm it is doing to the 
middle man and elimination of the 
opportunity to share in those prof- 
its when the business is being done 
by independent merchants, you will 
see the significance of this argu- 
ment. Just to give you one more 
picture of the thing, let me present 
it differently. 

One of our large industries is 
citrus growing. When we produce 
citrus which has a value of $1,000, 
we should be able to exchange that 
for something else of equal value 
and under this old system of Amer- 
ican distribution when the manufac- 
turer does business with the job- 
ber and the jobber with an inde- 
dependent retailer—under this old 
American system of distribution 
when we sold $1,000 worth of citrus 
we would get shoes manufactured 
in Massachusetts. Thus we have 
gotten back $600 for the citrus and 
kept $400 in our state. So we will 
have $1,000 in wealth by effecting 
this exchange of distribution. 


Dig Down 


But when we effect that exchange 
today through the chain store meth- 
od, we get $600 for the citrus and 
$100 out of the $400 of profit on the 
last transaction, including the part 
shared by the wholesaler, and $300 
goes to the metropolitan centers to 
be paid out as I have already out- 
lined. The result is that when we 
effect the exchange now, this citrus 
being of net worth $1,000, in order 
to effect this exchange with other 
states we have to dig into our own 
resources to the extent of $300. 

Now this is true also of forty-odd 
states in this country. A few met- 
ropolitan centers enjoy the benefit 
of draining the resources from these 
communities. But naturally as those 
resources are drained and nothing 
can replace them, these metropoli- 
tan centers will suffer. 

We take the position that fair 
trade legislation and chain store 
legislation while it may be desir- 
able for other purposes, will do 
nothing to correct this chain store 
evil and if we are to restore this 
$30,000,000 a year pay-roll which 
is being drained out of our state 
by chain store merchandising and 
which would be enjoyed by our 
people by sharing in the profits of 
the last transaction; if we would 
insure the profits of that last trans- 
action staying in our state; if we 
are to insure some security for 23,- 
000 independent merchants in our 
state and maintain a trade balance 
in the state and not be put to the 
expense of $300 on every $1,000 of 
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citrus we grow, then we must con- 
fine the ownership to people who 
actually reside in that state. 

If the 235 stores of the Atlantic 
and Pacific in Florida were owned 
by citizens in Florida, then it is nat- 
ural to assume those people would 
do business with people who reside 
in that state; it is natural to assume 
that 235 homes would eventually be 
built and those 235 owners would 
carry insurance for the protection 
of their families. It is reasonable 
to assume they would be doing busi- 
ness with the local bankers and 
other people given the opportunity 
to share in those profits. So we 
are providing in our Act that re- 
tail business doing business in Flor- 
ida must be owned by persons re- 
siding in Florida for at least nine 
months out of each year. 

We have created a Bureau of 
Commerce consisting of five out- 
standing merchants who have been 
engaged in business in Florida for 
ten years. It is provided that ap- 
plications for permits to do business 
at retail will be made to this Bu- 
reau of Commerce. There are 
eighteen different classifications for 
retail merchants, such as drug 
stores, groceries, etc. And it is pro- 
vided that no firm or corporation 
may own more than one of any kind 
of business in Florida. 

There is nothing to prevent a 
man from building that one store 
as large as he desires. He may 
build that business until he is doing 
$100,000,000 a year of business. We 
merely require that every person, 
firm or corporation be confined to 
one of each kind in Florida, and the 
business owned by people living in 


Florida. 


The measure is not so drastic as 
it may seem on its face. We have 
provided for financing by selling of 
preferred stock to people who are 
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non-residents and we have given 
three years’ study to this measure. 


Constitutional? 


I know there must be a question 
about the constitutionality of the 
plan. It is quite a subject. Suffice 
to say that men like Frank Cooper 
(vice-president, Knight & Wall 
Hardware Co., Tampa, Fla.), and 
other able men in Florida have not 
permitted the merchants to spend 
$25,000 to $30,000 in a relatively 
short time to help bring about this 
measure if they had not been given 
reason to believe that such an act 
would be upheld. There is prece- 
dence for the act which has been 
rendered not only by the state 
courts, but the Supreme Court of 
the United States. Today that mea- 
sure is before the legislature. Two 
years ago it was considered, and 
despite the bombardment that we 
received from high salaried lobby- 
ists and newspapers and other han- 





dicaps, we came within three votes 
of getting the measure passed. We 
got it through the House and lacked 
only three votes having it pass the 


State Senate. In Tallahassee to- 
day we expect the House of Repre- 
sentatives to pass it by a comfort- 
able margin, and next week we hope 
to get it before the Senate. We 
believe we are going to point to the 
rest of the country a method of 
coping with the poor distribution of 
opportunity in this country. It is 
necessary, so long as the people of 
Florida are denied the opportunity 
of sharing in these profits. In the 
meantime the national government 
must spend considerable money in 
our state to replace the resources 
that are being drained by this chain 
store system of merchandising, and 
we hope if you find us successful, 
you will initiate the movement in 
your section of the country. 

They say we are building a wall 

(Continued on page 133) 





C. J. Whipple Heads X Club— 
Succeeds F. Herbert Smith 





C. J. Whipple, president, Hibbard, 
Spencer, Bartlett & Co., succeeds F. 
Herbert Smith, Nicholson File Co., 
Providence, R. I., as Chief X of the 
X Club, composed of past presidents 
of the various wholesale and manu- 
facturers' associations participating 
in the annual joint Southern and 
National Jobbers’ Associations. Mr. 
Whipple is a past president of the 
National Wholesale Hardware Asso- 
ciation and was elected during the 
New Orleans Convention at the X 
Club’s semi-annual dinner at Gala- 
toires’ Restaurant, Monday, April 19, 
1937. Mr. Smith is a past president 
of the Old Guard. The above photo 
was taken at the New Orleans X 
Club dinner. 





Semi-Annual Dinner of The “X” Club at New Orleans 
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By HUGH C. ROSS 


McGee-Ross Hardware Co., Jackson, Tenn., and President 
of the National Retail Hardware Association, Outlines 
Hardware Industry Problems as Seen By Organized Re- 
tailers. Deals with Legislative, Competitive, Buying and 
Price Problems Before Tuesday Morning Joint Session. 


HE material for my remarks is 

taken largely from things dis- 

cussed and acted upon at the 
board meeting of the National Re- 
tail Hardware Association which 
was held January 11 and 12 at In- 
dianapolis. The Retail Association 
has but one function—to be of as- 
sistance to its members, by aiding in 
improving trade conditions under 
which they operate. On their side, 
wholesalers ought to be just as seri- 
ous in their projection of reforms in 
operating practice, and in their ef- 
forts to make their business and that 
of their customers more efficient and 
more serviceable to the consuming 
public. 

No action was taken against bas- 
ing point pricing, because the prac- 
tice has become so deep seated in 
our economic structure, and it is 
not at all clear that such action 
would either equalize or simplify 
the present competition structure or 
otherwise be of benefit to retailers 
or the public. 


Problems Before the Trade 





HUGH C. ROSS 


Our board favors Federal legisla- 
tion which will enable sales tax 
states to collect the tax on goods 
shipped into such territory by pur- 
veyors in other states. 

It seems unfair that retailers sub- 
jected to the payment of a sales tax 
should also be hampered by the abil- 


ity of their customers to order mer- 
chandise from distributors in other 
states, without the imposition of any 
such tax. 

In view of current trends, this 
problem was given thoughtful con- 
sideration, with the conclusion that 
all legislative movements in this di- 
rection should be carefully watched, 
since it is actually impossible for 
employee periods in retail selling to 
he limited in the same measure as 
in productivity, because consumer 
buying and consumer service cannot 
be confined to the periods that may 
be possible in machine production 
and mechanical employment. Neither 
does our board believe that hour 
limitations can be determined or 
wage basis fixed by theoretical or 
political dictum. 

Our association supported this leg- 
islation, not because board members 
are favorable to a program of legis- 
lation in business, but because 
hardware retailers saw in it the pos- 
sibility of helpfulness in their com- 
petitive problems. 

So far, the application of the law 
has not been altogether to their lik- 
ing. There has been widespread 
propaganda to make them dissatis- 
fied and actions by certain producers 
which have not tended to stimulate 
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confidence. One of the troubles with 
legislation in business is that it usu- 
ally goes much farther than the pro- 
ponents think it will or should go. 
In this particular case most retailers 
thought only of the discrimination 
in favor of their large competitors, 
and did not stop to consider that no 
law could be limited in its applica- 
tion to a particular type of problem. 
While the law may be expected 
to work to the disadvantage of some, 
it is our judgment, compensation 
will be found in the larger advan- 
tages which will accrue to smaller 
merchants and perhaps in even 
greater measure to wholesalers upon 
whom these retailers place reliance. 
We know, of course, that the pur- 
chaser, whether he be retailer or 
wholesaler, who has taken from him 
what he considered as a “confiden- 
tial” will favor that 5 per cent or 10 
per cent much more heavily than 
the greater values which accrue from 
other directions; but it is to be 
hoped that such a selfish attitude 
will eventually be replaced by an 
acceptance of the idea of the great- 
est good to the greatest number. 
While the majority of the manu- 
facturers are probably honestly try- 
ing to meet its requirements, we 
know that others are using the act 
as an excuse for doing things they 
have long wanted to do, while others 
are relying too much upon the ad- 
vice of legal counsel as iv just how 
far they can go without direct viola- 
tion. 
As an example: Paint manufac- 
turers don’t interpret the act alike. 
It can hardly be expected, how- 
ever, that everyone will entirely for- 
get seeming self-interest, but in due 
time it may be anticipated that bet- 
ter understanding will develop, and 
an inclination to adhere to common 
standards will grow. 





Of course, this law makes no pro- 
vision for functional differentials. 
These simply follow as a matter of 
course and long precedent. It is 
well to point out, however, that there 
is an area in which retailers and 
wholesalers are in direct competition 
for industrial, contract and kindred 
business, and that such competitive 
status requires that retailers shall 
buy at the same prices as whole- 
salers. No relationship of supplier 
and customer is involved; it is sim- 
ply a question of competition be- 
tween two sellers. 

A somewhat related problem is 
that of the jobber-retailer. It seems 
clear that while the jobber has a 





right to buy at jobbing prices, this 
right does not necessarily apply to 
the retail section of his business; 
and, that if he sells to other retailers 
as a jobber, he must sell to his own 
retail business on the same basis. 
At the same time we are opposed 
to the extension of the controls in- 
volved in this Federal law to intra- 
state commerce by the enactment of 
state laws patterned after the Pat- 
man Act. We believe that before 
our statutes are cumbered with such 
legislation and costly administrative 
agencies set up in the 48 states, the 
Federal law should have an oppor- 
tunity to prove its effectiveness or 
ineffectiveness. It seems unwise to 
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GEO. T. PRICE 


EORGE T. PRICE, vice-presi- 
dent, The American Fork & 
Hoe Co., Cleveland, Ohio, 


was elected president of the Old 
Guard at New Orleans, La., on 


Old Guard Dinner at New Orleans 


Tuesday, April 20, 1937. He suc- 
ceeds Henry D. Archer, Electric 
Hose & Rubber Co., Wilmington, 
Del. President Price’s first official 
act was to preside at the annual Old 
Guard dinner at Gallatoire’s Res- 
taurant the evening of April 20 as 
shown below. Other officers elected 
are: H. J. Peterson, North & Judd 
Mfg. Co., as first vice-president; E. 
J. Newey, Newey Saies Co., second 
vice-president. Robert P. Boyd con- 
tinues as secretary-treasurer. The 
executive committee members are: 
Tillman Cavert, chairman, A. H. De- 
vaney, Stanley Woodward, Chas. P. 
King, Geo. F. Smith, L. L. Sullivan. 
At the same election J. E. Stone, 
The Stanley Works, was elected an 
honorary member for life and T. I. 
McAllister, editor, Southern Hard- 
ware, and Chas. J. Heale, editor, 
Harpware AGE, were elected as As- 
sociate Members. 
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extend governmental controls in 
‘business, simply on the theory that 
something else should be done. 

On the other hand, we are sup- 
porting the passage of the Tydings- 
Miller Bill to enable states to adopt 
legislation to permit manufacturers 
to fix resale prices to be maintained 
by all types of sellers. 

Opponents of this measure talk 
much about putting the retailer 
under the control of the manufac- 
turer, shortened margins and higher 
prices to consumers; but such argu- 
ments do not always appear to be 
either consistent or well founded. 
The fact is that in the states where 
these laws are now operating, the 
hardware trade has done little to 
take advantage of them; but since 
most hardware retailers have long 
indicated a desire for some form of 
price maintenance, such legislation 
will place price maintenance more 
or less at their disposal. 

Of course competition is always 
with us. Many of us do not like to 
face the fact; many of us do not 
like its continual discussion, but no 
directing body such as our board of 
governors can meet without consid- 
eration of a problem so vital to all 
retailers and the entire trade. 

The big fact which cannot be es- 
caped is that the average hardware 
retailer is not buying on a competi- 
tive basis and perhaps that the aver- 
age wholesaler is not buying so that 
he can put the retailer on such a 
basis. 

We recognize that many whole- 
salers are earnestly trying to meet 
this situation in some way; yet the 
lack of results is altogether too ap- 
parent, and indicates that whole- 
salers have much to do in revising 


their buying practices and develop- 
ing price prestige with the manufac- 
turers. It seems beyond all reason 
that syndicate buyers should be 
given preferentials not granted to 
the wholesale trade with the great 
volume of business it controls. 

As we have tried to analyze the 
problem, we have been forced to 
the conviction that if wholesalers 
generally were as keenly concerned 
as are retailers who face the con- 
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sumer and know his and her re- 
actions to prices and values, it would 
not be long before an entirely differ- 
ent picture would be painted. 

We are thoroughly impressed that 
if wholesalers should work as united- 
ly in their efforts to meet the com- 
petitive situation as they do in re- 








spect to certain other factors in 
distribution, there could be little 
doubt about productive results. 

And while I am on this subject of 
competition, I would be remiss if I 
did not mention what many dealers 
insist is their very worst form of 
competition. That is, retail selling 
by wholesalers. I know that most 
of you will say that you do not sell 
at retail, but I know, also, that re- 
tailers insist the practice is general, 
and one of the most demoralizing 
phases in dealing with consumers. 

Yet it seems clear that if func- 
tions and trade lines are to be recog- 
nized, and if retailers are to con- 
tinue their loyalty to wholesalers, 
wholesalers should show equal loy- 
alty to retailers and assist them to 
increase their business instead of 
actually taking business away from 
them. 

Since the cost of doing business 
is one of the important factors in 
competition, it is our judgment that 
both retailers and wholesalers must 
use every effort to eliminate non- 
essential costs and services if our 
system is to survive in its competi- 
tion with other types of distribution. 

Certainly, we cannot agree with 
the thought advanced by the whole- 
sale members of the joint commit- 
tee on operating costs that whole- 
salers have done everything possible 
in the control of expense; and that 
the solution of the problem rests 
wholly with the retailer. 

Employer purchasing for employ- 
ees is a subject in which all types of 
retailers are concerned. This prac- 
tice not only results in great loss to 
the distribution industry, but that 
the employer’s cost of handling such 
business must necessarily be _ in- 
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cluded in the cost of his products 
and reflected in their higher prices 
to the ultimate consumer, which is 
not good public policy. 

Because such diversion of trade 
“ig inconsistent with either sound 
economics or fair business practice, 
and we urge upon employers the 
discontinuance of such selling pro- 
cedure; and that they give greater 
recognition to the rights and equities 
of all those engaged in merchandise 
distribution.” 

Group buying is one of the devel- 
opments that wholesalers do not like 
to face, and that most retailers look 
upon as a means to an end rather 
than a complete solution of the re- 
tailers’ problem. 





H. J. ALLISON 
Glasgow-Allison Co., 
Charlotte, N. C. 
Jobbers’ Vice-Pres. 


While the association has taken 
neither affirmative or negative action 
with respect to such activities, it 
does have some sympathy with the 
seeming necessities of retailers, and 
has long emphasized the thought 
that if retailers cannot get from their 
regular suppliers the service that 
will enable them to operate produc- 
tively in competition with other out- 
lets, wholesalers have little ground 
upon which to base their opposition. 

The association is thoroughly 
committed to the manufacture- 
wholesale-retail type of distribution 
but the members of its governing 
body appreciate that in these com- 
plex days no hard and fast rule can 
be laid down by which it can be said 
that retailers must, of necessity, buy 
through certain channels, any more 
than it can be said that consumers 
must, of necessity, buy from hard- 
ware retailers. 

As the final buyer, the consumer 
has full right to determine his 
sources, and those who depend upon 
consumer patronage must be able 
to offer him values at least com- 
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parable with those available through 
other sources. 

I mention this subject as being in- 
dicative of symptoms and an effort 
by retailers to solve a problem 
rather than as a disease beyond the 
point of remedy; and I leave with 





an effort is wholly without merit or 
justification, and what wholesalers 
can and should do to correct this 
trend. 

About three years ago a number 
of wholesalers attended the annual 
conference of retail secretaries at 


you the questions of whether such (Continued on page 96) 





Officers Elected at New Orleans, La. 
by 
Southern Hardware Jobbers Assn 
Thursday, April 22, 1937 


President 


Robert H. Baker, Fones Bros. Hardware Co., 
Little Rock, Ark. 


First Vice-President 
A. C. Rankin, Teague Hardware Co., Montgomery, Ala. 


Second Vice-President 
Henry J. Allison, Glasgow-Allison Co., Charlotte, N. C. 


THe New ExecuTivE COMMITTEE 


*Frank L. Hereford, Murray Brooks Hardware Co., Ltd., 
Lake Charles, La. 
*Fred M. Smith, Monroe Hardware Co., 
Monroe, N. C. 
Wm. W. French, Moore-Handley Hardware Co., 
Birmingham, Ala. 
W. A. Parker, Beck & Gregg Hardware Co., 
Atlanta, Ga. 
C. S. Roberts, Roberts, Sanford & Taylor Co., 
Sherman, Tex. 


Apvisory Boarp 


John Donnan, W. S. Donnan Hardware Co., 
Richmond, Va. 

Mark Lyons, McGowin-Lyons Hdwe. & Supply Co., 
Mobile, Ala. 

L. M. Stratton, Stratton-Warren Hardware Co., 
Memphis, Tenn. 

J. L. Pitts, Brown-Roberts Hardware & Supply Co., 
Alexandria, La. 

Finis E. Pharr, Buhrman-Pharr Hardware Co., 
Texarkana, Ark. 

Walter M. Bonhan, C. M. McClung & Co., 


Knoxville, Tenn. 
SECRETARY 
T. W. McAllister, Southern Hardware, Atlanta, Ga. 
TREASURER 
H. B. Horsey, Sharp, Zahry & Horsey Co., Atlanta, Ga. 


SERGEANT-AT-ARMS 
R. P. Boyd, Knoxville, Tenn. 


* Newly elected. All others reelected. 
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DISTRIBUTION 


By SHANNON CRANDALL 


President of California Hardware Co., Los Angeles, Calif., 
and of the National Wholesale Hardware Association, 
Addresses Wednesday Morning Joint Session. Discusses 
Functions, Obligations, Opportunities and Practices Inci- 
dent to Efficient Hardware Distribution Through Whole- 
saler-Retailer Channels. Says Independent Hardware 
Merchant Is Now in Stronger Position than Ever. 


NYTHING I say on distribu- 
tion will cover a very narrow 
field—the field of what is 

sold in the hardware store, and | 
take it that everything we sell ia 
the hardware store we would class 
under the general term of hardware. 

We have been in this business of 
distributing and getting to the ulti- 
mate consumer of hardware in the 
manner which we have in vogue for 
a great many years. It came to us 
from old England and has been in 
effect from early Colonial days. The 
type of distribution which we have 
set upon as the most economical 
method, is for the man who pro- 
duces the merchandise to market it 
through wholesalers, who in turn 
market it to retailers, who in turn 
get it to the ultimate consumer. Of 
course, that practice is not universal, 
but probably a very large percent- 
age of the merchandise which we 
handle reaches the ultimate con- 
sumer in that manner. 

Whether it is the best system or 
not is not for us to say. It is well 
established and has been estab- 
lished so long that there must be 
some distinct reason for it, and that 
reason must be that it is the most 
economical way to reach the man 
who uses the material and puts it 
to the last use. 

Now we have under this system, 
a three-way contract whereby we 
have certain responsibilities—cer- 
tain duties and certain functions to 
perform, and we start in, of course, 
with the manufacturer. He has well 
laid out duties and it is necessary 
that the contract be carried out; 
that he perform his end and part 
of the contract. We can discuss 
for a moment as to what his duties 
are, as I see them: 

The first thing that he does, of 
course, is make the goods. and it is 
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necessary that he make the proper 
goods that meet with consumer de- 
mand and appeal. He must keep 
his shapes, patterns and sizes of all 


things up to date and along the best 
types that the consumer asks for. 
If he stands still and does not im- 
prove his quality and styles, he au- 
tomatically ceases to perform his 
function and will automatically pass 
out of the picture. 


Presenting the Goods 


Another duty, I take it, is the 
necessity of properly presenting his 
goods to the consuming public. I 
don’t mean the entire burden is his, 
but we are acting as middle men and 
get the goods to the ultimate con- 
sumer, and there must be a more or 
less consumer demand for his goods. 
He must do advertising of some 
kind, whether it is magazine, bill- 
boards, window displays, news- 
papers; but he must advertise to a 
certain extent so the public will 
know what he is making and the 
quality of his goods, and it is up to 
him to create a reasonable consumer 
demand for his product. 

Another thing I think the manu- 
facturer should do is give proper 
assistance to the retailer and whole- 
saler in the display of his goods. 
It should be put up in attractive 
packages so his brand and name 
and function shall be stamped on 
the consumer’s mind by an attractive 
label or picture placed in the win- 
dow and brought to the attention of 
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the consumer, so he will fix that in 
the consumer’s mind and will iden- 
tify what he wants by the attractive 
manner in which the manufacturer 
has put it before him. 

Again, on the subject of price, 
which we have heard a good deal of 
at this meeting. I agree with former 
speakers I have heard. There is 
great danger of getting our prices 
too high. It is only human, of 
course, but sometimes it is unwise 
to work on that rising market too 
far. We all know when we get 
even a slight rise in the price of an 
article it has a tendency to retard 
consumption. We also know there are 
certain psychological prices beyond 
which we cannot go. I have seen 
shoe shine parlors put up signs say- 
ing: “Shoe shine 20c.” and prac- 
tically go out of business. For a 
long time we did not like 15c., but 
in the larger cities that is as high 
as you can go and when you go 
higher the people cease to buy your 
wares. And that is true with many 
articles we handle. That was par- 
ticularly emphasized a few years 
ago when the price of guns was put 
so high that sales dropped off on 
the higher priced articles. The 
people either put up with cheaper 
items or bought nothing at all and 
put up with what they had. 

There is another point for you 
manufacturers to consider. You 
have adopted this system of mer- 
chandising; it was not forced upon 
you. You adopted it because you 
found it to be the most economical 
method of distribution for your 
goods, but I think the loyalty of 
that system is forced on you by the 
very fact of your adopting it. {f 
don’t think it is to the best interest 


of you as manufacturers to ask us 
to do your distributing for you and 
then take the stand that you are 
letting us do the whistling to the 
crossroads and you get and keep 
the big business for yourself. If 
you do that, I don’t think you are 
loyal to the method which you have 
adopted in the distribution of your 
wares. 

I don’t mean that it must be 100 
per cent perfect. I don’t know of 
anything that has been. But I do 
mean that it can be made nearly 
perfect and in the long run we will 
all be better off. You should be 
loyal to the utmost to your method 
of distribution and, if you want 
us to do the distributing, let us 
do it, and you do the other things 
I have mentioned before, in getting 
your goods to the ultimate consumer. 

Another thing I wish to bring to 
your attention, as far as manufac- 
turers are concerned, is, I don’t 
think we should be treated all to- 
gether as a customer. I don’t think 
our relations are such that you can 
call us selling your goods to the 
customer. I think we are a part of 
you; we are your salesmen—your 
warehouse-keepers. We are getting 
the goods from you in a more eco- 
nomic manner to the ultimate con- 
sumer, and our relations should be 
more and closer than the buyer and 
seller. We are partners in this, and 
we should be looked upon as part 
of your institution, and we must look 
to you as part of our institution. 
Our interests are so mutual that we 
should have more than a relation- 
ship of buyer and seller existing be- 
tween us. 

We think the wholesaler, too, hav- 
ing a contractual part to this ar- 


rangement, has his duties and they 
are better defined than that of the 
manufacturer to the wholesaler. 1 
think that is even more important 
because our very life depends on our 
carrying out our end of the contract. 
Ultimately the manufacturer can get 
along without us, but we cannot get 
along without the manufacturer. 
Therefore our duty is more pro- 
nounced than is the duty of the 
manufacturer to us. 

The first essential we have when 
we enter into this game is buying 
power—capital. There is only one 
commodity with which you can buy 
merchandise and that is the coin of 
the realm. And we must have capi- 
tal before we can enter into the 
business. It must either be our own 
or borrowed so it will be more or 
less a permanent investment, and 
that is the duty we owe to the manu- 
facturer and those to whom we dis- 
pose of the goods. 

One of the first things we must 
do with this capital is provide a 
place to do business. Kt must be 
properly located, easily accessible 
to the public with whom we are to 
do business, and of sufficient size to 
carry the merchandise. We must 
carry that merchandise in sufficient 
quantities so any reasonable de- 
mand can be quickly and efficiently 
carried out. The orders that we 
receive must be promptly and prop- 
erly filled. That is the duty we owe 
to the retailer and the manufacturer. 

If we must order it from the fac- 
tory, the retailer can readily say to 
you: “I can order it myself direct 
from the manufacturer.” 

And then the manufactuer is 
justified in saying: “If you can’t 
perform quickly and efficiently we 
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-will have to get another distributor.” 


So you see, it is elementary that 
the distributor of these articles 
should have sufficient money to buy 
his stock and carry sufficient stock 
to supply reasonable demands of his 
customers. 

Another item that this capital in- 
vested is to be used for is the abil 
ity to extend a reasonable line of 
credit to the men whom he supplies 
with goods. I don’t mean he should 
finance the retailer, but he should 
reasonably finance him wherever il 
is necessary, for in order to enable 
our retailer to get the material into 
the hands of the buying public, it 
is necessary to keep the goods on 
his shelf. We must use our credit 
to get our goods, and it is necessary 
that we extend a reasonable amount 
of credit to the retailer. We would 
have to have the investment in mer- 
chandise if we tried to reach the 
ultimate consumer, and therefore we 
transmit these goods to our agent, 
the retailer. Of course, it is better 
if each retailer is able to discount 
his bills but often there are crop 
failures and other stresses which 
makes it necessary that we give a 
reasonable amount of credit to the 
retailer. I take it we are not only 
sellers to buyers, but also bankers 
to those who need our help and ser- 
vice in that respect. 

Another duty of the wholesaler is 
not to restrict his stock to just the 
absolute staple lines. Those goods 
as a rule pay just a small margin 
of profit. Again the store and re- 
tailer where he restricts his efforts 
to only the staple lines, would find 
he had only a few customers. Most 
of these staple items are picked on 
by the chain stores and they sell 
at prices which make it impossible 
for the retailer to sell them on the 
same basis. It is necessary for the 
distributor to keep well assorted 
stocks and when the manufacturers 
bring out new items and goods 
there must be a demand for those 
items or the manufacturer would not 
have gone to the time, trouble and 
expense of bringing them out, and 
it is our duty to assist the manu- 
facturer in the marketing of them, 
for these new items are almost 
always profitable. We should put 
the proper sales energy behind them 
and assist the retailer to bring them 
to the attention of the consumer and 
keep the merchandise turning over 
by aggressive salesmanship, and 
thereby it can become a more or less 
semi-staple. 

I personally am quite a believer 
in the specialty man covering the 
same territory as our salesmen do, 


‘and being well versed in the spe- 


MAY 6, 1937 


cialty he is selling. When it comes 
to specialty goods, builders hard- 
ware, household goods and all those 
things that go along with our gen- 
eral business, it does, to my mind. 
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American Hdw. Corp. 
Executive Committee, 
A.H.M.A. 


require a high type of specialty man 
to bring them to the attention of our 
retailers so that they will realize 
the public demands it, and if he 


does not carry it, someone else will. 

I believe in well diversified 
stocks. Not particularly large 
stocks, but well diversified stocks, 
and not all of’ the items that are 
called for every day, but a consider- 
able portion of the items called for 
sufficiently often to warrant your 
keeping them. 

Right at this particular time that 
we are speaking of, there has been 
a very pronounced revival in the 
building program of our country. 
About every seven or eight years 
that revival takes place. Our young 
people marry off and want houses. 
And the sale of the item known as 
builders hardware is a very impor- 
tant item with us at the present 
time. It is an item that few of us 
can overlook. Of course, certain 
sections do more business than 
others. Those things you must de- 
termine for yourself. If you are in 
a metropolitan city or district, it is 
probably necessary as far as build- 
ers hardware is concerned, that you 
have a contract department that will 
go and deal with the ultimate con- 
sumer direct, or you may owe that 


(Continued on page 98) 
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LIPPINCOTT REPRESENTS 
UNION FORK & HOE CO. 

The J. B. Lippincott Co., 813 
Sheldon Bldg., San Francisco, 
Cal., has been appointed exclu- 
sive sales representatives by The 
Union Fork & Hoe Co., Colum- 
bus, Ohio, for its line of Union 
farm and garden tools, in the 





J. B. LIPPINCOTT 


eleven western states, Alaska and 
the Hawaiian Islands. The Lip- 
pincott organization has addi- 
tienal sales offices at Los Ange- 
les and Seattle, Wash., serving 
Arizona, California, Idaho, Mon- 
tana, Nevada, New Mexico, Ore- 
gon, Utah and Washington and 
El Paso, Texas. J. B. Lippin- 
cott is president of the company. 
CARL WALLER ADDRESSES 

NORTH JERSEY MEETING 

Carlton B. Waller, president, 
Underhill, Clinch & Co., 76 
Ninth Ave., New York City, ad- 
dressed the April 13 meeting of 
the North Jersey Hardware & 
Supply Association, held in the 
Swiss Chalet, Rochelle Park, 
N. J. He spoke on the Robin- 
son-Patman Act and the Miller- 
Tydings Bill, outlining the tech- 
nicalities of the bills. He also 
discussed advancing prices. Other 
guests at the meeting were 
Messrs. William Cruger, Harold 
Cruger, and John Shann of Un- 
derhill, Clinch & Co.; Harry 
Hoppe, The Lowe Brothers Co., 
Dayton, Ohio; Jerry Scanlon, 
Cook & Dunn Paint Co., New- 
ark, N. J., and Messrs. Norwood 
and Hitchcook, Paterson-Sargent 
Paint Co., Cleveland, Ohio. 

H. L. Miller, chairman of the 
association’s entertainment com- 





mittee, reported plans completed 
for the annual stag dinner and 
entertainment which will be held 
Thursday, June 17, at the Ritz 
Hotel, 711 Main Ave., Passaic, 
N. J. Tickets will be $3. Presi- 
dent George Force presided over 
the meeting which was attended 
by 36 members. 





CLARK, BUFFALO S. M. 
FOR WICKWIRE SPENCER 


The Wickwire Spencer Steel 
Co., 41 E. 42d St. New York 
City, has appointed Franklin P. 
Clark as Buffalo district sales 
manager for all products. He 
succeeds Douglas Henecker, who 
is now manager of wire rope 
sales at the general offices in 
New York. 





FRANKLIN P. CLARK 


Mr. Clark has been associated 
with the Wickwire Spencer rope 
sales department at Buffalo, N. 
Y., for the past six years. Pre- 
viously he had represented the 
sales and engineering departt- 
ments of the Good Roads Ma- 
chinery Co., in New England, 
from 1926 to 1931, having come 
to that company after having 
successively been employed by 
the United Electric & Power Co. 
of New York, Stone & Webster 
of Boston and the Wagner Elec- 
tric Corp. of St. Louis, Mo. 

REILLY BROS. & RAUB 

HOLDS INDUSTRIAL SHOW 


On April 15, 16 and 17, Reilly 
Bros. & Raub, Inc., wholesale 
hardware and mill supply firm 
of Lancaster, Pa., held an In- 
dustrial Show at which leading 
mill supply manufacturers ex- 
hibited their lines. Twenty-five 





hundred attended during the 
three days of the show and ad- 
mittance was by ticket only. 

Factory men were on hand to 
present full information about 
the lines which were of special 
interest to plant owners, super- 
intendents, purchasing agents, en- 
gineers, foremen and mechanics. 
Souvenirs and refreshments were 
provided. 


HORTON MFG. APPOINTS 
NEW DISTRIBUTORS 


The Horton Mfg. Co., Fort 
Wayne, Ind., manufacturer of 
Horton “Kleen Zoning” washers 
and “Beauty-Aid” ironers, has 
appointed the following new dis- 
tributors: City Electric Co., Syra- 
cuse, N. Y., covering the central 
New York territory; Gerlinger 
Equipment Co., Toledo, Ohio, 
covering the Northwestern Ohio 
territory; Griffith Distributing 
Corp., operating from its Indian- 
apolis, Dayton, and Cincinnati 
branches; Kurtzco Distributors, 
Inc., Buffalo, N. Y., covering 
western New York; Eskew, 
Smith & Cannon, Charleston, W. 
Va., covering central West Vir- 
ginia; Southern Sales Co., Okla- 
homa City, Okla., covering the 
entire state of Oklahoma, and the 
Stewart Warner Distributors Co., 
Chicago, Ill., covering northern 
Illinois. 

SWAIN TO REPRESENT 

CHAMPION HARDWARE 


H. M. Swain, Inc., 120 W. 
Second St., Dayton, Ohio, has 
been appointed sales representa- 
tive for the Champion Hardware 
Co., Geneva, Ohio, in Georgia, 
Alabama, Mississippi, Louisiana, 
Arkansas and Western Tennes- 
see. According to Mr. Swain the 
company’s line will be marketed 
with the same policy as their 
other lines, through wholesalers 
and at one price regardless of 
quantity. 

EAGLE ELECTRIC MOVES 

CHICAGO OFFICE 


The Eagle Electric Mfg. Co., 
Inc., 59-79 Hall St., Brooklyn, 
N. Y., has moved its Chicago 
office and warehouse from the 
Brokers’ Bldg., 160 E. Illinois 
St. to 627 West Jackson Blvd. 
The new telephone number in 
Haymarket 1561. 





COLT CELEBRATES A 
CENTURY OF FIREARMS 


With the completion of 100 
years of firearms manufacture. 
Colt’s Patent Fire Arms Mfg. 
Co., Hartford, Conn., has pub- 
lished a firearms manual entitled 
“A Century of Achievement,” to 
commemorate the founding of 
the Colt Co. by Samuel Colt in 
1836. While the book is a his- 
tory of the growth and expan- 
sion of the company, it is also a 
history of the development of the 
modern automatic pistol and re- 
volver. Representative models of 
every type of gun made by the 
company since 1836 to the pres- 
ent day are featured and de. 
scribed in the book. A section 
is devoted to the company’s plant 
at Hartford and illustrates and 
tells about the various steps im 
making firearms. Another sec 
tion tells “How to Shoot.” In all, 
this book is a complete catalog 
of all the services being offered 
by the company. 





STATE LAWS PRESENTED 
TO WESTCHESTER GROUP 


At the March 25 meeting of 
the Westchester County Hard- 
ware Association held in the 
Roger Smith Hotel, White Plains, 
N. Y., John B. Foley, secretary- 
treasurer of the New York Re- 
tail Hardware Association, pre- 
sented a review of all New York 
State laws affecting retailers. In 
his talk, Mr. Foley made explan- 
atory remarks about these laws. 
Charles J. Heale, editor, Hanp- 
WARE AGE, another guest speaker, 
discussed the Robinson-Patman 
Act. Approximately 60 members 
were present at the meeting, over 
which President George Merrell. 
Larchmont, presided. 





CHICAGO LOCK ACQUIRES 
NEW FACTORY 


The Chicago Lock Co., 2024 
Racine Ave., Chicago, Ill., has 
recently acquired a factory build- 
ing and tract of land to the 
South of and adjacent to its 
present factory site. New ma- 
chinery and equipment, which 
will enable the company to dou- 
ble its present production, will 
be installed. The firm has also 
issued a new illustrated catalog 
showing the different models in 
its line. 
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R. J. WYSOR ELECTED PRESIDENT 
OF REPUBLIC STEEL CORP. 


The election of R. J. Wysor 
as president of Republic Steel 
Corp., was announced on April 
14 by T. M. Girdler, chairman, 
who has held the offices of both 
chairman and president. Mr. 
Girdler will continue as chief 
executive officer of Republic in 
active charge of all its affairs, 
and Mr. Wysor will have com- 
plete supervision of the affairs 
of the corporation under Mr. 
Girdler’s direction. 





R. J. WYSOR 


Mr. Wysor has been associated 
with Republic since 1930, when 
it was formed, having been vice- 
president in charge of operations 
from 1930 to September, 1935, 
and executive vice-president and 
general manager since that date. 
His connection with the steel 
business dates back 31 years. Im- 
mediately prior to his connection 
with Republic he was general 
manager of the Jones & Laughlin 
Steel Corp., of which Mr. Gird- 
ler was then president. When 
Mr. Girdler accepted the posi- 
tion of chairman of the board of 
Republic, Mr. Wysor went with 
him as vice-president in charge 
of operations. 

A statement issued by the cor- 
poration said: “During the past 
two years the business of Repub- 
lic has expanded rapidly through 
the acquisition of the Corrigan, 
McKinney Steel Co. and Gulf 
States Steel Co., and of substan- 
tially all of the stock of Truscon 
Steel Co., with the result that Mr. 





Girdler’s duties have been greatly 
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increased, and Mr. Wysor, in his 
new position, will cooperate with 
Mr. Girdler in the handling of 
such duties.” 

At the meeting of Republic 
stockholders on April 14 the 
board of directors was enlarged 
from 12 to 15 members, and the 
new directors elected are W. H. 
Coverdale, former president of 
Gulf States Steel Co.; Julius 
Kahn, former president of Trus- 
con Steel Co., and William S. 
Mather. 

MASBACK SPONSORS 
DEALER MEETINGS 


The first of a series of informal 
dealer meetings, sponsored by 
the Masback Hardware Co., Inc., 
wholesale, 326 Hudson St., New 
York City, was held April 15 at 
the Robert Treat Hotel, Newark, 
N. J. Dealers from all of the 
company’s Jersey territories at- 
tended, as well as manufacturers’ 
representatives, the company 
salesmen, and Messrs. H. E. 
Masback, vice-president; E. W. 
Cook, assistant vice-president in 
charge of purchases; A. J. Tep- 
perman, assistant sales manager; 





R. H. Langsam, sales promotion 
manager, and J. Murray, depart- 
mental buyer. 

Mr. Masback discussed the 
dealers’ problems and the func- 
tions of the wholesaler in hard- 
ware distribution. He pointed 
out that the purpose of this and 
subsequent meetings which will 
be held in other territories, was 
to create a better understanding 
between the company and _ its 
dealers. 

P. W. Lingener, Remington 
Arms Co., Mr. Davies of the 
Silvray Corp., and Messrs. T. J. 
O’Callahan and R. Madden of 
the Progress Vacuum Corp., ad- 
dressed the dealers on their re- 
spective lines. Refreshments were 
served after the meeting. 





FEDERAL RAZOR BLADE 
MOVES ITS OFFICES 


The offices of The Federal 
Razlor Blade Co., manufacturers 
of double edge safety razor 
blades, have been moved to 1150 
Broadway, New York City. The 
company has also begun the 
manufacture of a new single edge 
blade line and a new factory 
building has been erected ad- 
joining the old plant at 97-107 
St. Francis St., Newark, N. J. 





HACK HDWE. EMPLOYEES 
HOLD BANQUET 


Tribute to the memory of the 
late William C. Hack, founder of 
the W. C. Hack and Sons Hard- 
ware Co., wholesale and retail, 
Shamokin, Pa., and to his two 
sons, George D. and Alan G. 
Hack, was paid by employees of 
the company, who were guests 
of Mr. and Mrs. Fred D. Skeene, 
general sales manager of the 
George D. Wetherill Co., Phila- 
delphia, Pa., at a dinner mark- 
ing the 50th anniversary of the 
Hack company. Alan G. Hack 
also recently passed away. Earl 
Whitmer, manager of the com- 
pany, presided at the banquet as 
toastmaster,. 

The hardware firm was estab- 
lished in 1887 by W. C. Hack in 
Tremont, where it was success- 
fully operated until 1902, when 
the business was moved to 
Shamokin. From then until 1912 
the business was operated as a 
partnership and was known as 
the Hack and Sanner Co. The 
present firm of W. C. Hack and 
Sons was established at that 
time at its present location. It 
also operates stores in Mount 
Carmel, Mahonoy City, and 
Frackville. 








THE STAMBAUGH-THOMPSON 20-YEAR CLUB 





The 20-Year Club of the Stambaugh-Thompson Co., wholesale and retail hardware firm, 
114 W. Federal St., Youngstown, Ohio, is composed of 35 employees who have a combined 


service total of more than 1000 years. 


From left to right, top row, are: David Nelson, 23 


years; Carl Johnston, 22 years; Carl B. Jones, 25 years; Edward Anthenson, 25 years; E. G. 
Shogren, 30 years; L. S. Gailor, 30 years; George Sladen, 32 years; George Horton, 37 years; 
W. R. Lentz, 36 vears; J. D. Williams, 25 years; Forrest Hornickle, 20 years; Robert Culp, 
29 years, and Albert Beede, 22 years. 

Middle row: Burnetta Brahler, 21 years; Jane Richardson, 20 years, Stella Coyne, 21 
years; John W. Beede, 46 years; Albert Lenz, 48 years; E. E. Beynon, 56 years; J. M. Owen, 
44 years; Agnes Byrne, 36 years; P. J. Thompson, 42 years, and Wesley Williamson, 31 years. 

Bottom row: F. C. Krimmer, 30 years; C. A. Harley, 34 years; Donald Blair, 25 years; 
Harry Langley, 30 years; S. H. Goldner, 30 years; Robert Ebersbacher, 30 years; Orrie Kariher, 
39 years; W. H. Vovert, 29 years; E. L. Hull, 31 years. Not in the picture are: Carl Snyder, 


32 years: Harry Dornbrach, 30 years, and John Thorn, 37 years. 
























JENKINS HEADS HARDWARE 
GROUP AT ROTARY MEET 


David W. Jenkins of Henry 
Disston & Sons, Inc., Philadel- 
phia, has been appointed chair- 
man of the hardware section at 
the Rotary International Conven- 
tion which will be held in Nice, 
France, starting June 9. Gar- 
rett Mouw, a manufacturer of 


tools at Royal Oak, Mich., has 





DAVID W. JENKINS 


been appointed secretary of that 
group. 

Mr. Jenkins has been a mem- 
ber of the Philadelphia Rotary 
Club for nearly 25 years. He 
has been with the Disston or- 
ganization more than 40 years as 
salesman, sales manager, branch 
manager, and for the past 10 
years, general sales manager. 





TOOL FIRMS MERGE INTO 
GARDENER’S FRIEND CO. 


The Ezykut Tool Corp., North- 
ampton, Mass., the Practical Ap- 
pliance Co., Brookline, Mass., 
and the Wonder Weeder Co., 
Orange, Mass., have merged into 
anew company which is to be 
known as the Gardener’s Friend 
Tool Co., division of Cooke- 
Roberts Corp., Orange, Mass. 
This new company will manu- 
facture the folding Ezykut sickle, 


‘which uses safety blades as a 


cutting wedge; the Wonder 
Weeder, and the Handy Hose 
Holder, and also a wheel basket. 





CHI-NAMEL INCREASES 
SALES FORCE 


The Chi-Namel Paint & Var- 
nish Co., 43 E. Ohio St., Chi- 
cago, Ill., has announced the 
following additions to its sales 
staff: H. C. Heywood, recently 
associated with the Columbus, 
Ohio, branch of the Du Pont Co.; 
G. H. Casey, formerly represen- 
tative in the Indiana territory 
for Pratt & Lambert, Inc., Buf- 
falo, N. Y.; W. V. Pace, former- 
ly with The Glidden Co., Cleve- 
land, Ohio, and E. A. Koch, 





formerly Chicago district repre- 
sentative for the DeMert & 
Dougherty Co., 3001 W. 47th 
St., Chicago, Il. 
SAVANNAH, GA., PASSES 
RETAIL SALES TAX 


Effective May 15, the city of 
Savannah, Ga., will begin collec- 
tion of a 2 per cent retail sales 
tax, the result of an ordinance 
unanimously adopted by the city 
council on April 23. Only news- 
papers, periodicals, ice, water, 
and foods sold in grocery stores, 
are exempted. 

The ordinance provides that on 
all sales of 13 cents or over, the 
tax is passed on to the customer 
and shown separately on the sale 
ticket. On all sales from 13 
cents to 63 cents, the purchaser 
pays a tax of one cent and on 
all sales from 63 cents to 99 
cents a tax of two cents is paid. 
Leading merchants vigorously op- 
posed the enactment of this ordi- 
nance, declaring it would mean 
“the worst of all chiseling among 
the merchants.” Many predicted 
a 25 per cent reduction in busi- 
ness. 


TYRRELL HDWE. BECOMES 
100 PER CENT WHOLESALE 


With the removal of the Tyr- 
rell Hardware Co., Beaumont, 
Tex., to new and larger quarters 
at 1201 Peart at Franklin, that 
city, the company. has discon- 
tinued its retail business. The 








new building will house the com- 
bined stocks of the former retail 
store and warehouse. The com- 
pany carries lines of general and 
heavy hardware, tools, builder’s 
hardware, household goods, steel 
beds and springs, floor covering, 
paints and varnishes, sporting 
goods, and athletic equipment. 





ROSS HEADS REORGANIZED 
TENNESSEE ASSOCIATION 


At a meeting of Tennessee re- 
tail hardware dealers, April 23, 
in Memphis, Hugh C. Ross, Jack- 
son, Tenn., president of the Na- 
tional Retail Hardware Associa- 
tion, was elected president of the 
newly reorganized Tennessee Re- 
tail Hardware Association. Other 
officers are: Ira B. Taylor, Tren- 
ton, Tenn., vice-president and 
John W. Vaughn, Jr., Winches- 


ter, Tenn., secretary-treasurer. 





SOUTHWELL, S. M., FOR 
AMER. CHAIN DIVISION 


R. J. Southwell has been ap- 
pointed sales manager of the 
Andrew C. Campbell division of 
the American Chain & Cable Co., 
Inc., Bridgeport, Conn. 





W. E. SMITH TO ASSIST 
MORROW-THOMAS BUYER 
W. E. Smith has been ap- 

pointed assistant buyer to Max 
W. Merry, of the Morrow-Thomas 
Hardware Co., Amarillo, Tex. 





REPUBLIC STEEL OPENS NEW WIRE MILL 
FOR MANUFACTURE OF FARM PRODUCTS 


The new wire mill built by the 
Republic Steel Corp., Cleveland, 
Ohio, at South Chicago, IIl., was 
formally opened recently when a 
group, including more than 100 
agricultural engineers, farm lead- 
ers, editors, and _ industrialists 
visited the plant which has been 
designed to meet the special 
needs of rural markets that 
bought four billion pounds of 
fence and wire in 1936. 

Controlled by automatic elec- 
trical devices to insure uniform 
quality in the manufacture of 
plain and electrically zinc-coated 
wire, barb wire, woven wire, 
fence, and nails, the mill is 
served by high-speed mechanical 
handling equipment that expedi- 
ates continuous production 
throughout an area of 177,000 
square feet. One of the mill’s 
outstanding features is a huge 
electro-galvanizing unit that coats 
as many as 578 miles of fence 
wire with 27 close-knit layers of 
pure zinc in a single day. 

One of the unusual electrical 
features is the use of a direct 
current supply furnished by a 
mercury arc rectifier with auto- 
matic voltage control accom- 





plished through electrically en- 
ergized grids. 

The mill building, designed to 
meet the specific requirements of 
wire production, has made use of 
several modern construction ma- 
terials. Glass brick has com- 
pletely replaced conventional 
windows in the cleaning house, 
where the presence of acids 
necessitated the use of steel with 
%¢ inch minimum thickness. Pro- 
tected metal ventilators and 
blowers installed in this area and 
above the pickling tanks, insure 
adequate ventilation. A metal 
roof deck has been installed 
with special insulation over an 
area totaling 145,000 square feet. 
Walkways and ladders give ac- 
cess to the roof to permit fre- 
quent cleaning of monitors 
throughout this section of the 
plant. 

Lighting has been scientifically 
metered to meet the needs of 
each particular department. 
Twelve-foot candles are provided 
in the wire drawing room; 8 to 
14-foot candles in the galvaniz- 
ing department, and 15-foot 
candles in the nail department. 





E. C. GRISWOLD RETIRES 
AS CORBIN BRANCH MGR. 


After some 38 years’ associa 
tion with the Corbin Cabinet 
Lock Co., New Britain, Conn.. 
Edward C. Griswold has resigned 
his position as manager of the 
company’s Philadelphia branch 
at 617 Filbert St. Mr. Griswold 
is a well known figure in hard 





EDWARD C. GRISWOLD 


ware circles, having worked both 
with state and national hardware 
associations. He is a past-presi- 
dent of the Betail Hardware As- 
sociation of Philadelphia and is 
on the board of that organization 
and also a committee member. 
He was one of the organizers of 
the Eastern Hardware Golf As- 
sociation and is a member of its 
board of directors. 

Mr. Griswold started his hard 
ware career with Landers, 
Frary and Clark, New Brit- 
ain, Conn., in 1898. He later 
became associated with Corbin 
in what was intended to be only 
a temporary position but re- 
mained with that company for 
38 years. Of that time he spen! 
almost two years in the factory. 
leaving in January, 1901, to take 
charge of Corbin’s Philadelphia 
office. He served in that capacity 
until April 17, 1937, when he 
announced his retirement from 
the company. Mr. Griswold’s 
address is 1 Chestnut Ave., Nar 
berth, Pa. 


MARLBORO WIRE GOODS 
ENLARGES PLANT 


The Marlboro Wire Goods Co., 
Marlboro, Mass., is erecting an 
addition to its plant which will 
double the size of the factory. 
The new building will be of 
brick construction, three stories 
and basement with about 35,000 
square feet, making a total of 
70,000 square feet in the com- 
bined plant. Officers of the com- 
pany are: Hector E. Moineau., 
president; Arthur Fontaine, vice- 
president, and Edward T. Si- 
moneau, treasurer. 
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A Pleasure to Use... An Economy to Buy 


¢ Five important improvements in TRUE TEMPER Tools _But that isn’t all! These new forks are easier to use— 
can be seen at a enn The sixth new feature is an _ beautifully designed handles of finest, select second- 
improvement in the steel itself. New TRUE TEMPER growth ash—balance just where it belongs, and a new 











Forks are made from a special analysis steel —30% 
stronger and tougher than any steel ever before used 
for making forks. That means longer life and greater 
value. Fork tines broken in 
normal use should now be 
a thing of the past. 











The exclusive new TRUE TEMPER 
tubular ferrule makes forks stronger, 
more beautiful and easier to use. 


sh for TRUE TEMPER 


FORKS +- RAKES « HOES « SHOVELS + AXES « HATCHETS « HAMMERS + SCYTHES 
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and exclusive tubular steel ferrule—with no raised edges 
to become roughened and tear the hands. Yet, prices 
of these improved tools are no higher than those at which 
first quality tools are regularly sold. Don’t fail to see 
these new TRUE TEMPER Tools at your nearest hardware 
store. Your work and your pocketbook will both benefit. 


THE AMERICAN FORK & HOE COMPANY 
Makers of Essential Tools CLEVELAND, OHIO 


The New TRUE TEMPER Garden Book - 112 pages, over 80 illustrations — tells 
how to grow vegetables, flowers, lawns. Sent postpaid on receipt of 15c in stamps. 





AMERICA'S 
FINEST TOOLS 


83 














WHEELER HEADS SALT 


At the annual meeting of the § 
stockholders, April 15, Charles 
L. Wheeler was elected president 
and general manager of The Salt 
Lake City Hardware Co., whole- 
sale firm of Salt Lake City, Utah. 
Other officers elected are: G. 
Bruce McKee, vice-president and 
treasurer; Aubrey W. Hooper, 
secretary, and Helen L. Welcker, 
assistant treasurer. William E. 
Gnadt was promoted to mer- 
chandising manager in charge of 
sales. 

Mr. Wheeler, who succeeds the 
late B. F. Buaer as president and 
general manager, began his hard- 
ware career in 1903 at the age 
of 13 in Fort Collins, Col., with 
the Gifford Hardware Co. Three 
years later he became associated 
with the Barkley, Boughton & 
Crane Hardware Co. and in 1909 
in the retail store of The Salt 
Lake City Hardware Co. When 
a large auto supply department 
was opened in a new and larger 
store, he was placed in charge, 
later becoming manager of the 
entire store. When the retail 
store was discontinued in 1923, 
Mr. Wheeler became associated 
with the Pennsylvania Rubber 
Co. as Northwest district man- 
ager and later Pacific Coast dis- 
trict manager. In 1927 he re- 
joined the wholesale hardware 
organization as manager of its 
Boise, Ida., branch, remaining 
there until 1930 when he be- 
came assistant manager in Salt 
Lake City. Subsequently he was 
made secretary and _ assistant 
manager; a director and then 
vice-president, assistant manager 
and director, which position he 
held until his recent appoint- 
ment. 

Mr. McKee entered the hard- 
ware business at 15 as a plumber 
and tinner’s helper. He also 
served in the general hardware 





business of Lieb & Son, Wil- 


LAKE CITY 
HARDWARE COMPANY 


liamsport, Pa. and with the 
wholesale and retail firm of Kline 
& Co., also of Williamsport. He 
became associated with the Salt 
Lake City Hardware Co. in 1912 
as a retail salesman and later 
as outside salesman. He was 
then service manager and buyer 
of the wholesale automotive 
equipment department until 
March, 1936, when he was elect- 
ed treasurer and director of the 
company, which position he held 
until his recent appointment. 

Mr. Hooper became associated 
with the company in 1904. as 
office boy and invoice clerk, later 
bookkeeper and then in charge 
of the claim department. In 
1929 he was made office man- 
ager; in April, 1933, was elected 
assistant secretary, and in May, 
1933, was elected secretary and 
office manager, which position he 
has since held. 

Miss Welcker became con- 
nected with the company in 1913 
as stenographer and private sec- 
retary. In 1918 she was made 
assistant treasurer and from 1920 
until 1921 also served as acting 
secretary. In 1922 Miss Welcker 
was elected treasurer, serving in 
that capacity until 1936 when 
Mr. McKee joined the organiza- 
tion, whereupon she was again 
made assistant treasurer, her 
present position. 

Mr. Gnadt in 1913 at the age 
of 17 entered the hardware busi- 
ness of the Bullock-Green Hard- 
ware Co., Detroit, Mich., where 
he remained until 1917. In 1919 
after the war, he rejoined that 
company in a wholesale and re- 
tail sales position. In 1920 Mr. 
Gnadt became a retail salesman 
for the Idaho Hardware & Plumb- 
ing Co., Boise, Idaho, and later 
a wholesale salesman. He be- 
came an outside wholesale sales- 
man for The Salt Lake City 
Hardware Co. in 1925, leaving 





in 1927 to go with the Goodyear 
Tire & Rubber Co., as a sales- 
man. He rejoined the wholesale 
company in 1928 as house sales- 
man in the Boise, Idaho, branch, 
later becoming assistant manager 
and then manager of the branch. 
In June, 1934, Mr. Gnadt be- 
came manager of the newly 
created dealers’ merchandising 
service department at the main 
office, which position he held 
until his recent appointment. 





SMITH RESIGNS FROM 
PITTSBURGH STEEL 


E. W. Smith has resigned as 
general manager of sales of 
Pittsburgh Steel Co., Pittsburgh, 
Pa. W. G. Hume continues as 
manager of sales, wire products, 
and C. V. Lally continues as 
manager of sales, seamless steel 





E. W. SMITH 


tubes. The office of general man- 
ager of sales will remain vacant. 

J. K. Benson, formerly assis- 
tant general superintendent of 
the company, has been made as- 
sistant manager of sales. He will 
have charge of the sale of semi- 
finished steel, pig iron and rods, 
and will assist Mr. Hume and 
Mr. Lally in the sale of wire 
and tubular products. 








National Retail 
Hardware 
Congress 

Los Angeles, Cal. 
July 12-15 


The ‘dates of the 38th an- 
nual congress of the Na- 
tional Retail Hardware As- 
sociation, in Los Angeles, 
Cal., in the April 22 issue 
of HARDWARE AGE were 
erroneously printed as June 
12 to 15, 1937. The correct 
dates are July 12 to 15, 1937. 











WOOLSEY PAINT CO. HAS 
NEW SALES POLICY 


The C. A. Woolsey Paint & 
Color Co., 500 Grand St., Jersey 
City, N. J., manufacturer of 
marine and household paints for 
more than 84 years, has inau- 
gurated a new merchandising 
plan under which new prices 
have been established for its line. 
The company doesn’t operate its 
own retail stores and its prod- 
ucts are sold only through recog- 
nized wholesale and retail trade 
channels. 


NEW DISTRIBUTOR FOR 
STANLEY ELECTRIC TOOL 


The Cornell Supply Co., To- 
ledo, Ohio, and the Marshall Sup- 
ply & Equipment Co., Tulsa, 
Okla., have added the complete 
line of the Stanley Electric Tool 
Division, Stanley Works, New 
Britain, Conn., to their stocks 
and equipment for the industrial 
trade. 





OHIO STOVE PIPE 
MOVES PLANT 
The plant of the Ohio Stove 
Pipe & Mfg. Co., has been moved 
from 12713-17 Kinsman Road, 
Cleveland, Ohio, to 2104 Wood- 
land Ave., that city. 








CHARLES L. WHEELER 


G. B. McKEE 


A. W. HOOPER 


HELEN L. WELCKER 





WILLIAM E. GNADT 
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CRESCENT 


POINTS THE WAY 


to Y. ales 


WITH BETTER TOOLS 
..» BETTER DISPLAYS 















@ The store displays illustrated on this 


page were made up for one of our South 
Carolina hardware dealers. They were 
custom-made at the Crescent plant to 
the dealer's specifications so they would 


harmonize with his present store fixtures. 


This type of constructive selling assist- 
ance is available to all dealers handling 
the Crescent line. The dealer is charged 


only for the tools. 


Avail yourself of this proven selling aid. 
Requests for this Crescent service may be 


made direct to us or through your jobber. 


CRESCENT TOOL CO., JAMESTOWN, N. Y. 
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BUCKEYE ALUMINUM CO. 
PROMOTES DEUSCHLE 


B. C. Deuschle, manager of the 
New England Sales district of 
The Buckeye Aluminum Co., 
Wooster, Ohio., has been pro- 
moted to Eastern Division Man- 
ager with headquarters in 
Bridgeport, Conn. He will super- 
vise sales in New England, New 
York and New Jersey. 





B. C. DEUSCHLE 


Mr. Deuschle has been asso- 
ciated with the Federal Bakeries 
of Bridgeport, Yale & Towne 
Mfg. Co., Stamford, Conn., and 
for four years previous to his 
association with Buckeye, with 
General Electric Co. in Philadel- 


phia. His experience included 
cost, accounting, credit, effi- 
ciency, collection, and _ sales 
work. 


BOOSTERS TO HOLD 
FISHING PARTY 


Arrangements are now being 
made for the Mid-Summer An- 
nual Yachting and Fishing Party 
of the Hardware Boosters. Re- 
freshments will be served. As ac- 
commodations are limited, it is 
urged that all wishing to attend 
make early reservations through 
committee members. On the en- 
tertainment committee are: chair- 
man, M. E. Wyckoff, Hardware 
World, 243 W. 3%h St., New 
York City; vice-chairman, Roy 
C. Schmidt, Stanley Tools, 100 
Lafayette St.. New York City; 
Charles J. Heale, HARrpware 
Ace, 239 W. 39th St., New York 
City; Charles Pincus, The Stan- 
ley Works, 100 Lafayette St., 
New York City, and O. E. Watts. 
Sherwatt Equipment & Mfg. Co., 
74 Murray St., New York City. 


PITTSBURGH PLATE GLASS 
BUYS VARNISH PLANT 


Pittsburgh Plate Glass Co., 
Pittsburgh, Pa., has purchased 


R6 





the Thresher Varnish Co., Day- 
ton, Ohio. The Thresher Varnish 
Co. has been a manufacturer oi 
varnishes for 78 years, specializ- 
ing in the railroad and industrial 


field. 


LeMAIRE TOOL ADDS 
TO PLANT 


A $30,000 factory building is 
being erected as an addition to 
the LeMaire Tool Mfg. Co., 2657 
South Telegraph Road, Detroit, 
Mich. Modernistic in design the 
new two-story building will house 
engineering rooms, a lobby and 
offices. The building will have 
a floor space of 6000 feet. Frank 
LeMaire is president and trea- 
surer of the company; J. A. 
MacDonald, vice-president in 
charge of sales; Mahlon Match- 
ett, vice-president in charge of 
engineering, and Glenn Miller, 
secretary. 


JOHN W. MEYER JOINS 
TOWNLEY METAL & HDW.CO. 

John W. Meyer, well known 
Kansas City builders hardware 
engineer has joined the builders’ 





JOHN MEYER 


hardware department of the 
Townley Metal & Hardware Co., 
Kansas City, Mo., wholesale 
hardware distributors. He has 
had twenty-five years of builders’ 
hardware experience. 


JOHNSON, MANAGER AND 

BUYER FOR ATHENS HDWE. 

J. C. Johnson, formerly with 
the Loeb Hardware Co., Mont- 
gomery, Ala., in the capacity of 
buyer, has become associated 
with the Athens Hardware Co., 
Athens, Ga., as general manager 
and buyer. Mr. Johnson had 
been with the Loeb company for 
27 years. 











HARDWARE BRIEFS 








ALABAMA 
The P. H. Andrews Hardware 
Co., Jackson, Ala., has remod- 
eled its store and added new 
stock. Complete new fixtures 
were installed. 





D. E. Haynes, who has been 
with the Southern Hardware and 
Seed Co., Jasper, Ala., is now 
connected with the Mullins Hide 
and Produce Co., which carries 
full lines of regular hardware 
and building materials, seeds, 
and farming supplies. 





Arthur Hannon has opened 
the Hannon Hardware Co., a re- 
tail firm, on Madison Ave., Mont- 
gomery, Ala. 





The O. L. Coleman Hardware 
Co. has purchased the stock of 
the Orman Hardware Co. of 
Russellville, Ala., and combined 
the two hardware stocks in Rus- 
sellville. Mr. Orman is now con- 
nected with the Coleman com- 
pany. 





FLORIDA 
J. W. Vanlandingham has pur- 
chased half interest in the Boni- 
fay Hardware Co., Bonifay, Fla., 
from W. C. Alford, formerly the 
sole owner. The store will be 
conducted under the same name. 





The Makinson Hardware Co., 
was recently organized at Dav- 
tona Beach, Fla. by H. M. 
Makinson, R. C. Tarpley, and 
G. W. Makinson as directors. 





The Thos. H. Radford Hard- 
ware Co. has opened a store at 
Lake City, Fla., with a complete 
stock of general hardware, elec- 


tric appliances, and building 
‘materials. George H. Dale is 
manager. 





The Whitney Hardware Co., 
formerly Hibbard Hardware Co., 
has moved to new quarters at 
333 Canal St., New Smyrna, Fla. 





Harry McDonald has _pur- 
chased Jesse Baucom’s interest 
in the Shaffer and Baucom 
Hardware Co., Vero, Fla., and 
the firm name has been changed 
to Shaffer-McDonald Hardware 
Co. 





GEORGIA 
T. H. Timmons has become as- 
sociated with Bowen Brothers 
Hardware Co., Augusta, Ga., as 
sales manager of its home ap- 
pliance department. 





INDIANA 
Vere S. Calvin and Paul Myers 
have acquired the R. L. Miller 
Hardware and implement store 





in Rochester, Ind., and will oper- 
ate the business as the Calvin & 
Myers Hardware store. 





KANSAS 
Roy A. Goff and C. A. Bun- 
ning have sold their interest in 
the Goff-Bunning Hardware, 
Bucklin, Kan., to Aulls Day. The 
business will be continued under 
the same firm name. 





Dan Danielson, McDonald, 
Kan., has purchased the hard- 
ware stock of Brum & Someers 
and implement stock of the Mil- 
ler Implement Co., and is com- 
bining the two stocks. 





MICHIGAN 

Asa L. Farrow, formerly con- 
nected with the Charles H. 
Miller Hardware Co., for 20 
years, has purchased the hard- 
ware stock of Joseph Reiter ai 
2630 Corunna Road, Flint, Mich., 
and is operating the store as 
Ace’s Hardware. 





MINNESOTA 
Fred and John Selchow have 
purchased the Pilato, Minn., 
hardware and machinery busi- 
ness formerly operated by Wil- 
liam Droege. 





The Hauck Hardware company 
recently held a grand opening 
of its new building in Foley, 
Minn. The company’s entire 
stock was burned in a fire last 
December at which time the com- 
pany was constructing a new 
store several doors from the old 
quarters. Christian Hauck, St. 
Cloud, Minn. heads the com- 
pany but the store is managed 
by Robert and Victor Hauck. 





NEVADA 

The A. G. Meyers Co., Carson 
City, Nev., hardware and grocery 
concern, recently acquired the 
adjoining building which is 
heing prepared for the hardware 
lepartment. The business was 
founded nearly fifty years ago. 


NEW JERSEY 

Irving Eden, formerly with the 
Strong Hdwe. Co., New Bruns- 
wick, N. J., for the past 16 
years, is now in charge and man- 
aging the Red Bank, N. J., 
hraneh at 30 Monmouth St., of 
Mahoney & Harvey, Sea Bright. 
that state. 


The Hand Hardware Co., 
Elizabeth, N. J., was recently 
moved from its downtown loca- 
tion, where it had been operated 
for more than fifty years, to new 
quarters at 157-161 Jefferson 
Ave. 
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N amazing new LongLife wire—a bet- 

ter wire in every respect—made the 

new U-S‘S American Fence a best seller 

from the start. In just a few short weeks 

a demand developed that keeps mills 
working at capacity. 

Such success was not unexpected. There 
was bound to be an enthusiastic reception 
for a fence that offers a written guarantee 
of 3-way rust protection—that costs not 
one cent more than ordinary brands— 
that carries the brand name which for years 
has been the leader in the fencing business. 





WELL, THEN, IT MUST 


Your customers, like farmers every- 
where, are sure to want the exira life, 
extra protection, extra value of U-S-‘S 
American Fence. We’re telling your cus- 
tomers about this new fence through the 
strongest, broadest advertising campaign 
in our history. 

Join the dealers whose customers will 
be constantly reminded of their depend- 
able merchandise during the many years 
U-S‘S American Fence is in service. Sell 
U-S‘S American Fence—it’s a better fence 
... a better seller! 


BE DARNED GOOD— 
I’ VE GOT AMERICAN FENCE 
THAT’S LASTED 30 YEARS 






U-S:S American Lomglifé 


Wire Gives 3-Way 


Protection Against Rust 


Wire core of full 
content copper- 
bearing steel. This 
resists rust. 


Zinc-iron alloy 
which formsa tight 
chemical bond 


just plated on. This 
alloy resists rust. 


Heavy outer coat- 
ing of uniformly 
oeeeee commer- 
cially pure zinc. No 
air holes which per- 
mit rust to work in, 


THE NEW US'S AMERICAN FENCE 


American Steel & Wire Co., Chicago 


a Columbia Steel Company, San Francisco 
Tennessee Coal, Iron & R. R. Co., Birmingham Uss United States Steel Products Co., New York, Export Distributors 
VW 


UNITED STATES STEEL 
























HORACE 8. WILEINSON 


Horace S. Wilkinson, 68, chair- 
man of the board of the Crucible 
Steel Co. of America, 405 Lex- 
ington Ave., died of heart disease 
in Chicago on April 11. He 
started his business career in the 
real estate business in Syracuse, 
where he organized the Halcomb 
Steel Co. and gained control of 
the Sanderson Steel Co. In 1919 
when the Crucible Steel Co. of 
America was reorganized, he 
headed a group of industrialists 





H. 8. WILKINSON 


directing the organization and on 
Oct. 1, 1919, was made chairman 
of the board. Shortly thereafter 
the two Syracuse steel companies 
controlled by Mr. Wilkinson were 
merged with Crucible. He was 
also interested in several ship- 
building and operating companies 
and was an honorary vice-presi- 
dent of the American Iron and 
Stee] Institute. 





THOMAS H. CONWAY 


Thomas H. Conway, Sr., 72, 
prominent stove manufacturer in 
Wyandotte, Mich., since 1914, 
passed away March 31 at his 
home in Detroit. Mr. Conway 
organized the Lincoln Stove Co. 
and the Fremont Stove Co., both 
of Fremont, Ohio, and later in 
1914 started the Regent Stove 
Co. in Wyandotte, which he op- 
erated for several years. Eight 
years ago he organized the Great 
Lakes Mfg. Co., whose foundry 
is located in Wyandotte. He 
leaves his widow and two sons, 
and four daughters. 





WILLIAM W. SULLIVAN 


William W. Sullivan, 62, presi- 
dent of the Sullivan Hardware 
Co., Anderson, South Carolina, 
passed away recently following 
an illness of several months. 
Death was caused by heart 
trouble. When a young man of 
16, Mr. Sullivan served as a part- 





time clerk in the Sullivan Hard- 
ware Co., then owned by his 
brothers. At 17, he became per- 
manently identified with the 
company and served in every de- 
partment of the store. In 1900 
Mr. Sullivan purchased the in- 
terest of his oldest brother, J. 
M. Sullivan. He then served as 
secretary and treasurer from 1907 
to 1914, when he became vice- 
president and treasurer. In 1915 
he was made president. His 
widow, five sons, W. W. Sullivan, 
Jr., J. Pat Sullivan, Henry Sul- 
livan, Louis Sullivan, Claude T. 
Sullivan, and three daughters, 
survive. 


GEORGE WILTZ 


George Wiltz, associated with 
Stauffer-Eshleman & Co., Ltd. 
New Orleans, La., for over 30 
years, passed away recently. At 
the time of his death he was 
secretary and treasurer, and also 
credit manager. 


HENRY E. ASBURY 


Henry E. Asbury, 70, hard- 
ware manufacturer, passed away 
April 16 at his home in Melrose 
Park, Pa. Mr. Asbury was pres- 
ident and chairman of the board 
of The Enterprise Mfg. Co. of 
Pa., Philadelphia, a position he 
held for the past 26 years. A 
son of the late T. Henry Asbury, 
founder of the business, he had 





H. E. ASBURY 


been associated with the com- 
pany for the past 53 years. 

During the World War he was 
active in the American Red Cross 
and the Liberty Loan. He was 
a member of the Union League. 
the Huntingdon Valley Country 
Club and of the Hardware Age 
Fifty Year Club. His widow and 
two daughters survive. 





WILLIAM G. GRANT 


William G. Grant, 76, mana- 
ger and proprietor of the Win- 


OBITUARY 





throp Hardware Co., Winthrop, 
Mass., for the past 52 years, died 
at his home there April 18. Mr. 
Grant was also a founder of the 
Winthrop Savings Bank and held 





W. F. FRIEND 


William F. Friend, 49, sales 
representative of the central sales 
division of Pratt & Lambert, Inc., 
Buffalo, N. Y., passed away April 
15 from a heart attack. Mr. 
Friend joined the company 19 
years ago and called on dealers 
in Niagara Falls, Lockport, Olean 
and other western New York 
communities. Previously he was 
an agent for the Adams Express 
Co. at Olean and later East 
Aurora. He is survived by his 
widow. 


GEORGE PUCHTA 


George Puchta associated with 
the Queen City Supply Co., Elm 
& Pearl St., Cincinnati, Ohio, 
passed away recently in Manila. 
Mr. Puchta was also a former 
mayor of Cincinnati. 





CHARLES W. HAWLEY 


Charles Wilson Hawley, 80, 
head of the Hawley Hardware 
Co., Bridgeport, Conn., and vice- 
president of the Bridgeport Peo- 
ples Savings Bank, passed away 
April 20 at his home in that city. 
He had been ill with heart dis- 
ease. At 19 Mr. Hawley left 
school to work for the Union 
Metallic Cartridge Co. When he 
was 21, he and Hanford C. Plumb 
formed the Plumb & Hawley 
Hardware Co., of which he later 
became the sole owner. He leaves 
a son, Edmund S. Hawley of 
New York, and a daughter. 





LOUIS R. SLEVIN 


Louis R. Slevin, 76, cashier 
and assistant treasurer of the 
Shapleigh Hardware Co., St. 
Louis, Mo., and associated with 
the company, died recently. Mr. 
Slevin had been cashier of the 
company for more than 40 years 
and had continued working until 
he entered the hospital several 
weeks ago. His widow and three 
sisters survive. 





THOMAS L. STARLING 


Thomas Leonard Starling, 55, 
vice-president of the Virginia 
Hardware Co., Danville, Va., died 
recently of a heart attack. 





WALTER LUTTRINGHAUS 

Walter Luttringhaus, 73, presi- 
dent of the Stainless Steel Prod- 
ucts Co., La Grange, Ill., died of 
pneumonia recently. 











CHARLES D. GATES 


Charles D. Gates, 81, chair- 
man of the board of Turner, 
Day & Woolworth Handle Co., 
Louisville, Ky., passed away 
April 18 of heart trouble. Mr. 
Gates after a varied experience 
in teaching school, on a coast- 
wise sailing vessel, and on his 
father’s farm, entered the ser- 
vice of Turney, Day & Wool- 
worth Handle Co. in 1877. He 
continued with the company up 
to his death, having been presi- 
dent for 20 years of that time, 





CHARLES D. GATES 


and giving the company the long- 
est continuous service rendered 
by an official. It was Mr. Gates 
who conceived the idea of ex- 
panding the company’s opera- 
tions and making it one of the 
largest concerns of its kind. Mr. 
Gates was also formerly chair- 
man of the Kentucky state board 
of the Y.M.C.A., vice-president 
of the park board, and at the 
time of his death one of the 
trustees of Centre College. He 
leaves his widow; a_ brother, 
William E. Gates, and two sisters. 





WILLIAM S. SCHLEMAN 


William S. Schleman, 48, presi- 
dent of the East Dayton Tool 
and Die Co., Dayton, Ohio, passed 
away recently in Punta Gorda, 
Fla. Mr. Schleman organized the 
company 15 years ago. He was 
also president of the Toolcraft 
Products Co., Evansville, Ind., 
and the South Bend Tool and Die 
Co., South Bend, Ind. He leaves 
his widow; a son, Robert W.. 
and a daughter. 





JOHN P. COLLINS 


John P. Collins, 56, associated 
with the Montana Hardware Co.. 
Butte, Mont., passed away re 
cently at his home in that city. 
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The D Biggest Selling 
HORSE SHOES 





@ America’s most depend- 
able Horse and Mule Shoes for Half 
a Century 


@ Sold by Leading Jobbers 
everywhere on an established policy 
through regular trade channels 


OTHER PHOENIX PRODUCTS @ 


Toe Calks Ribbed Steel (bars) RUBBER GOODS 
Screw Calks Chain Hooks and Horse Shoes 

Drive Calks Cold Shuts Pads—Drive Calks 
Shoes and Tools Spuds for Tractor Door Mats 

Racing and Sport and Lawn Mower Force Cups 


Shoes Wheels Radiator Hose 


PHOENIX MANUFACTURING COMPANY 


Largest Manufacturers of Horse 


and Mule Shoes in the World 


332 South Michigan Avenue, Chicago, Illinois 
Catasauqua, Pa. 
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High Speed Steel 
The Bright Blade 





Special Alloy Steel 
The Red Blade 





Tungsten Steel 
The Black Blade 








SIMONDS 





HACK SAWS 


for every Metal 
Cutting Job 


The RED END is an outstanding 


sales building trademark for the 
Dealer who stocks and sells any 
or all of these three types of First 
cutting quality Hack Saw Blades. 
Order from your Jobber. Write for 


leaflet giving complete list prices. 


SIMONDS SAW AND STEEL CO. 


The Saw Makers Established 1832 
FITCHBURG, MASS. 
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Semi-Annual Report of 
Charles F. Rockwell, 


Secretary-Treasurer American Hardware Manufacturers 
Association, At New Orleans, La., April 22, 1937. 
Announces Eight New Members 


S significant as it is gratifying 
is the ever-increasing atten- 
dance at the Southern Hard- 

ware Convention, which in the last 
few years has become one of the 
most important business gatherings 
of the South. It is significant not 
only as indicating the substantial 
progress of recovery and the com- 
munity importance of the Whole- 
salers of Hardware, but also because 
of its emphatic recognition of the 
trade value of the convention itself. 
For many years, and until as recent- 
ly as 1933, an attendance of six 
hundred was maximum. It is prob- 
able that present attendance will 
approximate twelve hundred. An 
increase of practically 100 per cent 
is indeed outstanding and conclusive 
evidence that participation yields 
tangible results in a variety of ways. 

A greater number of jobbers is 
each year represented, and by larger 
delegations from individual firms. 
Nor is attendance now confined to 
wholesalers of the fourteen southern 
and southwestern states, for many 
distributors from adjacent terri- 
tories have become annual atten- 
dants. In fact, this Southern Con- 
vention now rivals in importance 
and value the fall convention of the 
American Hardware Manufacturers 
Association as a fount of industry 
information and the mecca of direct 
trade contact. 

The roster of this organization is 
one in which every member may 
well take pride. Few trade organi- 
zations present a more impressive 
list. In recent months eight addi- 
tions have been made, and to these 
new members we extend most cor- 
dial greeting. 

Armstrong Bros. Tool Co., Chi- 
cago, II. 

Fireline Stove & Furnace Lining 
Co., Chicago, Il. 

Laclede Steel Co., St. Louis, Mo. 


Master Lock Co., Milwaukee, Wis. 

National Screen Co., Suffolk, Va. 

The Newport Rolling Mill Co., 
Newport, Ky. 

Star Brush Mfg. Co., Inc., Long 
Island City, N. Y. 

Stockham Pipe Fittings Co., Bir- 
mingham, Ala. 

The business outlook, based on 
composite opinion from many 
sources, indicates expectation of no 
sensational developments in the pres- 





CHARLES F. ROCKWELL 


ent year. It is probable that increase 
in industrial production over last 
year will range from 10 to 12 per 
cent. Some usually competent ob- 
servers look for a slight recession 
of activity in the early fall, followed 
by substantial upturn before the 
close of the year. 

The volume of industrial construc- 
tion in 1937 will register the sharp- 
est increase over the 1930 rate of 
any line of private building, if erec- 
tion of factories continues at the 
rate of the first quarter. Owing 
principally to the sharp rise in in- 
dustrial construction contract awards 
in January and March, the total for 


the first quarter reflects a gain of 
more than 100 per cent over the 1936 
level. Yet, a gain of only 30 per 
cent over the total for 1936 would 
lift the 1937 volume above the 1930 
rate. 

Only residential construction, of 
the other types of private building, 
is likely to equal the 1930 record 
this year. A 50 per cent gain over 
the 1936 level of residential con- 
struction would raise the 1937 total 
above the 1930 mark. 

As the inevitable consequence of 
continued increases in cost, price 
advances must be expected for an 
indefinite period, and upon the de- 
gree of judgment exercised by pro- 
ducers generally in the matter of 
new prices will very largely depend 
the stability and duration of the 
present recovery. Cost finding is no 
longer guess-work, so that the pro- 
ducer already making a fair and 
reasonable profit on a product who 
translates a 10 per cent increase in 
labor cost into a 10 per cent ad- 
vance upon his selling price, may in 
many instances be doing a disservice 
not only to himself, but to the gen- 
eral situation. Obviously, varying 
factors enter into the cost of differ- 
ent products, but all are ascertain- 
able, and self-interest dictates rea- 
son rather than exploitation. 

The end of labor unrest and dis- 
turbance may not at present be fore- 
seen, but unless labor employs the 
same reasonable restraint in its de- 
mands that is now demanded of pro- 
ducers, there are indications that 
public opinion will force the strik- 
ing of a balance in the interest of 
all, for excessive rises in commodity 
prices will again diminish purchas- 
ing power, with consumers in revolt. 

As regards the tariff we are to 
have three years more of reciprocity 
and reciprocal trade negotiations. 
This means, in other words, three years 
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‘T always use Cyclone, Ed- 


THE BEST SCREENS!” 


IT MAKES 


Double selvage—double strength 
“Red Tag” lies flat and even, without curling. The 
heavy galvanizing coat resists corrosion. Double wire 
outer selvage gives double strength and rigidity to the 
fabric—makes it easier to stretch “‘square”. Packed in 
a strong fibre carton which exactly fits the roll, pro- 
tects it from damage, makes it easy to handle. Each 
roll carries an inventory tag which gives you, at a 
glance, the exact amount left in each carton. Makes 


HEN carpenters take a fancy to a certain brand ; ; 
inventory-taking easy. 


of screen cloth, you can bet it’s top quality. 


Add this professional preference to the consumer accep- Order from your jobber 


tance that Cyclone enjoys, and you’ve got two of the 
very best reasons why you should handle Cyclone 
“Red Tag” Wire Screen Cloth and display it. 


Stock up on“‘Red Tag” Screen Cloth, Lawn Fence, Hard- 
ware Cloth, Flower Bed Border, Trellis, Metal Baskets. 


Every one of these items is a good seller right now! 


|U-S-S CYCLONE ‘Redaag” WIRE SCREEN CLOTH 


CYCLONE FENCE CO., General Offices: Waukegan, Ill. * Branches in Principal Cities 


Pacific Coast Division: Standard Fence Co. 
Oakland, Calif. 


UNITED STATES STEEL 








United States Steel Products Company, New York 


Export Distributors 














more of tariff revision by piecemeal 
methods and this revision is, of 
course, entirely a downward revision. 
The Reciprocal Trade Agreement 
Act now in force became effective in 
June of 1934 and specifically pro- 
vided that it was to last for three 
years. In March of this year Con- 
gress voted to extend the life of the 
Reciprocal Trade Agreement Act for 
another three years so that this law 
now runs until June, 1940. 

Under the present law trade agree- 
ments have been concluded and are 
now effective with 14 foreign coun- 
tries, the most being with Belgium, 
Sweden, Canada, The Netherlands, 
Switzerland and France. In addition 
to these, negotiations have been 
started with two other important 
European countries, Italy and Spain, 
but an announcement from the State 
Department dated April 5, 1937, in- 
dicates that these negotiations are 
now inactive and interested parties 
will be advised if, as and when they 


are resumed. Two other trade agree- 


ments with relatively unimportant 
countries—Costa Rica and El! Salva- 
dor—have been concluded and are 
awaiting official approval before go- 
ing into effect. This means that to 
date 16 trade agreements have been 
concluded while two others are par- 
tially negotiated. I refer to these 
facts principally because I do not 
believe most of us appreciate the ex- 
tent to which the administration has 
used the Reciprocal Trade Agree- 
ment Act. 


Tariff Agreements 


The one other important develop- 
ment in connection with the Admin- 
istration’s- tariff policy has to do 
with the procedure to be followed 
in negotiating future agreements. In 
the past there has been considerable 
criticism of the secrecy and star- 
chamber procedure which has sur- 
rounded the negotiation of trade 
agreements. To meet this objection 
the State Department has announced 





that in the future whenever notice 
of a new negotiation is given, the 
notice will indicate specifically the 
commodities to be covered and oaly 
these commodities will be consid- 
ered. This plan was followed in the 
announcement of the negotiations 
with Ecuador which was given out 
early this month. 

I might also refer to the fact that 
for some time back there have been 
reports out of Washington to the 
effect that reciprocal trade negotia- 
tions with England were being con- 
templated but to date nothing defi- 
nite has appeared with respect to 
such negotiations. It is reported in 
this connection that before England 
can enter into negotiations with this 
country, the Ottawa agreements be- 
tween England and her Colonies will 
have to be reconsidered and prob- 
ably revised. At this time, there- 
fore, it would appear as though a 
reciprocal trade agreement between 
this country and England is rather 


remote. 





Annual Report of Secretary T. I. McAllister 
of the Southern Hardware Jobbers’ Association 
At New Orleans, La., Thursday, April 22, 1937 


informed of association activ- 

ities, through our monthly news 
bulletin, the secretary’s report seems 
almost a needless formality. So this 
report will be brief, that more time 
may be available for general dis- 
cussion of trade problems. 

As your association is now or- 
ganized it is in position to “carry 
on” very satisfactorily along the 
same lines as in the past, continu- 
ing to build up gradually until it 
has reached its full or nearly full 
potential membership. But with 
necessarily restricted membership 
and limited revenues, it is scarcely 
in position to venture far into new 
fields of association activity. 

We have held but one district 
meeting during the year—a very well 
attended meeting of Virginia and 
Carolina members at Greensboro, 
last September. Inquiry was made 
of the members in the Middle South, 
relative to a proposed district meet- 
ing at Memphis or New Orleans or 
at both points; but the replies did 
not promise a very satisfactory at- 
tendance, so the plan was aban- 
doned. Probably business was too 
good in that territory for some of 
the members to care to leave their 
desks. 


inte you have been kept well 


But from the association view- 
point it seems rather important that 
a meeting be held in the eastern 
part of the territory at least once a 
year, since our annual conventions 
are usually taken rather far west. 
And this is a point which may re- 
quire some explanation. For in- 
quiry is frequently made as to why 
our conventions are not held occa- 
sionally at some point in Virginia, 
the Carolinas or Georgia. 


Hotel Problem 


The answer lies in the hotel situ- 
ation. Our conventions have grown 
to the point where it is difficult to 
find anywhere in the South a hotel 
which can handle them satisfactor- 
ily. It seems rather essential to se- 
lect a hotel which, at least, can 
accommodate the majority of the 
convention crowd and which at the 
same time has meeting room and 
dining room facilities for such total 
attendance as we now have at our 
conventions. Even the 750-room 
hotel at which we are now meeting 
was booked to capacity many weeks 
before this convention opened. 

There have been some additions 
to the membership but no withdraw- 
als from the association during the 


year. In fact, it is a matter of some 
pride with your secretary that dur- 
ing the four and one-half years of 
his connection with this organization 
there has been but one resignation 
from the membership—and that one 
was not the result of any dissatisfac- 
tion with the association or its ac- 
tivities. 

The association office is in posi- 
tion to assist in the disposal of any 
surplus stocks you may wish to close 
out at any time, if you will but send 
us the lists. It may also be in posi- 
tion to assist with your employment 
problems. If you want an experi- 
enced hardware man, we may be 
able to put you in touch with one; 
or if not, we shall be glad to send 
a bulletin to the membership, with- 
out revealing your name, which is 
sometimes the means of locating a 
desirable applicant for the job. 
Likewise, we shall be glad to be 
informed whenever you learn of any 
experienced hardware man who is 
looking for a position. 

The association obtained some 
condensed overhead expense figures 
from the membership during the 
year and furnished the averages to 
the members. No detailed overhead 
expense survey was carried on be- 
cause, in the opinien of the execu- 


HARDWARE AGE 














° 408008 @ 


sBe?YTEV Seasronmr et & 


of 


nt 





















ae 24 


/ : yom oar 











© BIGGEST CARILLONS 
IN THE WORLD 
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New York City 
72 BELLS 


20 TONS 








Riverside Church 


LARGEST BELL 





Chicago, Til. 
72 BELLS 


18 TONS 


University Chapel 
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HE WORLD’s two biggest carillons are so nearly 
"T identical in size that the weights of the largest 
bells are used to establish the slight difference between 
them. But when it comes to magazines no such fine 
distinctions are necessary. For the world’s biggest 
magazine—The American Weekly —is twice as big as 
its nearest competitor. And that means twice as many 
millions of circulation! 

Each week The American Weekly reaches nearly 
6,000,000 families, comprising approximately 
24,000,000 people—by far the greatest mass coverage 
of any publication in the world. Moreover, 87% of 
this vast circulation is concentrated in the 624 coun- 
ties where 68% of the nation’s families live and where 
80% of all retail sales are 
made. In these counties 
are located ail cities of 
10,000 or more popula- 
tion, in most of which The 
American Weekly is read 
regularly in from 1 out of 5 
to 1 out of every 2 homes. 






The 
AMERICAN 
WEEKLY 


Greatest 
Circulation 
in the World 
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NEARLY NEAREST 
6,000,C00 COMPETITOR 
CIRCULATION CIRCULATION 


THEAMER 


... but the second biggest magazine is only half.as big as the 


WORLD’S BIGGEST MAGAZINE 


When a manufacturer advertises in The American 
Weekly he gives you the benefit of the most powerful 
sales-producing force at his command—a force that 
reaches the greatest number of buying families in the 
greatest number of places. It will pay you to stock 
and feature products that have this support 


What The American Weekly is 


The American Weekly is the largest magazine in 
the world. It is distributed through the 17 great 
Hearst Sunday newspapers. In 627 of America’s 995 
towns and cities of 10,000 population and over, The 
American Weekly concentrates 67% of its circulation. 

In each of 174 cities, it reaches better than 
one out of every two families 

In 144 more cities, 40 to 50% of the families 

In an additional 134 cities, 30 to 40% 

In another 175 cities, 20 to 30% 


... and, in addition, more than 2,000,000 families in 
thousands of other communities, large and small, 
regularly buy and read The American Weekly. 
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“*The National Magazine with Local Influence”’ 
Main Office: 959 Eighth Avenue, New York City 
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tive committee, the averages of vari- 
ous minor classifications of expense 
might be of little value. For after 
all, there is a very wide variation in 
jobber operations over the South, 
not only in the size of the business 
but in the nature of the lines han- 
dled while others operate retail de- 
partments without any segregation 
of wholesale and retail operating 
costs. Also, there is considerable 
variation in methods of classifying 
expenses. But if any considerable 
number of the members would like 
to have a detailed overhead expense 
survey made, the secretary would 
be glad to handle it. 

It is a p!easure to report that the 
hardware jobbing business over the 
South is in a very flourishing condi- 
tion today. There were very few 
of the members who had any serious 
financial difficulties even during the 
depth of the depression; and we 
understand that now these situations 
have all been cleared up. The last 
calendar year was a very satisfac- 
tory one from the standpoint of vol- 
ume and net profit; but this year 
has started off with a still further 
substantial increase in sales. 

However, continued gain in vol- 


Henry 


ive through a violation of law and 
order is but an empty victory and 
soon ends in complete frustration. 

The third factor that has pre- 
vented a better relationship has 
been the irresponsibility of those 
who assume to speak for labor, the 
frequent scrapping of contracts by 
labor. the leadership that is unwill- 
ing to disclose income and expendi- 
tures. the resort to violence. The 
recent labor troubles should be in- 
terpreted, he said, as much in their 
implications and their consequences 
as in their present day effect. 

The labor leadership of the fu- 
ture must recognize that it is not 
business that employs people, nor 
labor unions that set the standard 
of living. The real employer is the 
consumer. Each increase in wages 
must he accompanied by a corre- 
sponding increase in production so 
that in terms of units of goods the 
unit price remains constant, or, if 
possible, is lower, thus enabling a 
continuation of the advancement of 
the American standard of living. If 
wages rise too fast, the increased 
prices resulting will negate the 
benefits of the higher wage. 


ume and continued appreciation in 
market value of inventory should 
not blind us to the fact that there 
are still some present or prospective 
operating problems. On a rising 
market more investment is required 
to finance the same physical volume 
of sales; and if prices rise too rap- 
idly there is always the very real 
possibility of a later reaction which 
would necessitate the curtailing of 
expense and the absorbing of a 
decline in the value of the inventory. 
And there is the further long-range 
threat to net profit in the rapidly 
mounting tax burden. Social se- 
curity taxes will increase from year 
to year, and it is more probable that 
other taxes will tend to increase 
rather than decline. 

So it seems evident that in this 
present period of prosperity we 
should still keep in mind the les- 
sons learned during a period of ad- 
versity. 


Greater Efficiency 


It may be an opportune time, 
also, to at least establish the basis 
for more effective methods of busi- 
ness control. It is sometimes said 





(Continued from page 69) 


But there is a fallacy, however, 
in some of the reasoning used in 
concluding that price ‘increases are 
not warranted by. wage increases, 
the amount of wage increase in the 
particular industry is noted and this 
increase is compared to the increase 
in sales price. Where there is a 
difference between these two figures, 
that is, where the sales price is in 
excess of the actual wage increase, a 


‘ conclusion of profiteering is imme- 


diately put forth. 


Pyramided Cost 


One need only to make a super- 
ficial analysis of the problem to rec- 
ognize the fallacy of such a conclu- 
sion. If wage increases were con- 
fined to the particular industry mak- 
ing a given product, and were not 
the order of the day in related lines, 
there might be some justification for 
this error. However, when a wage 
increase is given in a particular line 
of business it is entirely likely that 
there are increases in other indus- 
tries. These increases usually 
spread to the basic material and 
close with the sales and collection 


of the jobbing function in general 
that it dues not operate at anything 
like maximum efficiency because of 
the tendency to try to cover too 
much territory and solicit business 
from too many unprofitable ac- 
counts. There may be further op- 
portunity for greater operating effi- 
ciency in simplification of stocks, 
better methods of inventory control 
and a closer check on various classi- 
fications of expense; together with 
some study, from the net-profit view- 
point, of lines handled, accounts 
served and sizes of orders. 

Perhaps with the intense compe- 
tition which prevails, a jobber might 
not be able to do much with some of 
this information once he obtained it. 
However, it is much easier to oper- 
ate any business soundly and profit- 
ably on the basis of actual facts and 
figures instead of on hope, optimism 
and guesswork. 

But in general, it seems evident 
that operating efficiency in the hard- 
ware jobbing field compares very 
favorably with that found in any 
other branch of distribution today. 
The firmly established position of 
the hardware jobber seems suffi- 
cient proof of that fact. 


H. Heiman’s Address 





JOHN DONNAN 
Richmond, Va. 
Member S.H.J.A. 
Advisory Board 


expenses. Higher wages thus de- 
velop a pyramided cost. 

It seems hard to understand that 
in this nation of ours we do not 
have a system of mediation in the 
industrial world other than in the 
railroad and the air industries. Out 
of this present conflict such a sys- 
tem of mediation must develop. 
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FIRST SHOWING 


Here is the first announcement of the new 
International Trucks in the gleaming metal dress 
of today and tomorrow. Here are eye-values that 
tell their own story, ultramodern styling to 


please every owner and driver, your customers 


and the general public. But eye-values are not 


the whole story; more important, in these new 


trucks, are new values underneath the surface. 
Consistent International. policy, adhered to 
through more than 30 aes of ALL-TRUCK 


. ie Wastionspadios world—a Sarsoaek’ 
news item for every user of trucks! 


Illustrated: 1%-ton Model D-30 with special panel-stake body, 





brings also advanced engineering throughout 
the mechanical product. 

New standards of utility and sea feiss are 
offered you in every model of this new line, in 
sizes ranging from the Half-Ton unit up to_ 
powerful Six-Wheelers. The new International 
Trucks are at your service, on display at Inter- 
national dealer and sania showrooms. Folders 


will be sent on request. 


ONAL Harvester Compas 


INTERNATIONAL TRUCKS 


MAY 6, 1937 






























Hugh C. Ross 


(Continued from page 76) 


Indianapolis, to jointly consider the 
ammunition problem which was then 
giving the retail trade a good deal 
of trouble, which troubles reflected 
back to the wholesalers and to the 
manufacturers. 

The discussion at that conference 
developed a consensus of opinion 
that the situation was such as to de- 
mand a competitive shell for the 
use of retailers. It was agreed by 
practically all in attendance that 
such a product ought to be in the 
interest of the producers as well as 
the distributors. 

But the manufacturers did not 
then, and have not since, agreed. 
Yet retailers still insist that such a 
plan offers the most logical relief in 
the absence of solution from any 
other source. 

As one of the most discussed prob- 
lems in the trade, it has necessarily 
had consideration by our board, time 
after time, and at our January meet- 
ing it was again decided to urge 
manufacturers to take some action. 
so that the dealers might maintain 
prices on standard brands but have 
a shell and a .22 cartridge for com- 
petitive use. 

The manufacturers tell us, how- 
ever, that wholesalers are in com- 
plete agreement with them; that the 
price situation is reasonably satis- 
factory and that the provision of 
competitive items would serve no 
good purpose. 

Retailers naturally have some dif- 
ficulty in understanding the rea- 
sons for such a divergence of opin- 
ion, while the sale of competitive 
shells grows rapidly, and distribu- 
tion through regular channels ap- 
pears to decrease from year to year. 

It seems rather illogical that there 
should be such differences of opin- 
ion between the three factors in this 
industry, since the natural desire of 
each is to sell as much as possible 
and to maintain the prestige of the 
established system. 

But while retailers thoroughly be- 
lieve in the value of competitive 
items, their primary interest is in 
such a solution of the problem as 
will give them reasonable compen- 
sation for the service they render, 
and they are perfectly willing to con- 
sider and utilize any plan that may 
be suggested to that end. 

In the absence of any such plan, 
it is a matter of more or less com- 
mon knowledge, as wholesalers well 
know, that many retailers are giving 
less and less attention to the han- 
dling of a line so fraught with com- 
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MARK LYONS 
McGowin-Lyons 
Hdw. & Supply Co. 


petitive difficulties as to be wholly 
unprofitable, and with little incentive 
to continue its handling. 

Of course everyone is pretty well 
informed as to the propaganda 
which has been projected during the 
past year for the promotion of con- 
sumer co-operatives, and the fact 
that these ventures have had con- 
siderable support from both Federal 
and state governments. 

Certain of the states have passed 
legislation requiring the teaching of 
the co-operative theory in state sup- 
ported colleges and universities, high 
schools and even in the seventh and 
eighth grades; and it was only a 
few weeks ago that the governor of 


Buhrman-Pharr 
Hdw. Co. Hdw. & Supply Co. 





F. E. PHARR J. L. PITTS 


Brown-Roberts 


one of our states, speaking to a con- 
vention of hardware retailers, plain- 
ly stated he believed in, and would 
use every means at his command to 
promote the co-operative idea. 

At the same time, we recognize 
that groups of individuals, co- 
operatives and others, have just as 
much right to go into business as 
has an individual, retailer or whole- 
saler. There can be no question 
whatever about that, but we as busi- 
ness men do have the right to object 
to the use of our tax money for 
promotion and subsidy purposes, 
and to insist that co-operatives shall 
have no tax exemption not granted 
to other lines of business. 


Honored by the Old Guard 


At their annual dinner at Gallato- 
ries’ Restaurant, New Orleans, La., 
the Old Guard on Tuesday, April 20, 
1937, elected Mr. Stone an honorary 
member for life. He is vice-president 
of The Stanley Works and a past 





T. W. McALLISTER 
Editor, Southern Hardware The Stanley Works 





J. E. STONE 


president of the American Hardware 
Manufacturers’ Association. Messrs. 
McAllister and Heale were elected 
on the same occasion as associate 
members of the Old Guard. 





CHARLES J. HEALE 
Editor, Hardware Age 
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to your customers in smaller towns. 
We are not able to take a list of the 
hardware to be used in every house 
going up; I think it is almost im- 
perative for us to perform a service 
of that kind for our customers, 
though. Particularly to our retail- 
ers who will sell a great deal of 
that class of material, and in some 
cases almost 100 per cent goes 
through channels other than hard- 
ware dealers. That is because our 
hardware dealer does not recognize 
his responsibility and his whole- 
saler does not recognize his respon- 
sibility; yet the house builder will 
not be denied the builders hardware 
necessary and he purchases through 
another channel wherein we as 
wholesaler, nor you as retailer, reap 
no benefit. Don’t overlook that class 
of merchandise that should and 
formerly did go through the hard- 
ware channel, and now goes through 
other channels. That should remain 
with us. 

Another item which is of great 
importance to us is the so-called 


+ houseware items. Of course the old 
pot is still used, but the women are 


the purchasers and they purchase 


‘ that class of material, but remem- 
ber they are prone to a style. The 


matter of cost does not seem to deter 
them from buying the least used of 
items. They want colored enamels. 
stainless steel and all ‘kinds of elec- 
trical appliances, and all that is 
new to us, but those of us who do 
not recognize this trend to purchas- 
ing high grade merchandise of this 


character are overlooking a very 
profitable and very substantial part 
of our business. 

The last function that we are 
called upon to perform is that we 
must not only provide for the neces- 
sary credit to our customers and 
provide the necessary place to do 
business and carry the necessary 
stock, but we must also provide any 
reasonable service that the retailer 
might ask for. This word “service” 
is a very elastic word, and to my 
mind it has been greatly abused, 
but at the same time whether we 
like the word or not, it is incum- 
bent upon us to assist those who 
need assistance and give them a rea- 
sonable service to get their material 
properly into the hands of his cus- 
tomers. 

The most important man of the 
three is the retailer. He is probably 
more responsible for getting goods 
into the hands of the public than 
either the wholesaler or manufac- 
turer. He is the only way we can 
get the material into the home or the 
farm. His responsibility is great. 
He must have, above everything else, 
an attractive place to do business 
in an easily accessible place. I 
realize as towns get larger that such 
things as drug stores and shoe 
stores bid higher than hardware 
stores do for locations. We cannot 
hope to compete with them for the 
best corner in town; nor do we have 
to get on a far back street. Fix up 
a little. My experience has been 
that if you get it too highly attrac- 





Heads Texas 
Ass'n Delegation 





O. H. MANN 


General Manager, Higginbotham- 
Pearlstone Hardware Co., Dallas, 
Texas, and president of the Texas 
Hardware Jobbers’ Association, head- 
ed a delegation of Texas hardware 
jobbing executives of that associa- 
tion who represented 24 Texas firms. 
On behalf of the Texas group, Mr. 
Mann invited all hardware men to 
his association's convention in Gal- 
veston, Texas, June 14 to 16, 1937, at 
the Galvev and Bucaneer Hotels. 





tive, you crowd out a certain class 
of trade which has always been the 
bread and butter for our business. 
You can get a store a little too at- 
tractive to entice customers to come 
in. I have had experience in all 
types. of stores and my persenal 
choice .is the happy medium store. 
It will bring in the women and also 
(Continued on page 134) 
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LESLIE M.STRATTON EDMUND ORGILL 
Stratton-Warren Virginia-Carolina Orgill Bros. Co. 
Hdwe Co. Retires from 

Advisory Committee Retires from Executive Committee 
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@ ‘Unfortunately the term 
‘enamel’ is used fora great many 
finishes. Paints, lacquers, and 
all sorts of vegetable com- 
pounds, some of which are 
baked on steel at about the same 
heat you use to bake biscuits. 

“But this is porcelain enamel. 
And porcelain is a mineral sub- 
stance—like glass, fired in a fur- 
nace having 1550 degree heat. 


tend 
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“And there is no more chance 
for your porcelain enameled ap- 
pliance becoming scratched, dulled, marred, _It is absolutely fadeless; its beautyeverlasting. 
or losing its lustre than with your plate glass “Porcelain enamel is the sterling quality 
mitror. Porcelain enamel is flint hard. Itisas finish. It always gives you two things: a life- 
non-absorbent asa glasstumbler;assanitaryas time of service, and a lifetime of pride and 


aclean saucer—all with the strength of steel. _ satisfaction.” 


Write, now, for free copy of valuable book (brand new): 
"Selling Poin's for Household Appliances” 


EDUCATIONAL BUREAU 4 PORCELAIN ‘ 
PORCELAIN ENAMEL INSTITUTE, Inc. ENAMEL 17 
612 North Michigan Avenue, Chicago nd 4 


PORCELAIN ENAMEL 44 
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Federal Legislation Affecting 


Business 


By ARTHUR B. GUNNARSON* 


Domestic Distribution Department, 


Chamber of 


Commerce of the United States, Analyzes Federal 
Legislative Efforts to Exercise Control Over Prices 
and Business Practices Giving Particular Attention 
to the Robinson-Patman Law and the Growth of 
Governmental Operating Costs and Higher Taxation 
Faced by Business. Addresses Wednesday Morning 


Joint Session. 


N the last analysis, practically 
all legislation enacted in Wash- 
ington affects business to a 
greater or lesser degree, so that a 


*Mr. Gunnarson took Henry P 
Fowler's place on the program as 
originally arranged but handled the 
same subject in his discussion. 


discussion of the whole field of leg- 
islation would be rather confusing. 
To hold the discussion to a rather 
narrow scope, I have chosen the gen- 
eral subject of prices and the rela- 
tion of legislation to prices. This 
is a broad subject, of course, and 
I will touch only on some of the 
legislative developments which have 


ARTHUR B. GUNNARSON 


had something to do with prices or 
price-making. 

The legislative enactment that 
first comes to mind is the Robinson- 
Patman Act. As you all know, the 
Act is an amendment to the Clayton 
Act and is intended to give equality 
to all customers similarly situated. 

(Continued on page 144) 


In the foreground is Jackson Square in the center of which stands the Jackson Monument unveiled in 1856. Build- 


ings from left to right: Cabildo, the scene of the transfer of Louisiana from Spain to France and 


from France to the 


United States in 1803; St. Louis Cathedral built in 1794; Presbytery, used originally by the Cathedral priests; Pont- 


alba Apartment, oldest in the country. 
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— [oda Paint Market 


demands Quality Paints 





There never was a day when inferior paint was either desirable or profitable to anyone. But, in 
today’s market, with surfaces so naked of paint and so porous that they soak up inferior paint like 
a blotter, quality paint is the only paint a man can sell, and sleep at nights. 


Plenty of pure lead—of pure zinc—of pure linseed oil—plenty of other gogd ingredients in every 
kind of exterior and interior finish is vital to good work, good business and good profits in 1937. 


In other words, 1937 is a year and a market made to order for Martin-Senour Quality Paint Prod- 
ucts and for the dealer who will stock them and advertise them aggressively. 


Write for the Martin-Senour Prospectus for 1937. It’s a vivid picture story of the new Martin-Senour 
proposition. The Line that will take many a smart dealer to the top in 1937. 


THE MARTIN-SENOUR CO. 


2520 Quarry Street, Chicago, Illinois 


MARTIN-SENOUR 
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Business? 


Tool prices—Increased costs 
are effecting many changes in tools 
of various makes and kinds. Still- 
son pattern pipe wrenches~ were 
marked up on April 26th 20 per 
cent in the discount, and lists on the 
larger sizes have been advanced to 
a new schedule as follows: 


CN PTT List $9.50 each 
SEs ceccsccsceses List 20.00 each 
CS PPE ery. ee List 30.00 each 


Hand saw lines, with the exception 
of a few miscellaneous items, were 
raised 5 to 10 per cent on May 1. 
Leading makers of chisels have ad- 
vanced prices about 5 per cent, and 
pliers and steel squares have been 
advanced approximately 10 per cent. 
A general mark-up of about 10 per 
cent on the Stanley Rule & Level 
line has been announced, and a simi- 
lar increase has been put out by 
Millers Falls Co. and the Lufkin 
Rule Co. New prices will be in ef- 
fect May 15 on twist drills, with ad- 
vances ranging from 5 per cent on 
straight shank high speed drills, to 
16 per cent on regular carbon drills, 
and about 25 per cent on black- 
smiths’ drills. A mark-up of 10 per 
cent is effective May 10 on Clark’s 
pattern expansive bits. A. C. Williams 
Co. has withdrawn prices on all its 
hardware items, with new quotation 
sheets now in preparation. The Her- 
brand Corp. put out complete new 
price schedules on April 15. 
& * * 

Heavy tools—Some manufac- 
turers of picks, sledges, wedges, and 
similar heavy tools announced a 10 
per cent increase to be effective May 
1. Leading shovel companies have 
advanced A, B and C grade shovels. 
spades and scoops, approximately 10 
per cent, including all finishes. On 
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ADVANCES BECOMING EFFECTIVE 


Stillson Pattern Pipe Wrenches 
Some Hand Saws. Picks, Sledges, 


etc. 

Leading Makes Chisels. Stanley 
Tools 

Some Makes Pliers, Steel Squares 

Millers Falls Line 

Lufkin Rule Line 

Some Makes and Types Drills 

Clark’s Pattern Expansive Bits 

Some Shovels, Spades, Scoops 

Some Makes and Types Steel 
Anvils 

Tampers, Tamper Handles 

Sasgen Derrick Line 

Flint and Emery Paper 

Some Lines Scythe Stones 

Disston No. 127 Hand Pruners 

Leading Makes Shoe Tools and 
Hand Awls 

Some Makes and Types of Car- 
penters’ Chalks Electrical Ser- 
vice Entrance Fittings 

Some Makes Rifle Cleaning Rods 

Washburn Bright Wire Goods 

Brass Cup and Screw Hooks 

Johnson Gas Burners, etc. 

One Make Folding Furniture. 
One Make Casters, Glides, 
Desk Shoes 


Made-Rite Electric Fans 

Scott Rotary Knife Peach and 
Apple Parers. Wood Jacket Oil 
Cans 

Brass Cuspidors. Oilers 

Chromium Plated Copper Tea- 
kettles 

Some Lines Enamelware. Din- 
nerware 

Dover and Asbestos Laundry 
Sad Iron Sets 

Some Makes Cash and Bond 

xes 
Some Makes Gas Ranges. Stoves 
Retinned Heavy Steel Hotel 


Ware 

One Line Vitrified Hotel China- 
ware 

Popular Priced Silver Plated 
Flatware 

One Make Thermometers 

Leather Palm Gloves 

Some Boss Work Gloves 

Somes Makes Mop Heads 

Duck Grass Catchers 

Asphalt Roofing, etc. 

Certain Bicvcle Tires 

Some Dry Batteries 

Farm and School Bells Hand 


Tool Grinders 


DECLINES BECOMING EFFECTIVE 


Soldering Coppers 


Some Copper Products 


ADVANCES BEING ANTICIPATED 


Ladders. Galvanized Ware 

Leading Makes Screen Doors and 
Window Screens 

Cotton Rope 


alloy steel shovels the mark-up was 
about 14 per cent. Manufacturers 
state that not only higher steel and 
labor, but also the rise in cost of 
handles and their increased overhead 
has forced these changes. A similar 


A. C. Williams Hardware Prod- 
ucts 
Metallic Gas Tubing 


reason is assigned by some makers 
of steel anvils for an advance in their 
lighter anvils of three to 12% per 
cent. No advance was made in sizes 
80 Ib. and heavier. A mark-up of 10 
per cent has been put through on 
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IN COMMON 
PRODUCTS, TOO 


it pays to sell the Best 


Take i 

. soi His for example. They're clean— 

aie ength and gauge. Bright, blued 

Sie Ea Pearson coated. Made from ipa 
-centered heads and sharp points 








Seen the new E 
-Z 
Open Safety Keg? 


A big im 
provement. The i 
ny , , special nai 
ty the top band can be pis 
om out with a claw hammer. Th ‘ 
a" tg rete is easily removed ction 
: oot o i ying splinters froma nahn. 
. No inside nails to ri ‘ 
: ip at han 
a . or clothing. Order your nails 
. ples packed in the E-Z O S fet 
eg. No extra cost. palin 


u-s-s American Wire 
and Peerless Tacks. 
Carefully and accu- 
rately shaped. They 
are clean, sterilized, 
tasteless, odorless- 
Strong, well centered 
heads and sharp points. 


pooR AND 
GATE SPRINGS 


Made of finest special 
steel, which gives the 
permanent resiliency 
door and gate springs 
should have. Baked en- 
amel glossy finish. Jo- 
panned. Hooked ends. 


Ik and drive gates 
plain and ornamen= 
top. Tubular frame, 
galvanized or alu- 
inum painted finish. 
me complete with 
es and hinges for ei- 
wood or steel posts. 


WIRE 


AMERICAN 
STEEL , > 
TENNE ; & WIRE COM 
SSBE COAL, IRON & R.R oy eae 
. -» Birmingham 


BARBED WIRE 


Farmers everywhere 
know U-S-S Americar 
Barbed Wire o% th: 
“good old reliable’ 
Famous for its lon 
life. Six types —' 
meet every requir 


STAPLES 


Staples thet ore 
strictly uniform— 
a type for every 
purpose- These 
staples are clean, 
polished, corefully 
designed to drive 
true and hold fast. 


_ CLOTHES LINE 


Heovily galvanized to 
protect against rust. 
Furnished in 50 to 
100-foot coils. Hollow 
cable, Twisted, Solid, 
Four Strand. Twisted 
and Hollow cable lines 
furnished on reels. 


PRODUCTS 


COLUM 
UNITED ove pte COMPANY, San Francisco 
tL. PRODUCTS CO., New York, Export D 
, Export Distributors 














steel plate, wood-handled tampers 
and on extra tamper handles. 
* * * 

Derricks—Sasgen Derrick Co. 
has notified its trade of an increase 
of about 10 per cent in its prices, 
effective May 15. Recent price in- 
creases are widely affecting building 
materials and equipment, but the in- 
creases in equipment cost have been 
much more moderate than the aver- 
age of commodity advances. Manu- 
facturers realize they have quite a 
handicap to offset, in the high cost 
of building labor, which now stands 
in the way of much new construction. 

* * * 

Abrasive materials—The re- 
cent moderate mark-ups on flint and 
emery paper and cloth leave prices 
still lower than a year ago, and buy- 
ing will hardly experience any inter- 
ruptions at the new levels. Some mak- 
ers of scythe stones have announced 
a 10 per cent advance to be in effect 
May 1. Hand tool grinders are being 
advanced by some companies 5 to 
121% per cent as of the same date. 

* aa * 

Miscellaneous tools—On April 
15, Henry Disston & Sons issued a 
new quotation on No. 127 hand prun- 
ers, at $16.00 per dozen to the retailer 
and $2.00 each to the consumer. 
Leading makers of shoe tools and 
hand awls put out an advance on 
April 19, approximating 15 per cent. 
Edwards Mfg. Co. on April 14 ad- 
vanced resale or list prices on its 


line of shears. 
* * * 


Carpenters’ chalk—Some 
makers of carpenters’ and industrial 


chalk announced increases last 
month, to be in effect May 1. The 
mark-up on white carpenter chalk 
was close to 30 per cent, on colored 
carpenter chalk about 25 per cent, 
and on railroad chalk 20 to 25 per 
cent. Soft white chalk and black 
marking crayons have also been 
raised in price, but there was no 
change on black or colored lumber 
crayons. 
* * * 

Soldering coppers—F ollowing 
the recent recessions in copper 
prices, several makers of soldering 
coppers have issued reductions can- 
celing part of their advances. Other 
copper products which closely fol- 
low the changes in ingot copper have 
been marked down with the recent 
successive market declines. Impor- 
tant items immediately affected, aside 
from sheet copper, have included 
elecrical wires, the last drop in bare 
and magnet wire being 1 cent per 
pound on April 20, and on weather- 
proof wire 34 cents per pound. An- 
other advance has heen made by sev- 


104 


eral manufacturers of electrical ser- 
vice entrance fittings, with increases 
ranging up to 25 per cent. Later 
higher costs of brass and copper 
plated wire have brought correspond- 
ing revisions on rifle-cleaning rods 
from some makers. 
* * ca 

Bright wire goods — Wash- 
burn Co. on April 21 withdrew old 
prices and issued new and higher 
schedules affecting all bright steel 
and brass wire goods, also the plated 
finishes. Brass cup and screw hooks 
were correspondingly marked up, an 
average of about 10 per cent. 

- * * 

Gas furnaces, etc.—A general 
advance has been announced on the 
Johnson line of gas burners and ac- 
cessories, soldering furnaces, etc. 
Leading manufacturers of metallic 
gas tubing have notified jobbers of 
an increase soon to come, but with 
the amount not yet announced. 

a * * 

Gold medal furniture — The 
Gold Medal Folding Furniture Co. 
announced an increase effective May 
1 of approximately 10 per cent, stat- 
ing that when its previous prices 
were established in January, it was 
expected that they would govern for 
the ensuing season. An unexpected 
sharp rise in costs, however, makes 
the additional adjustment necessary. 
The new discount schedule to the 
trade is 45 per cent from catalog 
lists, f.0.b. factory Racine, Wis. Dar- 
nell Corp. issued new discount sheets, 
effective May 1, with advances on 
furniture casters, on industrial and 
institutional casters, and on glides 
and desk shoes. 

* * * 

Lumber products—Few mak- 
ers of wood products have been able 
to cover their material requirements 
sufficiently ahead to avoid advances, 
and new increases are coming 
through at frequent intervals on vari- 
ous woodenware lines. Increases in 
both lumber and labor are expected 


to bring 10 per cent higher prices, 


on ladders to be announced soon. 
Leading companies making screen 
doors and windows screens, whose 
opening prices were slightly ad- 
vanced in February, are feeling the 
pinch of increased costs, and intimate 
that another change may be neces- 
sary before the current season ends. 
* * * 

Housewares—The Made-Rite 
Corp. has published a new schedule 
on electric fans, effective April 15, 
with increases ranging from 10 two 
15 per cent. Sinclair Scott Co. noti- 
fied distributors recently of an in- 
crease of $1.50 per dozen to be in 
effect May 12 on Scott rotary knife 


peach and apple parers. Wood jacket 
oil cans have been advanced approxi- 
mately 10 per cent by some makers. 
Brass cuspidors have taken their sec- 
ond recent advance, this time 5 per 
cent, following a February mark-up 
of 10 per cent. New advances on 
oilers are reported by jobbers to 
average about 10 per cent. Chro- 
mium plated copper teaketiles have 
been increased 714 to 10 per cent, 
and a general mark-up on popular- 
priced enamelware averages 5 to 71 
per cent. Makers of galvanized ware 
have been preparing a further in- 
crease, but no announcement yet has 
been made. The Dover Appliance 
Co. announces increases, effective 
May 10, on Dover and Asbestos laun- 
dry sad iron sets 3% to 12% per 
cent. A general increase was put into 
effect on April 20 by some makers 
of cash and bond: boxes. Following 
other previous advances, additional 
makers are now increasing quota- 
tions about 7144 per cent on gas 
ranges, and several stove manufac- 
turers are advancing 7% to 10 per 
cent. Retinned heavy steel hotel ware 
has been advanced about 10 per cent. 
Seasonal business on floor coverings 
has opened up actively. Present 
prices are considered low, but manu- 
facturers hope it will not be neces- 
sary to make any changes before the 
new patterns are announced. 
* * * 


Dinnerwares—At various re- 
cent dates a number of potteries have 
notified the trade of price increases 
ranging from 10 to 12% per cent, the 
rise applying not only to plain and 
decorated dinnerwares, but to the 
package and packing charges as well. 
One maker of vitrified hotel china- 
ware has announced an increase of 
13 per cent. Some makers of popu- 
lar-priced silver-plated flatware have 
announced increases of 10 per cent, 
and a leading maker of thermome- 
ters has raised several numbers 10 
to 25 per cent. 

* +# * 

Cotton manufacturers—A re- 
cent increase by Boss Mfg. Co. car- 
ries prices up 5 to 10 cents per dozen 
pairs on the cheaper white canton 
flannel gloves, with other mark-ups 
running as high as 75 cents per dozen 
pairs on better quality, leather palm 
gloves. Some makers of mop heads 
have raised prices 2 cents per pound. 
and some manufacturers of duck 
grass catchers have issued some late 
advances. The cotton rope market 
is strong, and while prices are now 
2 to 3 cents per pound higher than 
last year, a further advance during 
this quarter is considered likely. 
Domestic consumption of cotton is 
at the highest levels on record, and 
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MODERN SHINGLES. 


and a modern way ‘o sell them 


Dealers and applicators are finding Barrett Broad Shadow 


Shingles and the Barrett Broad Shadow sound-slide film a prize- 
winning combination for closing profitable roofing sales. 

The shingles themselves with their built-in shadow band (an 
exclusive Barrett feature) are so good-looking they’re hard to 
resist. And the sound-slide film is a powerful sales-clincher... 
15 minutes of convincing selling that anyone will find entertain- 
ing as well as instructive. 

Ask your Barrett salesman to tell you all about Barrett Broad 
Shadows. Ask him to show you the film and tell you how you can 
use it in your own sales program ... You’ll agree with a promi- 


nent midwestern roofing applicator who says, ‘‘It’s a knock out!”’ 


THE BARRETT COMPANY 
40 Rector Street, New York, N. Y. 


2800 So. Sacramento Ave., Chicago, Tl. Birmingham, Alabama 
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cotton fabricating mills will be busy 
for four to five months to come with 
specifications now booked. 

* & 

Asphalt roofing—After some 
extensions of the specifying period at 
January prices, leading makers have 
definitely placed increases in effect 
on May 1, covering not only roll roof- 
ing, but individual and strip shingles 
and building felts. Aside from the 
general labor increases, the rise in 
felt costs has affected all mills sharp- 
ly, some dry felt quotations now 
standing at nearly double the cost 
available last fall. The new prices 
on leading roofing sellers include 90 
Ib. slate surfaced rolls at $2.09 per 
square, 75 lb. slate surfaced at $1.88 
per square, and competition talc roof- 
ing in various weights, as follows: 


OF Mhnscrsceecsscaund $0.93 per square 

ere 1.08 per square 

RS a er 1.21 per square 
* * 


Farm bells—Foundries have 
increased prices on farm and school 
bells about 15 per cent, in effect 
May 1. 

* *% * 

Bicycle tires—Some manufac- 
turers have recently put out an added 
advance of 5 to 10 cents per pair. in- 
tended, apparently, to cover late cost 
increases and to finish out the season. 

+ * 

Dry batteries — New higher 
prices are being put out by some 
manufacturers affecting unit cells, 
No. 6 dry cells, and “Hot Shot” mul- 
tiple batteries especially. The aver- 
age increase is reported as about 10 
per cent. 

* * = 

The principal incentive for 
forward buying having been removed 
by the announcements of a continua- 
tion of present steel prices through 
the third quarter, an easier situation 
prevails in the steel market. How- 
ever, incoming business reported by 
some companies is not greatly below 
shipments, comparing favorably with 
the February volume, but less than 
that of March, reported The Iron Age 
in its April 29 issue. 

* * * 

Flood waters at Pittsburgh 
and Wheeling have caused the shut- 
ting down of blast furnaces and steel- 
making furnaces. At Pittsburgh one 
steel plant stopped operations Mon- 
day night, but resumed almost in 
full on Tuesday when the waters had 
receded. In the Wheeling district, 
which suffered most severely in the 
January flood, an open-hearth and 
a bessemer steel plant were shut 
down Tuesday as the crest of the 
flood approached that point. The 
Pittsburgh rate declined onlv two 
points to 92 per cent, but the Wheel- 
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ing rate must be estimated tentative- 
ly for this week at not more than 75 
per cent against 99 per cent last 
week, bringing the rate for the coun- 
try down to 90% per cent. When 
the estimate of 92.3 per cent by the 
American Iron and Steel Institute 
was issued on Monday the flood dan- 
ger had not appeared. Aside from 
flood consequences, which may be 
temporary, no marked change from 
a 90 to 92 per cent operation for the 
industry is looked for during May, 


vat least. 


* * * 
The change from the extreme- 


ly active buying of last month has 
given steel companies a calmer pe- 


-riod in which to appraise prospects 


for the coming months. Granted 
that speculative features of the pres- 


-ent boom have subsided, there is no 


disposition to view the outlook for 


_the remainer of the year with any- 


thing but optimism. Even though 
the high production of the first sev- 
eral months may not be equaled in 
the last half there appears to be an 
expectation of well-sustained de- 
mand. 

* * a” 

With motor car output ap- 
proaching the best records of 1929, 
retail sales are more than keeping 
pace, indicating that high produc- 
tion may continue for some time. 
Tractor and farm implement manu- 
facturers will maintain large output 
for some time. Tin plate production 
continues at 100 per cent, with no 
let-down in sight before October. 

* * * 

A new price list was issued, 
as of April 19, 1937, on Colt-Noark 
products of the Electrical Division, 
Colt’s Patent Fire Arms Mfg. Co., 
Hartford, Conn. Prices in the list 
apply to items histed in Colt-Noark 
Catalog No. 59 and 59S. The new 
list supersedes all previous lists. 

* * + 


Leading manufacturers of 


"brass and copper products recently 


announced new base prices. 
* & # 

Orders booked by Westing- 
house Electric & Mfg. Co., E. Pitts- 
burgh, Pa., for the three months’ 
period ending March 31, 1937, 
amounted to $74,242,584. This total 
is the highest for any quarter on 
record for the company and unfilled 
orders for the same period were the 
highest since 1923. Sales billed for 
the same quarter totaled $46,673,300, 
an increase of 37 per cent over the 
same quarter in 1936. Sales billed 
for the 12 months ended March 31, 
1937, totaled $167.161.051, compared 
with a total of $130.357,033 for the 
same period ending March 31, 1936. 


Norge Division, Borg-Warner 
Corp., Detroit, Mich, reports that the 
all-product first quarter business was 
32 per cent above the same period 
last year. Increases for the period 
by products were: refrigerators, 29 
per cent; washers, 21 per cent; com- 
mercial high sides, 24 per cent; elec- 
tric ranges, 523 per cent; Fine-Air 
furnaces, 571 per cent; oil burners, 
117 per cent. Total unit sales of the 
Borg-Warner household divisions 
represented by Norge were 171,702 
for the first quarter. 

* * * 

Record breaking new “highs” 
are revealed in the latest figures 
showing installed cost of equipment 
being sold by member companies of 
the Air Conditioning Manufactur- 
ers’ Association. March sales were 
greater than those for the best quar- 
ter in 1936, totaling $17,137,870, ac- 
cording to William B. Henderson, 
executive vice-president of the asso- 
ciation. The March total compares 
with $5,531,655 in March, 1936, 
which is an increase of 209.8 per cent. 

* *% * 

Air conditioning—More and 
more the growth of insulation and 
air conditioning is reaching the news 
headlines, and the resulting figures 
are becoming impressive. Installa- 
tions of conditioning units in March 
and during the first quarter broke all 
records for corresponding periods. 
Equipment sold and installed during 
March totaled $17,137,870, an in- 
crease of 209.8 per cent over March. 
1936. Sales for the first quarter 
totaled $31,648,290, a gain of 187.5 
per cent over the first quarter of 
last year. The best previous regular 
quarter on record was the second 
quarter of 1936, with total sales of 
$16,586,170. 

* * * 

Increases in travel — Hard- 
ware stores in many sections are 
profiting by an appeal to the ever- 
increasing travel habit of the public. 
Luggage, optical goods, outing kits, 
special clothing, and a variety of 
sports equipment are shown by many 
stores in an accessible special depart- 
ment, and window displays are set 
to attract the passing tourist. The 
present habit of travel in America 
has set a pace previously unheard of 
anywhere in the world. Business of 
hotels and many restaurants has been 
increased remarkably by the new 
habit of travel, and in this field of 
supply and equipment there is an- 
other great opportunity for the hard- 


ware stores. 
> = = 


Retail sales of household 
washers are advancing at a rate un- 
equalled in the industry’s history. 
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Durability 


is one of the qualities that make 
Rubberset Paint Brushes famous. 
They last longer for the money! 





Vulcanizing for permanence 


Constant shifting around the tray 
assures even and permanent vulcan- 
izing to every part of the brush- 
setting. Rubberset uses only steam 
heat to increase the strength and 
elasticity cf the rubber. 


UBBERSET PAINT BRUSHES that were Mr. Dealer —there are more profits and repeat 
bought 25 years ago—that have been used __ profits in Rubberset Paint Brushes. It’s always 
regularly for a generation—are still doing a bang- _— good business to stick with the leader! 
up job for their owners! Every Rubberset model is : 
built to last a lifetime. Rubberset’s quality Chinese 
bristles don’t wear down —or out. The tough- 
rubber Rubberset setting never relaxes its grip. 
Rubberset ferrules fit snug and solid as long as 
the brush is dipped in a paint pail! 

It saves a painter money to give Rubberset Paint 
Brushes the call over hit-or-miss “set-in-rubber” 
and “vulcanized-in-rubber” imitations of the real 
article. Not only because Rubberset gives longer 
wear and greater value, but because jobs done 
with genuine Rubberset are smoother, neater and 
extra-speedy. 





@ POPULAR RUBBERSET MODEL — This 1106 Ovamaisa favor- 
ite with master painters. One of Rubberset’s Mastercraft 


° ° models, it can’t be beat for workmanship, design or quality 
Insist on Gen uine materials, ease and comfort of handling and durability. 
(rTRADEMARK) 


THE RUBBERSET COMPANY «© ESTABLISHED 1873 * NOW UNDER THE OWNERSHIP OF BRISTOL-MYERS CO. 
56 FERRY ST., NEWARK, N.J. «© 37 SOUTH WABASH AVE., CHICAGO « 1534 SOUTH OLIVE ST., LOS ANGELES 
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Shipments hit an all-time high in 
both March and the first quarter of 
1937, according to figures revealed 
by J. R. Bohnen, secretary of the 
American Washing Machine Manu- 
facturers’ Association. The March 
total was 189,393, compared to 174,- 
835 in September, 1936, and an in- 
crease of 11.28 per cent over March, 
1936. The quarter’s total was 460,- 
681, compared with 445,008 in Feb- 
ruary-April, 1936. Household ironers 
continued their advance, totaling 49,- 
887 for the three months, an increase 
of 7.18 per cent over the same quar- 
ter a year ago. 
* ~ * 

Toys and sports—At the New 
York Toy Fair, manufacturers seem 
to have made quite an effort to keep 
prices down, although they predict 
there will be advances before the end 
of the fall season, due to sharp labor 
and material increases. Future or- 
ders are being placed very liberally 
on sleds and ice sktaes, as dealers 
remember the shortage of the past 
season, and are calling now for 
earlier deliveries. Orders placed for 
future shipment on wheeled vehicles 
have been unusually heavy, due to 
similar experiences of delay last sea- 
son. With the opening of the major 
league baseball schedules, as usual 
there is considerable interest in col- 
lege, school and “sand-lot” baseball. 
Later on there will follow the heavi- 
est demand for softhall equipment. 

* * * 

Rural sales heaviest—Retail 
hardware activity is still on the way 
up, with the expected spring peaks 
not yet reached in most sections. 
Sales in the country communities are 
gaining notably over 1936. Not for 
years have the dealer’s sales been so 
liberal on fencing and netting, tools 
for farm work and repairs, and labor- 
saving equipment for outdoors and 
for the farm home. Advancing prices 
have not been felt so quickly or so 
seriously in the rural communities as 
in the cities. Stores have been slower 
to advance retail prices, and the farm- 
er’s higher income has made “easier 
to take” the rises which have already 
reached him. There is some grum- 
bling from the city worker, who 
notes that his better income is hardly 
keeping pace with the increased cost 
of his necessities, including the food 
products from whose market the 
farmer is deriving his comfortable 
situation. Retail sales betterment, 
nevertheless, is universal, as com- 
pared with last year’s spring attain- 
ments, and percentages are variously 
reported as 8 to 22 per cent ahead. 

+ #2 

Wholesale buying—In their 

buying, but not yet in their selling, 
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hardware wholesalers are easing off. 
And it is only by contrast with the 
stimulated rate of their ordering dur- 
ing February and March, that cur- 
rent purchases are showing a reces- 
sion. The reaction was expected, 
and is probably more normal than 
the feverish buying which accom- 
panied the earlier and sharper price 
advances. Week by week, the sales 
records of the leading jobbers main- 
tain a comfortable increase over last 
spring. With general stocks heavily 
augmented by liberal buying. there 
is still much complaint of shortage 
on a few lines, were factories have 
been busy and slow. In this experi- 
ence of delayed deliveries have been 
included many of hardware’s most 
staple steel lines, notably steel sheets 
and wire, and manufactured prod- 
ucts based upon these. Jobbers re- 


port incoming shipments are still © 


slow on cotton goods, paper and fiber 
manufactures, and some precision 
tool lines. 

*% *% * 

Manufacturers profiting — 
Most of the important industries have 
enough business on hand to feel little 
concern about the recent reactions 
in some of the raw material markets. 
Operations have been profitable, and 
will be more so as backlogs of old- 
priced orders are worked off. Earn- 
ings statements for the first quarter 
now being published show that most 
industries were able to better the 
record of the first months of 1936 by 
a wide margin, particularly those 
catering to the construction field. 
Business Week’s tabulation of fifty 
companies shows a gain of 40 per 
cent. 

* * * 

Farm income — Government 
estimates credit farmers with a cash 
income gain of nearly a half billion 
dollars in the first quarter of this 
year, compared with the similar 1936 
period. The respective totals were 
$1,945,000,000 and $1,520,000,000. 
The sharp increase was caused in 
part by high prices for farm prod- 
ucts, resulting from last summer’s 
drouth, and in part by government 
subsidies. Government benefit pay- 
ments during the quarter exceeded 
$200,000,000 this year, against $16,- 
000,000 in the same period of 1936. 
In March alone, the agricultural ad- 
justment administration sent out 
$111,000,000 in benefit payments, the 
greatest amount in any one month 
since the start of the Federal farm 
subsidies in 1933. 

* * * 

Employment gains—The hir- 
ing of new workers, chiefly in manu- 
factures and the trades, is gaining 


monthly at a rate of 200,000 to 300,- 
000 persons. Applying these gains 
to the latest unemployment figures 
put out by the National Industrial 
Conference Board, would bring a 
present estimate of about 842 mil- 
lions out of work, compared with up- 
ward of 44 millions employed in all 
gainful occupations. Employment 
gains from February, 1936, to Febru- 
ary, 1937, were figured at 17.3 per 
cent, or 1,865,000 persons. 
* * * 

Freight and power showings 
—Freight car-loadings in the April 
17 week remained near their 1937 
peak, at 751,328 cars, due to large 
gains in loadings of ore and of mis- 
cellaneous freight. The week’s traf- 
fic was 17 per cent above the corre- 
sponding week in 1936, and 22.9 per 
cent above the like week in 1935. 
The rise was better than seasonal. 
Electric output, off a little during the 
April 17 week, nevertheless gained 
12.4 per cent above the correspond- 
ing week a year ago. 

* * * 

Building contracts—Contract 
awards for March are reported vari- 
ously at 23 to 49 per cent ahead of 
March, 1936, and residential build- 
ing at 55 to 87 per cent increase. The 
gains this spring, while substantial, 
are disappointing in that building is 
well below 1931 levels, and is reach- 
ing to hardly a third of the dollar 
volume of active pre-depression pe- 
riods. The industry is laboring under 
the burdens of too-high material and 
labor costs, and not much early re- 
lief is in sight. 

* * * 

Commodity prices easing—At 
the end of the April 24 week, market 
prices on the leading commodities 
were reasonably steady, after a pe- 
riod of general reaction from their 
1937 peaks. Foodstuffs have most 
nearly held to their top marks. The 
important metals, other than steel 
had dropped sharply. Copper stood 
at 1414 cents, compared to 17 cents 
top, and 91% cents last year. Lead 
had reacted from 7.60 cents down 
to 5.85—a year ago, 4.45 cents. Zinc 
had dropped from 7.50 to 6.75 cents 
—as against last year’s 4.90 cents. 
Tin stood at 57 cents, compared with 
a top of 665% cents, and last year’s 
mark of 465% cents. Cotton, rubber 
and hides all had lesser reactions, 
and were holding most of their sub- 
stantial gains since the start of the 
rise. Moody’s averaged index of all 
wholesale commodity prices stood on 
April 23 at 212.8 per cent of the 
January 1, 1932, “par”—a drop from 
228.1 per cent attained as a “top” on 
April 5, but comparing with 162.7 
per cent about a year ago. 
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“Springfield” 
ran 
Single Barrel 


-410 Bore 


Selected forged 
steel barrel. Auto- 
matic ejector. Wal- 
nut Stock. 


To retail at 
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STEVENS 
“Springfield” 
Brand 
Double Barrel 


Selected forged 
steel barrels. Mat- 
ted rib. Walnut 
Stock. 


To retail at 


— 


TO A MILLION AND A HALF 
RURAL FAMILIES 


HERE’S an enormous market for good, re- 
liable, low-priced shotguns among rural 
families and city men who prefer to pay 
a limited amount for a hunting arm. 


In this great volume market, Stevens “Springfield” Brand 
Shotguns offer the supremely attractive values that re- 
sult in easy sales, quick turnover, and volume business. 


Weigh the guality of these guns against their extremely 
low prices. “Just what I’ve been looking for,” are the 
words retailers hear over and over again when cus- 
tomers are shown the “94” Single Barrel or the “311” 
Double Gun. 


Reliable . . . strong .. . durable . . . hard-hitting — with 
shooting qualities equal to the highest priced guns — 
these Stevens products are well designed, modern, at- 
tractive in appearance. 


Now they are advertised to a million and a half rural 
and small-town families. As soon as men learn that they 
can get guns with the Stevens Reputation at prices as 
attractive as these, more customers are created for you. 


We suggest you look ahead . . . anticipate your needs 


... and inquire now about prices and deliveries from 
your jobber. 


J. STEVENS ARMS COMPANY 


Division of Savage Arms Corporation 


Dept. L-21, Chicopee Falls, Mass. 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages— New Colors —Catalogs 


Roll-King Skates 


eer 





Has rubber cushions at the “knee- 
action” axles to absorb jars and jolts; 
thick rubber tires; rubber sole and heel 
treads to give firm footing and prevent 
scuffed heels; thick sponge-rubber 
cushion fitted to ankle strap; and 
strong bridge to permit skate to be 
stretched from size 3 to 11 shoe without 
swaying in middle Each wheel has 
18 ball bearings. Skates are built from 
No. 17 gage steel and finished in rust- 
proof cadmium chrome. Metal Special- 
ties Mfe. Co., 3200 Carroll Ave.. Chi- 
cago, Ill. 


Lev-L-Lok Cylinder Lock 





For sidewalk level doors and closure 
covers. Has no projecting parts. En- 
tire lock is bolted under side of door 
and only center hub, housing the key- 
hole, is exposed on outer side. Hub 
can be moved up and down in lock as- 
sembly but is kept flush with hole in 
door by spring, which, the maker states, 
prevents entry of dirt and water and 
tampering. When key, which also 
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serves as a handle, is inserted in key- 
hole, user presses down and gives it a 
quarter turn. This rotates the hub and 
the steel locking arm at the extreme 
bottom, freeing it from its keeper. 
While in this position, key and handle 
combination is held firmly by the lock 
and door can be easily raised. This 
also means door must be relocked be- 
fore the key can be removed. Most of 
lock parts are of rustless die castings 
of zinc alloy. Lovatt & Radcliffe, 
Paterson, N. J. 


Sign-O-Graph 

A mechanically constructed machine 
that prints a complete card in one op- 
eration in one or a combination of 
colors. Maker states it is instantly ad- 
justable to any thickness of card or 
stock and will print on both sides. It 
also prints newspaper cuts, electros, 
half-tones or makes embossed cards. 
Sign-O-Graph Co., 3125 Northwood 
Ave., Toledo, Ohio. 





Washer Display 





For counter or window. In bright 
colors, varnished for permanent bril- 
liance. All four edges are wrapped and 


turned to preserve original trip and 
finished appearance. Furnished with 
easel. Actual washer samples are as- 
sembled on display. This 50th anni- 
versary panel is being offered for 25c. 
to cover postage by the Wrought 
Washer Mfg. Co., 2100 S. Bay St., Mil- 
waukee, Wis. 


Universal Washer 





Has heavy duty triple-vane agitator 
which turns silently on a sturdy bronze 
bearing. A Universal safety switch 
protects motor when strained or over- 
loaded. All controls are chromium 
plated and are placed outside tub, which 
is triple enameled inside’ and out. 
Available with or without pump. 
Wringer is chromium plated and equip- 
ped with clothes guide board, improved 
automatic reversing drain board, and 
instantaneous pressure and emergency 
release. Washing capacity, 8 lbs. 
Landers, Frary & Clark, New Britain. 
Conn. 
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*Farm Journal’s Hardware Dealers 
Survey, covering towns of 10,000 
and less, shows that in three- 
fourths of the stores, farmers buy 
from 50% to 90% of all the hard- 


ware, 
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Atkins takes the short cut .. . the logical route that leads direct to one of the biggest tool 
using markets in America. 
On Farm Journal’s fast moving pages, Atkins’ “teeth that bite” advertisements reach 1,300,000 
or modern farm homes where building activity has reached almost boom proportions with the 
ue heaviest demand for hardware in seven years. 
“ Do they read Atkins’ advertising? Do they buy Atkins’ Silver Steel Saws? Results prove 
_ they do. And they buy their saws and other hardware in the same store patronized by towns- 
+h people.* 
t. Here in Farm Journal an immense hardware market awaits your product ... millions of 
Pp. responsive buyers who will read your advertising message because they read Farm Journal . . . 
- read it with absorbing interest for its terseness, completeness, and the timeliness made possible 
: d ; by 4-Day Writer-to-Reader service. 


FARM JOURNAL 















Pressure Water Softener 








Nalco pressure softener is 8 in. in 
diameter and 18% in. high. Inlet hose 
is four feet long and has special con- 
nection that fits practically all faucets. 
Outlet hose is five feet long and has 
large suction cap for holding hose to 
tub or washer or any smooth surface. 
Weight of softener, approximately 25 
Ibs. Nalcolite is the softening ma- 
terial and it is said not to dissolve; 
softens approximately two gallons per 
minute. Bath shower ring and sham- 
poo spray, standard equipment. $19.80 
f.0.b. factory. National Aluminate Corp., 
6216 W. 66th Place, Chicago. 


Social Security Tag 










Made of nickel silver and measures 
approximately 1% in. long by % in. 
wide. One side is arranged to receive 
account number under the Social 
Security Act, while the other carries 
space for name and address of the 
owner. Offered in dozen or gross quan- 
tities ready for stamping. Independent 
Lock Co., Fitchburg, Mass. 


Salt And Pepper Shakers 





Made of spun-ray aluminum with 
black or red enameled wood bases. 
Holes on top are in the form of and 
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“S” on the salt shakers and a “P” on 
the pepper shakers. Suggested retail 
selling price, 10c. Aluminum Goods 


Mfg. Co., Manitowac, Wis. 





Hanson Hi-Dial Scale 














No. 722 with or without measuring 
rod. For doctors, schools, athletic and 
golf clubs. Has 300 lb. capacity, grad- 
uated by pounds; 10 x 10 in. platform 
with rubber mat insert. Dimensions, 
10 in. wide, 14% in. long and platform 
4% in. high. Dial is 8 in. in diameter 
and 35 in. from floor. Measuring rod is 
of solid brass tubing, measuring up to 
78 in. by one-quarter inch. Chromium 
plated finish. Stock colors are white, 
or green with chromium trim. Special 
colors on special order and extra charge 
are grained mahogany or walnut, black. 
orchid, blue, or ivory. Hanson Scale 
Co., 525 N. Ada St., Chicago. 





Targeteer Air Pistol 


Designed for adults and primarily for 
target shooting. Made of blued heavy 
gage gun steel. In hands of the average 
person, it is accurate at distances up 
to 12 feet and maker states that a 


‘superior marksman will find it depend- 


able at greater distances. It is of the 
automatic type, has 10-inch barrel of 
118 calibre, and holds 150 shot. Maker 
states that special size of shot, makes 
it practically harmless and it may be 
shot at one’s hand without injury. 
Packed in box with 500 shot and two 
types of targets, each of which may be 
set up in the box and used with cover 
of box as a backstop. One target is a 
bull’s-eye which fits into a wire frame. 
The other is a new metal design, pre- 
senting bull’s-eyes which spin, when hit. 
Daisy Mfg. Co., Plymouth, Mich. 





Tacking Device 


For tagging crates, lining box cars, 
installing screening, attaching shade 
cloth to rollers, and other operations 
where tacking into wood is done. De- 





vice carries its own ammunition mucit 
as a paper stapling machine. The three 
main parts are die cast in zinc alloys, 
which the maker states assure greater 
rust resistance. Over 100 tack-staples 
are carried by the unit at once and 
these are offered in various metals and 
sizes for different jobs. Packages of 
5000 refill staples offer opportunity for 
repeat business. The Heller Co., 1791 
E. 36th St., Cleveland, Ohio. 


Automobile Aerial 





This antenna features a stainless steel 
alloy oval shaped rod, which, the maker 
states will not rust or tarnish. Has 
narrow profile and follows contour of 
top at a minimum height to assure 
pleasing lines and performance. At- 
tached by three vacuum rubber suction 
cups of special design. Packed com- 
plete with shielded lead-in wire and 
instructions. Suggested retail selling 
price, $3.95. The Wilson Specialty Mfg. 
Co., 28 S. Jefferson St., Chicago. 





Master Lock Display 
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Features two popular padlocks—the 
Strong Boy No. 22 and Greyhound No. 
99, retailing for 25c. each. Display is 
highly colored and varnished, size 9% 
x 12 in. Furnished free with purchase 
of six of each padlock featured at the 
regular price of the padlocks alone. Dis- 
play has lock-fast easel. Master Lock 
Co., 926 W. Juneau Ave., Milwaukee, 
Wis. 
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fee Hinges 
No. 514 Pressed Steel 
Shelf Brackets 


Ornamental 
Hinges 


WROUGHT STEEL 
EXTRA HEAVY T-HINGE 


Satety Hasps 
Hinge Hasps 
DYevel ame rievelras 


Garage 





PRESSED No. 225 
STEEL SHELF BROAD BUTT 


BRACKET FAST PIN Hardware 


Corner lrons 


Corner Braces 
Barrel Bolts 
Cellar 
Window Sets 


Back Flaps 
bras Hinges 





No. 460 
FLEUR DE LIS PATTERN 
SURFACE HINGE 





No. 250 
Wrought Steel re 1) 
Barrel Bolt if Uns gE JOT 
New England Pattern : 2 


Hardware 


anufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
T. J. MOONEY CHAS. L. LEWIS 
162 N. Clinton St., Chicago, Ill. 703 Market St., San Francisco, Cal. 
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Tucker’s 


“FISH-N-FLOAT” 


Nationally Advertised 





A Sensational Item! 


This patented fishing device has been widely publicized and is rapidly 
becoming standard equipment for artificial bait fishermen. Put on 
a demonstration and sell in your community! Now one can wae 
and fish in deep water. Beats paddling or carrying boat. FISH 
FLOAT comes with innertube permanently installed or with aon 
or lace on cover for easy removal. One can furnish own tube, if 
senieee. gy nae FOLDERS FOR DISTRIBUTION. Write or wire 
or details. 


Sell Peerless Cots 
—and Pads! 


There is much activity now among ‘“‘TRAILERITES”, Tourists, 
Motorists and Campers, who are either ‘‘on their way” or planning 
their trips and outings. Sell them PEERLESS FOLDING FUR- 
NITU RE—chairs, stools, recliners, tables, beach backs, etc., in addi- 
tion to the essential cots and pads. 








No. 3 Cot 
With Pad 


The Peerless No. 3 Folding Cot is a staple number and big seller 
everywhere! Sets up rigidly, stands firmly and adjusts itself to 
uneven ground without discomfort to the occupant; folds quickly 
and easily into a light, compact bundle only 38” long. “Made for 
strenuous use. 

Also sell our cot pads—every new cot purchaser and old 
oat or is a prospect. Extra sales with but little 
effort! 





@ TUCKER FOR TENTS! Seeure Price List! 


Also Sellasa SPARE 


For Everywhere— 
THE TUCKER’'WAY 


Pesides selling and renting TUCK- 
ER’WAYS, the all-wood folding 
chairs, for assembly purposes, put on 
a special promotion to sell this chair 
as a “spare’. Every home, even fur- 
nished apartment, and office should 
have at least one extra chair handy for 
an emergency to save embarrassment. 
The TUCKER’WAYS fold flat, are 
easy to open and close (with ‘the foot) 
and “‘Tuck away’’ in small space. The 
No. 5 Sale of one usually means four or more 
(for bridge, etc.). 











, 


Samples of any items sent responsible firms—to be returned or kept 


* as part of order. 
If you have not received a copy of our 1937 catalog, send for it today. 


TUCKER DUCK 
& RUBBER CO. 


Fort Smith, Arkansas 





















Roadmaster Bicycle 





Has built-in electric horn, built-in 
dual headlight, crowned fenders, new 
truss rods, dual purpose patented lock, 
forged supports and a locking stem 
which maker states keeps handles rigid 
with no distortion on the bar. Designed 
in streamline manner by Onnie Mankki, 
Designers For Industry, Inc., Cleveland. 
Made by Cleveland Welding Co., 117th 
St. and Berea Rd., Cleveland, Ohio. 





Samson Safe-flex Autofan 





Has flexible molded rubber blades, 
which eliminate need for guards and 
wire cages. Maker states it is silent 
in operation. Autofan has mauve finish 
with blades to match. May be easily 
installed on header-board, corner post, 
or steering column of car. Samson- 
United Corp., Rochester, N. Y. 





Streamlined Flashlight 





This Silver Stream spotlight is ultra 
modern in its airflow design, finished in 
brilliant chromium. Has silver-plated 
reflector; focusing head with hidden 
inner threads at barrel end; locking 
three-way switch; shock absorber to 
protect lamps; streamlined end cap 


114 


with hiddém inner construction screw 
threads; Spare bulb holder and extra 
heavy cogtact spring. By removing 
focusing head and setting flashlight end 
cap into open end of head as a base 


’ receptacle, a handy candle light fea- 


ture is revealed. A streamlined counter 
display is furnished free with every 
deal consisting of six of these lights 
and a colorful dispenser packed with 
48 Ray-O-Van armored top unit cells. 
Suggested retail selling price, $1 com- 
plete with two unit cells. Ray-O-Vac 
Co., Madison, Wis. 





Revolving Counter Display 





Free with first purchase of three 
household knife sharpeners, three 
scythestones, and four grinding wheels. 
Total selling price of merchandise on 
display is $6.72; dealers’ cost, $4.39. 
Display is finished in blue. Knife 
sharpeners have red Bakelite handles. 
The Sterling Grinding Wheel Co., 
Tiffin, Ohio. 


Stanley Screw Drivers 





A new complete line of screw drivers 
and hand power bits for use with Phil- 
lips recessed head screws, is being 
made by Stanley. Stanley screw drivers 
for general use and for heavy duty are 
made in four sizes which will drive the 
entire range of Phillips screws and 
bolts. Hand and power driven bits are 
made for use with bit braces and with 
Yankee drivers. Power bits to fit Stan- 
ley, as well as other electric screw 
drivers are included in the line. Stan- 
ley Tools, New Britain, Conn. 





Dog Furnishings 


Catalog No. 37—shows carded dog 
collar assortments; harness; muzzles; 
chains; leads; toys, and dog accessories. 
American Leather Specialties Corp. 
135° W. 17th St., New York City. 


Kitchen Hardware 





This new No. 23PC assortment of 
chromium hardware contains 23 differ- 
ent numbers of modern kitchen hard- 
ware with sufficient variety to cover 
almost every requirement. Only two 
or three pieces of each are included 
in the assortment so that the investment 
will not be too large for the smallest 
dealer. Total retail value, $16.54, 
American Brass Goods Co., Grand Rap- 
ids, Mich. 


*“Gardener’s Friend” Tools 


The Ezykut Folding Sickle utilizes 
razor blades for a cutting edge elimi- 
nating necessity of sharpening or re- 
grinding. Special guard folds down 
over blades when not in use and entire 
sickle folds up compactly. New razor 
blades can be quickly inserted. List 
price, $1.50. The Handy Hose Holder 
directs the hose nozzle in any direction 
at any angle, as a spray or a stream. It 
can be adjusted to any position with- 
out turning off the water or, maker 
states, without getting wet. Finished in 


yy 

green enamel. List price, $1.25. The 
Wonder Weeder, the maker states, 
roots up weeds and turns over earth 
with long, easy stroke. Blade is revers- 
ible, providing small loop for getting 
between single plants and a large loop 
for cultivating rows. List price, $1. The 
Garden Wheel Basket, maker states, is 
light and strong. It carries a standard 
size bushel basket, suitable for plant- 
ing, weeding and harvesting. Has steel 
frame built on the principle of a 
wheelbarrow and 12-in. rubber - tired 
wheel. Finished in light green. List 
price, $9.90. The Gardener’s Friend Co., 


division of Cooke-Roberts Corp, 
Orange, Mass. 
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WARREN TOOL CORPORATION 


WARREN, OHIO 
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C,, STOVE 

ZOMC PIPE 

With this year's Spring housecleaning bringing un- 
usual demand for things that “brighten up," women 
everywhere are welcoming Ballonoff Chrome Stove 
Pipe—for it instantly transforms the oldfashioned 
sore spot" of the kitchen into singing cheerfulness. 
Quality made—its brilliance never requires polishing. 
And every sale stirs up others. Don't delay showing 


it—feature it now—and watch the profits roll in. 
Order from your jobber today! 







PAD 


—the smart modern kitchen ac- 
cessory, created by Ballonoff, for 
protecting the tops of stoves and refrigerators from mars, 
scratches and discolorations. Lustrous finished, metal topped, 
asbestos board. Two sizes, 18” x 20” and 16” x 18”, in two 
smart styles, TX (cross-crimped surface) and NS (striped 
surface) at surprisingly low prices. Order a stock today. 


Jobbers: Write or wire us immediately—or get in touch with our 


DISTRIBUTORS 


Universal Appliance Co., 150 Causeway St., Boston 
Faucette-Huston, Chattanooga, Tenn. 
Cusack & Harman, Reliance Bidg., Kansas City, Mo. 
Eastman Products Co., 2000 N. Lamar St., Dallas 
General Sales Corp., San Francisco, Los Angeles 
and Seattle 


BALLONOFF METAL PRODUCTS CO. 
5800 KINSMAN ROAD CLEVELAND, OHIO 
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THE NEED OF A 
NEW LAMP 

CHIMNEN WAS THE 
ONL LURE POTENT 
ENOUGH TO BRING 
ARCH HANDY, 
@\-NEAR- OLD 
HERMIT OF CENTER 
CREEK MICH., OUT OF 
RETIREMENT RECENTLY. 
HE MADE THE 8-MILE 
TRIP TO FAIRMONT SOLELY 
70 REPLACE H/$ BUSTED” CHIMNEY 


















PISTOLS DERIVE THEIR 
NAME FROM THE TOWN 
OF PISTOLA, ITALY, 
WHERE THEY ARE SAID 
To HAVE BEEN INVENTED 


AND FIRST 


SEAMEN CULTIWATED 
FRESH VEGETABLE GARDEKS 
ABOARD THEIR SAILING 
NESSELS IN THE 18305. 
- /N ORDER TO PROVIDE 
FRESH VEGETABLES DL/RIMG 
LONG SEA TRIPS THEY 
PLANTED SMALL GARDEA/S 
ABOARD DECK WHICH 
THRIVED ESPECIALLY WHEK /N 
TROPICAL WATERS — 











A FAUCET IN THE HOME OF JAMES 
F. GWYNN, OF FAIRMONT, W.VA., 
DRIPS HONEY RIGHT ON 
HIS PANCAKES. 
WE BEE-KEEPER. 
DISCOVERED A HOMEY 
SUPPLY BETWEEA/ THE 
KITCHEN WALLS, AID 
INSERTED THE PIPE 
AND FAUCET 
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BIG 
SELLING 
POINTS 





That will make MORE PROFITS for you 
‘ STOP.A.DOR 


Doo-Klip |= 


HANDLE me moang 1 
PREVENTS OUTWARD SLAMS 
GRASS a 
| — 


absorbs shock at 80° to 90°, resists out- 

SHEAR door winds and indoor wall slams. Prevents 

cracked door frames and broken glass door 

panels. .First quality —strength — super 

SOLD ONLY THROUGH | power. Priced amazingly low. Complete 
YOUR JOBBER ready to install 50¢ 


EVER-WARE 


Silent Hydraulic Door Closer 











































Here are eight rea- 
sons why the Doo 
Klip Long Handle 
Grass Shear sells 
faster — with real 
profit in every sale. 
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User stands erect in comfortable, natural position. 
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Light in weight, yet never needs to be lifted or 
carried. 


CHECKS — then CLOSES and LATCHES 


Different from all others. The lowest priced Hydraulic 
Closer on the market. Amazing in performance and Guar- 
anteed. For Screen, Storm and Inside Doors. Fits right 





{ 
2 
3. Easy operation—women and children can use it. 
4. Cuts cleanly—will not mar thinly grown grass— 
5 


gets at difficult places. or left hand doors. All metal parts—no upkeep. Leak- 
: ; proof, rustproof and adjustable to speed. Complete, ready 
« Large unbreakable wheels keep cutting edge at to install—No. !, $2.00-—-No. 2, $3.50 





proper height at all times—rolls easily on rough 


or smooth lawns. | ‘ 
6. Sturdy construction — excellent materials and | G é T T Yo i | S F R J F 





workmanship. 
7 7? : | Boy DEMONSTRATE ON STORE DOORS 
« Patented self - adjusting cadmium - plated steel Yes, sir! One of each of these twins FREE! Get all the facts of 
blades—rust proof and acid proof. FREE OFFER—NOW! TODAY! Don't Wait—season is at hand and 


. : . ‘ : | offer is limited. Use the Coupon—paste on Postcard NOW! 
8. Pinch proof grip on 32 inch beautiful jade green peed cy Seed ee. ee st 


handle—a handsome and practical tool. 


wire or write: 





| 

| 

' | 

For complete information on Doo Klip Long Handle Grass Shears 





ALLIANCE MANUFACTURING (COMPANY 
ALLIANCE, OHIO 
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F. M. SHOFFNER, 
Bolivar, Mo., hardware and 
implement dealer, was re- 
cently congratulated on the 
completion of his fiftieth year 
as a retail hardwareman. 
Early in 1887 he entered the 
employ of Smith & McGuire, 
hardware merchants in Boli- 
var, who later sold the busi- 
ness to Harry L. Cary. On 
January 1, 1898, Mr. Shoffner 
entered business for himself 
and has built up a very active 
business from his modest be- 
ginning as a dealer. Always 
interested in civic affairs, Mr. 
Shoffner has served his town 
as mayor and for years has 
been active in the local 
Chamber of Commerce. He 
has long been an active 
member of both the Western 
Retail Implement & Hard- 
ware Association and the 
Missouri Retail Hardware 
Association. Associated with him in business are his son, 
W. Earl Shoffner, and his wife, Mrs. Shoffner, assisting 
her husband in the office and as a bookkeeper. Among his 
hobbies are his grandchildren and his farms, in which he 
takes a great deal of interest. 


F. M. SHOFFNER 
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HARDWARE AGE 
FIFTY YEAR 


CLUB 


W. W. CLELAND, senior 
member of the retail hardware 
firm of Avery, Cleland Co., 
Knoxville, Iowa, has been a 
hardwareman since Oct. 28, 
1882. He started working as 
a young man in Flagler, Iowa, 
for a general store taking the 
place of a sales clerk who had 
temporarily withdrawn from 
business because of poor 
health. His next activity was 
in a bakery in Knoxville, and 
while working there he ac- 
cepted employment at the 
Woodruff Bros. Hardware Co., 
Knoxville, retaining his bakery 
job also until a new boy was 
found to take his place. For 
twenty-five years he worked for the Woodruff store, in 
which time he blacked many an old time cast iron coal 
heater and many stoves. He also made stove pipes and 





W. W. CLELAND 


' did other work in the Woodruff tin shop. To this day he 


is greatly interested in stoves—considers them one of his 
hobbies, in fact. Twenty-nine years ago he entered busi- 
ness with Frank and Arthur Avery, later being joined by 
Harry Avery in the firm of Avery, Cleland Co. Some 
years before he entered business for himself a friend of- 
fered to set him up in business but Mr. Cleland refused. 
prefering to make his own way. Very active in his church 
he has refused offices and committee appointments be- 
cause of his desire to devote all possible time to his family 
and to his hardware business. One very interesting hobby 
of Mr. Cleland is the collection of rocks for use in deco- 
rating his garden. He has rocks from all parts of the 
United States and from various points in Hawaii. When- 
ever the weather permits he uses much of his leisure time 
to tend to his flowers and his lawn. At the age of 73 
he is very active in business and in addition to his other 
duties and responsibilities in the hardware business he 
does all of the buying for the hardware department of the 
business. His first day in the hardware business proved 
to be a very fascinating one and that fascination still 
grips him in his search for new ideas and ways of serv- 
ing his many customers. 


HARDWARE AGE 
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MAKE CANNING EQUIPMENT 
PROFITS PAY YOUR RENT 


CONSERVO 


IS THE 
SIMPLEST, 
FASTEST* THE ONLY 
CANNER CANNER THAT 


ON THE MARKET CANS ayy COOKS 


Ce ee 
ONE OPERATION 


| 
MORE @ 


THAN - 
IN USE 







. 
i 


AUTOMATIC 






THE ONLY MTT es - 
_« jie HEAVY WATER 


TO CARRY— 
CANNER 
THAT IS Model No. 25 MUDD eU IA MPaLAS 


100°, SAFE! List Price $10.00 


($11.00 West of Denver) Wy Vo ffeae 1 
CANNOT EXPLODE! 


% 


DISCOUNT 















THE ONLY 
CANNER THAT 


WILL NOT 


EXCESSIVELY 
OVER-COOK OR 
EVAPORATE 





95% of the women in your com- 
munity will do home canning this 


CONSERVO WORKS 
EQUALLY WELL 


PAO MIME ii, feature Conservo— nationally 
i ereaedatii@e Known, accepted and best liked 


canning supplies and equipment. 


hina by women everywhere. Order 
THE ONLY CANNER j 
THAT DOES! stock today from your jobber. 
noe | GONSERVO 
FOR OUR 
“CANNING 
HEADQUARTERS Steam 


PLAN” CANNER and COOKER 


Conserves TIME — Conserves FOOD 
— Conserves LABOR — Conserves MONEY 











Manufactured by 


THE SWARTZBAUGH MFG. CO. 
TOLEDO, OHIO, U.S.A. Est. 1884 


Manufacturers of Everhot Electric Roaster-Cookers, Roasterettes, Bucket-tvpe 
Seana, Klenzair Air Washing Fans, and Everhot Alr-flow Circulating 
eaters. 


CONSERVO TIME’S AT HAND AGAIN! 


year. Here is a vast merket for |. 


Factory & General Offices 





EXTRA PROFITS 


FROM PAINTS! 





* 


HE one big thing that has always 

been lacking in the paint indus- 
try is a sound merchandising plan. A 
plan that would ensure profits for 
wholesaler and retailer. 


Woolsey now offers you that oppor- 
tunity. This new plan works dis- 
tribution through selected wholesale 
and retail trade channels. You will 
find no factory-owned retail stores 
competing with you for profit. This 
plan also includes additional dealer 
helps to further increase your sales 
of this reputable 84-year-old paint 
manufacturer’s line. 


Be the first in your locality to take ad- 
vantage of this profitable plan. Send 
for our representative to discuss your 
paint problems and requirements. 























C. A. WOOLSEY 


PAINT & COLOR CO. 


Warehouses 


Houston, Tex. and 
Jacksonville, Fla. 


500 Grand St. 
Jersey City, N. J. 

















~ 














a Replace Horse and Buggy Fans 
) with sun Safe-flex 


ORSE and buggy days are finished in 

the fan business. Dangerous, knife- 
like blades and ugly cages are out. Safe- 
flex, with rubber blades, is a forward step! 
Whenever a revolutionary idea like this 
pops up, nobody ever goes back to old- 
fashioned methods. Like the electric light, 
the self-starter, the electric refrigerator, 
Safe-flex is here to stay. 


Demand last year jumped over all possible 
production. We could fill less than a third 
of our orders! Now we've stepped up 
production . . . plenty. 


NOW! HUGE ADVERTISING CAMPAIGN 


But imagine what's going to happen when 
our smashing, two-fisted advertising gets 
under way. Every important magazine 
will tell its readers the Safe-flex story. 
16,819,323 messages—reaching one out of 
every two families in the U. S.! Also, all 
new displays and promotional helps; de- 
signed to please even the smartest looking 
stores. 


© 1937 






MAKE THIS TEST—THEN DECIDE 
Put a Safe-flex beside any metal blade fan you 
want. Then ask anybody—man, woman or 
child—which they prefer. Ask yourself. Then, 
get bagk of Safe-flex and ride this wave of 
new demand. 





SAMSON SAFE-FLEX AUTO-FANS 
AIR COOLED CARS will soon 
be as popular as air cooled 
movies! Only Safe-flex offers 
big breezepower 
need to air cool; $3.95 


plus the safety of 








rubber blades. Get the extra 10” AC. 
volume this fan eo _6 volt 
model. Cat. No. 987- STANDARD 
Also available for 
Cc. and 25 


THE NEW SENSATION 
Safe-flex ALL-PURPOSE 
it STANDS UP— 

It CLAMPS ON anyplace— 

It PINS UP on walls— 

Nothing ‘hee ‘ike it. $3 -95 ; 

pa A A he, 30% more breeze— Quiet as 2 pussy’s paw 


SAMSON-UNITED CORPORATION, Rochester, New York 


cycle current at 
— higher 
prices, 


T .95 


. No. 990 




















Competitive in price... years 
ahead in beauty... styled to 
capture and hold consumer 
preference. A “‘must’’ for 
every dealer stock. 





HARDWARE AGE 
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PROSPECTS READ HOW LOWE BROTHERS 


ie 
k 
ee 
a 


oe 


Dealers in Lowe Brothers 
products agree that the com- 
bination of Lowe Brothers 
new eye-appealing labels and 
Lowe Brothers aggressive na- 
tional avertising, plus Lowe 
Brothers powerful newspaper 
and point-of-sale advertising 
cooperation, is leading them 
to more and bigger paint sales. 

And no wonder! The most 
beautiful paint labels in the 
industry are creating new pres- 
tige for dealers as well as in- 
creasing the attention value of 


Fr AND PROSPECTS LEARN HOW 
a 2 } LOWE BROTHERS QUALITY PROTECTS 
THEIR PAINTING INVESTMENT 


“PICTORIAL COLOR CHART PROTECTS 
AGAINST “GUESSWORK” COLOR SELECTION 









shelf and display stocks. Lowe 
Brothers Pictorial Color Chart 
has proved its value in pro- 
tecting Home Owners against 
“*guesswork” color selections, 
while Lowe Brothers extra 
margin of quality builds and 
holds customer good-will. 
Why not get full details 
about Lowe Brothers sales- 
producing advertising helps 
and Lowe Brothers profit- 
making dealer franchise? 
Write today to The Lowe 
Brothers Co., Dayton, Ohio. 


Gwe Drothersd 


“PAINTS © VARNISHES 


i> 


MAY 6, 1937 


4 Sin 869 








y; in Quality 


Performance and Price 


Plt 


Cooper is the first manufac- 

turer to put quality into alow 

price mower. e Heavy duty Worcester 
Quiet-Mo DeLuxe cutting unit. e Best 
quality rubber tires. e Easy starting 
1% HP Briggs & Stratton 4-cycle motor. 

e 18” fully adjustable, ball bearing 
reel. Allclutcheseliminated. e Alu- 
minum alloy deck. e Minimum ad- 
justment thru simple and positive 
chain and sprocket takeup. e 
Bright aluminum finish trimmed 

in a brilliantred. @ Ask your 

jobber, or write us for propo- 

sition and complete details. 


COOPER MANUFACTURING CO. 


MARSHALLTOWN, IOWA 
413 South First Avenue 
Rush details of Cooper Clipper Power Mower. 
NAME 
ADDRESS 
JOBBER’S NAME 
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Illustration two-thirds actual size « 
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TheHandiest 
Farm Tool 



























Sells on sight! The stone that 
sharpens mower knife sections 
right in the field without remov- 
ing from the machine — real 
time saving in the busy mowing 
season. 


An All Season Tool, 


the RED HEAD restores sharp 
edges to corn hooks, spades, 
shovels, sod cutters, edge trim- 
mers, hoes, hedge shears and 
the like. 


Better Than a Metal 
File. ‘ ; ; 


for smoothing rough sur- 
faces. Works faster and 
cleaner. Is indispensable on 
dozens of jobs to farmers, 
blacksmiths, machinists and 
automobile repairmen. 


Can’‘t Be Lost — 


Left on the old stone wall. 
resting in the crotch of a 
tree, or dropped in the hay- 
field—it’s flaming red handle 
leads back to it instantly. 


Leader of the 
Most Complete Line 
of Scythestones . . 


"NORTON ABRASIVES | 





Send for illustrated folder showing 
21 varieties of Electric Furnace and 
Natural Stones. It’s FREE. 


BEHR-MANNING:- TROY.N.Y. 


(DIVISION OF NORTON COMPANY) 











Superior Brand netting—identified by the familiar 
rooster poster—is used successfully for countless pur- 
poses. Its even weaving—straight selvage—freedom 
from bags or bulges is illustrated by this tennis court 
installation. 


G. F.Wricut STEEL & Wire Co. 


WORCESTER, MASS., U. S. A. 
New York ~- Atlanta +: Chicago - Los Angeles 
WIRE NETTING WIRE CLOTH WIRE LATH 
CHAIN LINK FENCE WIRE CLOTHESLINES 








YARD and GARDEN TOOLS 
—,  C-K-R 


Trowels, Forks, Weeders 
Hose Reels 

Pruning Shears 

. Hedge & Grass Shears 
Sate ¥ Garden Spades 

> rae Steel Goods 

W'y;) Juvenile Tools 

“Broom Rakes 


HEDGE SHEARS 







A quality line 
of hedge shears 
in different 
grades and sizes. 


A popular, fast 
selling line of 
grass shears of 
three different 
types. 





Your Jobber Can Furnish Full Details, Prices 


SUCCESSORS TO 
F. BR. KOHLBRCOMPANY « CRONE & CARRIER MFG.CO. « J. F. RITTENHOUSE MPG. CO. 











THE C-K-RCO.. 1836 Euclid Ave., Cleveland, 0. 
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ACME 
direction. They not only protect all types of floor coverings, but they 

give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


“ACMES” are a source of continual profit .. . 
velops mass sales. Show the customer how “acmes” work. Roll one 
on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 


NB 








PASITES 


Ball Bearing Casters roll silently, easily, smoothly in any 


a small item that de- 


THE ScHATzZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


w 


BALL BEARING 


(ANSHISEARtS 














Model 860 
LIST PRICE 


$1850 


Complete 
less motor 









Speedy Paint Sprayers 


Professional type with famous Clean Air 

DEALERS: compressor on steel base, pressure feed in- 

. __ ternal mix spray gun with quart aluminum 

Send for price list, cup. List only $18.50—others $5.00—$14.00. 

discounts and details Autopower sprayers $2.60 and up. No cylin- 

on electric and auto- 4&5, pistons or rings to wear out. Sturdy, 
power paint sprayers. efficient, yet low in cost. 


W. R. BROWN CORP. 


5724 Armitage Ave., CHICAGO, ILL. 
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TWO LOW-PRICED ALARM CLOCKS 
OF EXCELLENT QUALITY 
AND STRONG “COUNTER APPEAL”! 


The "Cycle" 
—an electric alarm to 
retail at $1.95! 


Beautiful, realistic walnut-grain 
metal case. Cream and gold- 
color dial, with readily visible 
hands and numerals. Manual 
starting. Height, 4%”. Felt- 
covered base. An _ unheard-of 
price for such a value! 





The "Tick Tock" 


—a spring-wound alarm to 
retail at $1.50! 


Smart, modernistic metal case, in 
choice of rose, ivory, black or 
green. Two-tone gold-color dial, 
polished brass sash. Compensated, 
30-hour movement; top shut-off. A 
remarkable value at $1.50! 


Prices slightly higher on the Pac. Coast 











The above are only a few of the many attractive 
hardware trade items in the New Haven line. Your 
jobber can supply them. Catalog on request. 


THE NEW HAVEN CLOCK CO. 
NEW HAVEN, CONN. 


@ 
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TRIPLEX 
SET SCREWS 





THEY STAY “SET” 


TRIPLEX makes hardened set screws, accu- 
rately formed and threaded, that stand the 
gaff of tightening and stay set. 

Send for samples, catalog and price list. 


THE TRIPLEX SCREW CO. 


5301 GRANT AVE. CLEVELAND 


IPLEX 


COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 





Display Case 





Customers Who Want 
Better Looking Floors 


are Prospects for 


ALABASTINE FLOOR ENAMEL 








LOor 
‘ VAMEI 





It’s a quick drying, free working, self leveling 
enamel, with remarkable covering qualities; very 
durable. Puts a high gloss on wood or concrete 
floors. Made of best materials, and in a manner to 
build up your reputation for selling fine merchandise. 





Unlimited Guarantee for Quality and 
Results. There is a properly formulated 
Alabastine Product for every painting purpose. 











ALABASTINE COMPANY 


GRAND RAPIDS, MICHIGAN 


A Complete Line of Oil Paints, Enamels, Varnishes 
and Water Paint Products 
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TROJAN sranes 


Sell your Blades the Trojan Way 









EALERS over the country have 
doubled their coping and jig saw 
blade sales by displaying this b-au- 
automatic sa on their 
counters. Made o: durabie steel 
and divided into sepa~ate com- 
it holds a bal- 
anced line of saw blades 
‘or every sawing re- 
quirement (wood, metal, 
plastic bone)—ends ail 
ha: d arra ent 
tor stocking blades - —_— 
tains a perpetual stoc' ven- 
tory. It's yours absolutely free with 
your order for the blades listed in the 
Black panel having a resale value of 
$14.50. i your jobber cannot supply you 
order direct. Write for Catalogue. 


Ackermann-Steffan & Co. 
4509 W. Palmer St. Chicago, Illinois 





Bores Any Arc 


of a Circle 





New Uses 


.The Forstner Auger Bit, un- 
_like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a _ true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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SALES CLIMB 


with 
RICH LADDERS 


Your profits from ladder 
sales mount quickly when 
you sell Rich Ladders. You 
can safely recommend 
them as the safest ladders 
built. - 


24 hour delivery service. 


Ask your jobber or write. 


THE RICH PUMP & LADDER CO. 


1028 Depot St. Cincinnati, Ohio 


MOTO-MOWER 


FOR 19 YEARS THE PREFERENCE OF USERS 
OF POWER LAWN MOWERS 


HERE’S A Profitable—NATIONALLY-ADVERTISED 
NATIONALLY-KNOWN LINE of .. . 


LOW-PRICED MOTO-MOWERS 
FOR THE LIVE HARDWARE DEALER 


You can create sales and profit by displaying on your 

floor our hardware line of power lawn mowers— bearing 

a name that for 19 years has been a symbol of power 

mower quality throughout America. Priced to be sold 

in competition with mail order lines. Write for literature 

upon this hardware line of Moto-Mowers and informa- 
tion upon our exclusive deal- 
ership proposition. 


Complete line of larger power 

lawn mowers up to 72” cutting 

width also available. Write 
B for catalog. 


MOTO-BOY MODEL 


A WELL-DESIGNED, RELIABLE $7620 
MOTO-MOWER RETAILING AT — 


THE MOTO-MOWER CO. 


AVE MICHIGAN 





f. 0. b. 
Detroit 


4607 WoopWARD DETROIT 


MAY 6, 1937 








’ Norampress 
Catalogs loom large in 
the sales picture of leading 
U. S. Hardware Jobbers... 
“Norampress specialized 
catalog building experience 
always insures outstanding 
results. Ask for sam- 


ples of typical 
books. 


The NORTH AMERICAN P:... 


Hardware Catalog Specialists 
728 N. Seventh St. Milwaukee, Wis. 








You NEVER SAW AN 
OIL LIKE THIS! 


For clean lubrication around home and 
shop, here’s a new super penetrating 
‘~ oil which runs in and 
will not run out. Pene- 
trates the tightest places 
and then congeals into a 
heavy bodied lubricant 
that lasts longer and lu- 
bricates better than the 
lighter oils. “4 oz. refill- 
able, controlled flow 
oiler; 25¢ list. 


}}._ DOOR- EASE —.|} 


e and for Doors, Windows ©@ drawers 
and other exposed surfaces sell your cus- 
tomers DOOR EASE Stainless Stick Lubri- 
cant. Used like a crayon, stops squeaks and 
sticking, prevents rust and wear. Is water- 
proof and weatherproof. On individual ex- 
planatory card; list 10¢. 

For sale by jobbers everywhere, or send 25¢ 
for both full sized oiler and stick lubricant 
above described. 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 

















EVER SEE THE 
“MISSING” 


LINK? 


We’re not testing your knowl- 
edge of anthropology. We're 
simply calling to your attention 
a very useful “missing”’ Link, 
used for joining or repairing 
heavy-duty Chains. When you 
get down to cases, there’s actu- 
ally nothing “missing’’ from the 
very extensive McKay Chain 
line. Everything’s there —and 
everything’s A-No. 1 in quality 
because of 

“MicKay’s 50 years of 
Knowing how.” 


me Nee 


Me 





ee 


ae (Oe ee See ee ee ee 


oe |) oe / 
Qa? aan? 


dt 


For quality Chain, better han- 
dle the products of... 


McKAY BUILDING 


Qe ae ee ee 
) 


THE McKAY COMPANY 


Formerty U.S. Chain & Forgir 


_ 


f Stock® 
Vand leaeyite with 


UALITY 
Products 


— Continned preference with experienced buyers 
PPREFERENCE= {Poca sy he menee oo shart te cms COAL 
and SERVICE which have established the name of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 


Established 1818 - America’s Oldest Woven Wire Factory- Manufacturer: 
WARE, SLOT, NETTING sd FENCING 
Conn Blue Island, I. Kansas City, Mo. 


New York City 











. 
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TRADE MARK REO. U.S. PAT. OFFICE 


STEEL BYLT LACING 









HAMMER TO 
APPLY IT” 


35 ed gs: +S re) {i- 
ghorP™ apalOB™s og WH. 
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ALLIGATOR ° 




















Its many uses mean 
greater demand—constant 
turnover—more profits... 


“Black Leaf 40” enjoys a great consumer de- 
mand. Its year ’round salability is due to its 
many varied uses. Every person who grows 
flowers or vegetables, raises poultry or live- 
stock or owns shrubs, evergreens or fruit trees 
is a prospect for “Black Leaf 40.” 


WIDELY ADVERTISED 
This year almost 4,000 magazines and newspapers, 
reaching into every corner of the United States and 
Canada, are being used to help send customers to 
you. Cash in on this widespread campaign. Use the 
attractive display material that will be gladly fur- 
nished. You'll find that “Black Leaf 40” is a real 


profit-maker. 
TOBACCO BY-PRODUCTS 


AND CHEMICAL CORPORATION 
INCORPORATED ¢ LOUISVILLE, KY. 
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ORIGINALLY A FRONT PORCH ee. 


When this house was built it had a porch 25’ x 12’ and a living 
room 30’ x 13’. Later the owner enclosed this porch with glass 
and added this space to his living room. Above is a view taken 
from the original living room showing the enclosed porch. At left is 
. the home.This is but one of many ways 

in which glass adds comfort and attractive- 

ness to a home. Sell the architects, 
contractors and home owners of your 
community more CLEARLITE Glass—a fine 
glass for fine homes. Make your 
store Headquarters for 
CLEARLITE Glass. 


Ask Your Jobber 












FOURCO GLASS COMPANY 


ao... o.o.n-men ae WwW VA 





Something Worth Talking About 
When You Sell 


The “Ajax” 





Construction and appearance are strong selling 
points for dealers who stock “Ajax” Spring Pivot 
Hinges. 

The “Ajax” is made of high grade material and 
has been designed with many important features 
which dealers will find worthy of special mention. 
These include an adjustable tension, alignment de- 
vice, hardened steel roller bearing for piston and 
ball-bearings for carrying the weight of the door. 

The reversible bevel side plates present a pleasing 
and neat appearance when applied to the door. 


~-(CHICAGO)— 
SPRING HINGES 


Chicago Spring Hinge Compann. 
CHICAGO NEW YORK 








U.S. A. 
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Make SILVER PROFITS with 
SILVER CLIPPER 


This FREE Display Will Tie-Up Our 
GOOD HOUSEKEEPING ne with your store 


% Your best customers will read about this 
strikingly beautiful new Hanson Silver Clip- 
fer in the August issue of GOOD HOUSE- 
KEEPING—out July 25th, right at the start 
of the canning season. Seize this profit 
orrortunity—send for this FREE 5-color 
tested disclay. Just pay for the six fast-sell- 
ing family scales. You make your full profit. 
The Silver Cliprer sells on sight—Modern- 





Deal No. 2000 





istic silver and b'ack dial—unusual accuracy 
—reasonable price. Retail Priees Zone A Zone B 
Ask your jobber for catalog and prices, ss hey we 
HANSON SCALE COMPANY __, Sevles .;... $1.25 $1.40 
(Est. 1888) Hanson Sil- 
510 N. Ada St.. Chicago ver Clip- - - 
1150 Broadway, New York Two Ne. i37i . 
Hanson Sil- 
aoe Clip- 
ANSON uc . 
FH one Display Stand vite 
Guaranteed 





FAMILY SCALES GOOD "HOUSEKEEPING 


ete) CRN eebids 
BASEBALL EQUIPMENT 
FOR INCREASED SALES 
AND PROFITS 


Write for Catal, 
THE P GOLDSMITH SONS INC. 


CINCINNATI, O. 


JOHN AND FINDLAY STS., 
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INDEPENDENT 
RETAILERS! 


Here is your 


W, 





START THE CUT ON 
THE FIRST STROKE 
THESE FINE TEETH AT ANY ANGLE 


MILFORD 


FLEXIBLE 
the DUPLEX Hack Saw Blade 
with EASY STARTING TEETH 


The only hack saw blades sold 
to Jobbers under a definite 
published Sales Policy, the 
faithful performance of which 
is guaranteed by a Legal Con- 
tract. We do not sell chain 
stores or mail order houses. 


Ask your jobber for 


MILFORD 
FLEXIBLE DUPLEX 
HACK SAW BLADES 


Obtainable also in 


HYGRADE srano 
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President Thompson’s Address 


(Continued from page 68) 


are marked by continuous turmoil. 
The financial policies of the Ad- 
ministration have already laid the 
basis for a major economic expan- 
sion. Unhampered, industrial pro- 
duction undoubtedly could be de- 
pended upon to meet increasing de- 
mands without undue price ad- 
vances. If, however, costs are to 
be repeatedly raised, stability of the 
price level becomes unattainable. In 
his own long-range interest, there 
rests upon the individual manufac- 
turer an obligation to know that his 
price advances are intelligent and 
not in excess of justified require- 
ments, for every price advance re- 
duces purchasing power. 

In normal times there is a bal- 
ance of power between labor and 
management which constitutes the 
foundation of sound industrial rela- 
tions. This balance of power has 
been disrupted. Labor has not al- 
ways used its newly won position 
with moderation. In many instances 
it has gone beyond reason in its 
methods and demands, and even be- 
yond the plans of its leaders. Nor 
have some employers been above re- 
proach. The situation clearly calls 
for reestablishment and_ equilib- 
rium. 

If the present intolerable situa- 
tion continues, the public will in- 
evitably demand regulatory legis- 
lation to the extent possible under 
the Constitution. 

With respect to the so-called ju- 
dicial reform projected by the Ad- 
ministration, there is widely felt 
concern and sincere apprehension 
that accomplishment of the Presi- 
dent’s purposes would in reality ter- 
minate American democracy, if 
brought to pass in the manner and 
by the methods demanded. Nothing 


‘human is infallible, but few intelli- 


gent men question the learning of 
the Supreme Court, its composite 
wisdom of experience, or its integ- 
rity. As the direct result of this 
proposal with respect to the judi- 
ciary, various elements have seized 
the opportunity to attempt to break 
down respect for law and the neces- 
sity for order. Of this whole situ- 
ation, Walter Lippmann says in the 
New York Herald Tribune: 

“If Mr. Roosevelt has any friends 
who are able to talk to him frankly, 
they should tell him that in the 
hearts of the people of this coun- 
try there is a deep disquiet. He 
needs to understand that feeling and 
only at his peril will he mistake it 


for the selfish and ignorant oppo- 
sition which he so easily defeated in 
his first administration. This pres- 
ent feeling has arisen only in the 
past two months and it has nothing 
whatever to do with the social re- 
forms to which the President is 
committed. 

“What has happened is that for 
the first time in their experience the 
American people are not sure 
whether the party in control of the 
government respects the law and 
means to enforce it. Two spec- 
tacular events have raised this very 
dangerous doubt. One is the sight 
of a President using his vast influ- 
ence to discredit the Federal courts 
and using the vast power of patron- 
age and party discipline to compel 
a reluctant Congress to give him 
control of the courts. The other 
is the sight of the widespread and 
defiant lawlessness of the sit-down 
strikes provoked and organized by 
the President’s own political allies 
and consented to without protest by 
the President and his spokesmen. 

“These two things are arousing 
feelings which are wholly different 
in kind from those which have ac- 
companied any other issue which 
has been raised since Mr. Roose- 
velt entered the White House. They 
are far deeper than economic issues. 
They are concerned with the basic 
integrity and authority of govern- 
ment itself. And they are not to be 
dismissed with any childish prattle 
about economic royalists and the 
dead and damned Liberty League. 
*&#& He & & 

“The question before the Demo- 
cratic leaders in Congress _ is 
whether they are going to risk the 
consequences of following such per- 
sonal, capricious, and arbitrary 
leadership, or whether they will in- 
sist upon responsible leadership in 
accordance with party pledges and 
the principles of representative gov- 
ernment. 

“If they decide for the latter, they 
can end this political crisis in two 
weeks and revive the rapidly disin- 
tegrating confidence of the people. 
They have only to accept the pro- 
posal to which all the important 
leaders of the opposition are com- 
mitted, that the constitutional issue 
be submitted to the people who 
alone have the right to pass on it. 
ee a ee 

Chairman Eccles of the Board of 
Governors of the Federal Reserve 
System is the first important spokes- 
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A vast market exists for 


LINCOLN 


GREASE GUNS and FITTINGS 


M ORE than 70 leading manufacturers of passenger cars, trucks, trac- 
tors and machinery have standardized on Lincoln Grease Guns 
and Fittings—definitely establishing the merits of this outstanding line. 


A vast market exists for the sale of additional guns and fittings in 
(Above) A few of the powerful Lincoln Kleenseal Guns. the replacement or service fields, and it will pay you to be prepared to 
supply the requirements of your trade. 


Large Tractor Type and Standard Type Lincoln Button Head Fittings 
(Below) Kieenseal and Button Head Fittings are available as weil as Lincoln KLEENSEAL Fittings in all types and sizes are 
in a full range of sizes. now available for resale. 


Lincoln Grease Guns in types to meet every need are also available. 


Ask your nearest Lincoln jobber for details on this complete line, or 
if you do not know who stocks our line in your community—please 
write us. 


LINCOLN ENGINEERING COMPANY 
General Offices: St. Louis, Mo. Factories: St. Louis, Mo. and Detroit, Mich. 


LUBRICATION EQUIPMENT 





Made From One Solid Bar of Steel 


The ABW Solid Shank Shovel equipped with the 
famous ABW Shock Band is unquestionably the 
strongest shovel on the market. Blade, shank and 
socket are forged from one solid bar of steel. 
Added to this is the Shock Band which increases 
the handle strength about 21°. A tough shovel 


for a tough job—any test will convince you. 


ASK YOUR JOBBER 


AMES BALDWIN WYOMING CoO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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TURNER 


CAMP STOVES 
COST LESS 
AND 
GIVE YOU A 
LONGER PROFIT 


You enjoy a longer profit plus a 
positive and quick turn over, when 
merchandising TURNER camp 
stoves. 


(Consult Your Jobber) 


TURNER'S investigation of Camp 
Stove uses resulted in the manu- 
facture of four models. You need 
only these to meet all demands of 
your trade. 

(Consult Your Jobber) 





Number III! 


Advertised in all outduor magazines giving 
—_ customer complete facts. Mechanical 

tures fully described. Shows how pleas- 
= is now a definite part of camp cook- 

© (Consult Your Jobber) 
DEALERS: If your Jobber does not 
supply TURNER Camp Stoves write us 
at once for circulars and dealership. 
JOBBERS: Write for information on the 
sales possibilities of TURNER Camp 
Stoves. A few territories are open for dis- 
tributors of good ne 


Number 1211 


No. 1111—One Burner. This one 
burner stove is ideal for hikers, picnics, 
beach parties when large cooking surface is 
not needed. Folded it is only 10 x 10x 4% 
inches. The No. 1111 has the same sturdy 
construction as the larger TURNER models. 
It is the only one-burner stove made in 
America. 

No. 1211—Two Burner. Both burners 
light instantly and independently. Gener- 
ator tips automatically cleaned each time 
the valves are closed. Electric welded steel 
grate is strong, light and will not warp. 
a with cabinet closed 19% x 104 x 5 
nehes. 
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man for the Administration to rec- 
ognize publicly the dangers inher- 
ent in the current wave of wage and 
price increases. He rightly asserts 
that an increased volume of produc- 
tion is needed to absorb the unem- 
ployed and hold down the level of 
commodity prices, and warns that 
“The upward spiral of wages and 
prices into inflationary price levels 
can be as disastrous as the down- 
ward spiral of deflation.” 

The remedy for the present situ- 
ation Mr. Eccles finds “In vigorous 
Government intervention with all 
the powers at its command to deal 
directly with the causes that might 
endanger the progress of a stable 
and enduring recovery.” One may 
well ask, what are the direct mea- 
sures that the head of the Federal 
Reserve System has in mind. He 
mentions a shift of persons from 
public to private pay-rolls, and 
broader vocational training. He im- 
plies the need for expanding the 
supply of skilled labor. 

Also, Mr. Eccles makes the most 
decisive plea for an immediate bal- 
ancing of the budget yet made by 
an Administration leader. He wants 
not only an equilibrium between in- 
come and expenditures, but also a 
substantial surplus for retirement of 
national debt before the next de- 
pression. A new series of deficits 
while the national debt remains at 
its present enormous size, he rightly 
points out, may precipitate mone- 
tary inflation inevitable during the 
next depression. 

It is true that there has been no 
great expansion of bank loans or se- 
curity issues as yet, so that low in- 
terest rates as such have not been 
responsible for causing higher com- 


f 


modity prices, except perhaps 
psychologically. On the other hand, 
the great expansion that has oc- 
curred in the total of bank depos- 
its during the past four years made 
possible the speedy business recov- 
ery and sharp price increases that 
have occurred, for it furnished the 
needed purchasing power. 

Mr. Eccles deserves united sup- 
port from all elements for his pro- 
gram of checking a new boom 
through balancing the budget, re- 
tiring the national debt and prevent- 
ing the abuses of monopoly power 
either by organized labor or by cap- 
ital. Differences of opinion will 
arise chiefly as regards the empha- 
sis that should be placed upon the 
various elements of this program. 
There is one school of thought which 
holds that low interest rates in- 
volve too much danger of stimu- 
lating a future speculative credit ex- 
pansion that may not be subject 
to control, even though no excesses 
of the kind have yet occurred. How- 
ever, Mr. Eccles himself intimates 
that he may cease to advocate easy 
money policies once the unemploy- 
ment problem has been solved. 

It is regrettable that no present- 
day discussion of business and its 
future is possible without constant 
reference to governmental policies 
and administrative implications. 
Government and business are now 
so interwoven that comment on 
either can no longer be regarded 
as political. Partisanship in the old 
narrow sense has been obliterated. 
Thinking men now differ only in 
sincere belief as to what is best for 
the future of America, and in this 
spirit this address is written. 


New Orleans Entertainment Program Was 
Varied and Embraced Several Special 
Social Features 


HE program arranged for the 

entertainment of the New Or- 
leans Convention was extensive and 
appealingly diversified. The initial 
social occasion was an_ informal 
dance in the Tip-Top Inn, Hotel 
Roosevelt, at the conclusion of the 
joint opening session on Monday 
evening. 

On Tuesday morning a sight-see- 
ing tour for the ladies, in charge of 
a committee including: Edgar J. 
Haas, Evan Edwards, and W. V. Le- 
land, started at the Hotel Roosevelt 
at 11 a.m., and terminated at the 
New Orleans Country Club about 


1 p.m. Luncheon at the Country 


Club was followed by an afternoon 
of bridge. At the latter event mem- 
bers of the committee in charge 
were: J. Herman Hitt, I. H. Stauffer, 
and O. B. Ewing. 

While the ladies were enjoying 
the bridge party on Tuesday after- 
noon, the annual gold tournament 
for the men was in progress at the 
same club. Members of the Golf 
Committee were: I. H. Stauffer, A. 
C. Cade, W. W. French, L. S. Pick- 
up, H. P. Ladds, and R. H. Myers. 
The tournament consisted of eigh- 
teen holes, and suitable prizes were 
awarded for the lowest score with- 
out handicap; lowest score with 
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The ILCO Night Latch No. 240 
is designed to fit narrow door stiles 
without unsightly overhang. Easy 
to install and modern in every 
respect. 


Handsome, streamlined, it offers 
dependable night latch protection. 
The improved type strike allows 
mounting without excessive cut- 
ting of the door jamb. Extra wide 














bolt. Furnished with five-disc tumbler cylinder, patented 


non-spill type, and 3 milled nickel silver keys. Handsomely 

















ILCO KEY 
BLANKS 
See us first. We 


maintain an ex- 
tremely large as- 
sortment at all 
times, and can 
fill orders from 
stock. - 






i 
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BOL OF SUPREME 
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finished in either black wrinkle or 
bronze wrinkle, it is pleasing to the eye. 

Attractive mounted display availa- 
ble with stock orders. Keep ILCO 
Night Latches out where they can be 
seen and get your share of the business. 


INDEPENDENT 


LOCK COMPANY 


Fitchburg, Mass. 


Branches in all Principal Cities 








THERE WILL BE NO VARIANCE 


VERY genuine Russell Jennings 

Auger Bit is sized to micro-accu- 
racy. The sharp lips cut every circle 
exactly the same. If your customers 
prize such accuracy—plus high-carbon 
steel and hand-sharpened, heat treated 
edges, they will respond readily to the 
appeal of the genuine Russell Jennings— 
a bit which for several generations has 
satisfied every need of conscientious 
workmen, skilled or unskilled. 


Not only are Russell Jennings Bits hand- 
crafted tools, but every one is tried out in 
second-growth hickory before shipment, 
to make sure no hidden flaws exist. Yet— 
the slight extra cost for all this over the 
cheapest bit on the market is negligible. 


Your Jobber Can Supply You 


GENUINE 









AUGER BIT 


Manufactured Only By 


THE RUSSELL JENNINGS MFG. CO. 
CHESTER, CONN. 


Gee a 


Three Holes or 300! 
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NICHOLSON 







STORIES 


PICTURES 





Among the many publications which help spread the news 
of Nicholson File quality are Collier's, Time and Life. 

The fast-moving stories and features of Collier's, the 
modern news-reporting of Time and the brilliant picture 
presentations of Life, all attract millions of readers to the 
advertisements of Nicholson Files. 

These leading files are also advertised in magazines cover- ¥ 
ing industrial, farm, lumber, home craftsman and educational | 
markets. 

It pays to stock and push Nicholson Files. Hardware whole- 
salers and mill supply dealers can meet your needs. Nicholson 
File Company, Providence, R. I., U. S. A. 


A FILE FOR EVERY PURPOSE 


PATENTS 


APRODUCT OF THE WORLD'S LARGEST FILE MAKER 
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handicap; second lowest score with- 
out handicap; second lowest score 
with handicap, and lowest putting 
score for the day. Golfing facilities 
were also available to convention 
visitors at the Lakewood, Metairie, 
and Colonial courses. 

At the entertainment in the Tip- 
Top Inn on Tuesday evening, mem- 
bers of the committee in charge 
were: W. J. Stauffer and W. H. 
Marshall. Classical dances were 
presented by the pupils of Mrs. 
Fred A. Wulff, Jr.; Ruth Tibliar’s 
company of artists entertained with 
diverting singing and dancing spe- 
cialties, and a masterful touch of 
humor was provided by the popular 
radio entertainer—Walter Coquille, 
“Mayor of Pom Pom.” The enter- 
tainment was followed by informal 
dancing. 

Tuesday’s social events began 
with a luncheon for the ladies at 
the Patio, in the Old French Quar- 
ter, followed by individual sight- 
seeing trips. On this occasion H. 
A. Taylor and C. S. Haggerty were 
the committee in charge. 

The formal reception and ball 
was held in the Tip-Top Inn on 
Tuesday evening, and members of 
the committee in charge were: 
Henry D. Archer; Hugo Weidmann, 
and O. B. Ewing. 

Special events during the conven- 
tion were a meeting of the Texas 
Wholesale Hardware Assn., on Mon- 
day afternoon at the Hotel Roose- 
velt; the semi-annual meeting of 
the X Club at Galatoire’s Restau- 
rant on Monday evening; the Tues- 
day morning meeting of the Old 
Guard, and that organization’s an- 
nual dinner at Galatoire’s on Tues- 
day evening. 

Members of the Committee of 
Arrangements were: Robert H. 
Baker, president, S.H.J.A., Fones 
Bros. Hardware Co., Little Rock. 
Ark.; T. M. McAllister, secretary, 
S.H.J.A., Southern Hardware, At- 
lanta, Ga.; R. G. Thompson, retir- 
ing president, A.M.H.A., Lufkin 
Rule Co., New York City, and Chas. 
F. Rockwell, secretary, A.M.H.A., 
New York City. 

The Entertainment Committee in- 
cluded: Henry D. Archer, Electric 
Hose & Rubber Co., Wilmington, 
Del.; I. H. and W. J. Stauffer, Stauf- 
fer-Eshleman & Co., Ltd., New Or- 
leans, La.; J. H. Hitt and W. J. 
Marshall, A. Baldwin & Co., Inc., 
New Orleans, La.; Edgar J. Haas, 
Oliver H. Van Horn Co., Inc., New 
Orleans, La.; Hugo Weidmann, Na: 
tional Tube Co., New Orleans, La.; 
O. B. Ewing, The Youngstown Sheet 
& Tube Co., Youngstown, Ohio; R. 
H. Myers, Simonds Saw & Steel Co., 
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Fitchburg, Mass.; C. S. Haggerty, 
E..C. Atkins & Co., New Orleans, 
La.; Evan Edwards, Columbian 
Rope Co., Auburn, N. Y.; Walter 
V. Leland, manufacturers’ represen- 
tative, New Orleans, La., and H. A. 
Taylor, Plymouth Cordage Co., New 
Orleans, La. 

The Ladies’ Reception Committee 
consisted of Mesdames Walter 
Stauffer, I. H. Stauffer, Orville 
Ewing, Tom Patin, W. H. Marsh- 
all, Edgar Haas; Roger Myers, 
Henry D. Archer, Evan Edwards, 
Hugo Weidmann, J. Herman Hitt, 
L. F. Murphy, J. M. Webb, and H. 
J. Neelis. 


Robert H. Givens 


(Continued from page 72) 


around the State of Florida and 
preventing the investment of outside 
capital in the state. That is no 
more than this country is doing ii. 
denying the entry of cheaply manu- 
factured merchandise from Japan. 
The chains come to Florida to offer 
their cheap merchandise in ex- 
change for the wealth of the state. 
They come with their merchandise 
—and in many cases cheap merchan- 
dise, and every time they do that 
they deny our 23,000 independent 
merchants opportunities which they 
should enjoy, and the people we 
call the “middle man” who num- 
bers 150,000 to 200,000, are like- 
wise denied the opportunity to share 
of those profits. We hope to be suc- 
cessful in Florida and that this 
group may help spread the move- 
ment throughout the country. 


International Panel Bodies 





Are attractively streamlined, of large 
capacity, and rigidly constructed for 
safety and long life. Dust shields and 
unsightly long running boards have 
been eliminated. Body side panels 
sweep down to the lower edge of the 
fenders on a line with the short running 
boards. Truck models include sizes 
and types to meet every practical need. 
There are 26 models, ranging from half- 
ton units to the biggest six-wheeler with 
a gross vehicle rating of 62,000 pounds. 
International Harvester Co., 606 S. 
Michigan Ave., Chicago. 
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BLACK DIAMOND 


FASTER FILING 


GREATER 
UNIFORMITY 





LOWER 
FILE COST 








Black Diamond Files win by a wide margin on the three basic 
counts that determine a file's value—and this wide margin 
of superiority is advertised to your customers in the metal 
working trades, the industrial, woodworking,-farm and lumber 
markets. 

Black Diamond Files cut faster. In a recent test, Black Dia- 
mond Files completed thirty units of work while another brand 
was finishing twenty. 

And the performance of Black Diamond Files is more uni- 
form. Tests show the line charting their work right up against 
the line of absolute uniformity. 

Black Diamond Files cost less to use. In one case another 
brand cost 46.9% more to use than Black Diamond Files. 

Let this combination increase your file sales. Stock the Black 
Diamond Brand. At hardware wholesalers’ and mill supply 
dealers’. Nicholson File Company, Providence, R. I., U.S. A. 


renons SINCE 1863 THE STANDARD OF QUALITY 


A PRODUCT OF THE WORLD'S LARGEST FILE MAKER 
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NO-THALT FANS 


“The Finest Fans Ever Built” 









22 INCH 


28 INCH 
CEILING MODEL 
ALSO SHELF 
MODELS IN 

















ERE’S a fan line 

that sells itself. 
Cool, refreshing breezes 
without drafts or blasts. 
Satisfying relief from 
sizzling heat—withsafety. 
Only Victor Fans are 
equipped with “’Breeze- 
Spreader” which dif- 
fuses instead of concen- 
trates the air stream. Tie 
aaa this “different” 


ACOMPLETELINE 
All Sizes... All Types 


Whatever the cooling 
requirement, from an 8 
in. bedroom fan to a 
super-powerful 23 in. air 


BOTH SIZES circulator, there’sanum- 

ber in the Victor Line 

VICTOR TORNADO = —_ ~" bill. 
utstanding perform- 

HIGH VELOCITY FANS ance, definite mechanical 
superiority and many un- 

usual convenience fea- 

tures —advertising and 

sentencing ——— 

plus a generous profit 

it’ v4 \ \™ margin aresound reasons 
ERNEAD T for pushing Victor Fans. 
OE NOLING Cosvs, «ASK - YOUR JOBBER 


NEW CATALOG FREE! 


Investigate the Victor proposition before 
deci on any fan line. Learn why it is 
different—more profitable, and takes you 
out of price competition. 
the facts in the new Victor catalog. Write 


y for your copy. 


You'll find all 





Shannon Crandall’s Address 


(Continued from page 98) 


the man who wears overalls, and 
he is a very important part of the 
consumers of the stuff we have to 
sell. 

A certain amount of display must 
be used. We must use window dress- 
ing; change often; copy from the 
chains and use display tables. The 
chain puts its merchandise out where 
the people can handle it, and such 
things beget consumption. Often 
we go in a store with the idea of 
buying just one thing, and when we 
see something else attractive, we 
pick it up and finger it, and we buy 
it whether we need it or not. And 
that is particularly true of women 
buyers. It seems to give them a 
desire to own it when they can fin- 
ger it, and it will increase your 
sales very considerably by properly 
displaying your goods in an attrac- 
tive and enticing manner. 

There are certain advantages that 
we have learned from the previous 
speakers here, and there are cer- 
tainly advantages that we have over 
the chains, just as they have advan- 
tages over us. I take it that it is the 
duty of the retailer to supply a 
delivery system to his customers. It 
is also his duty to extend a rea- 
sonable amount of credit in his dis- 
trict. Those are things that the 
chains are loath to do. Also the 
chains—and I mean in their hard- 
ware departments—-they confine 
their merchandise to small and 
staple items and anything a little 
off in size or odd in shape, the 
chances are they, themselves, refer 
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their customers to the nearest hard- 
ware store. Now after the customer 
has been referred a few times to the 
hardware store and finds that their 
merchandise is no different, he com- 
mences to come direct to your store 
instead of first going to the chain. 
And the same is true of the haber- 
dasher and others who are in com- 
petition with the chains. 

It is a little method of advertis- 
ing to have a few things that are 
slow sellers and it might look costly 
to have a piece of merchandise on 
your shelf for six months or a year, 
but if it is drawing a reasonable 
amount of profit it is a worthwhile 
investment, even if you sell it only 
occasionally, and it is good adver- 
tising for you. 

Now as to direct advertising, it 
is up to the retailer to do a reason- 
able amount of advertising. You 
know a few years ago our hardware 
dealers did no advertising of any 
character. They simply sat in the 
store and waited for the customer. 
I don’t think that method can be 
successfully operated in our towns 
and cities at the present time. 1 
think we should bring ourselves to 
the attention of those who are the 
consuming public, either with news- 
papers or billboards or handbills, or 
some form of advertising that will 
let people know we are in business, 
where we are located and that we 
have attractive and good merchan- 
dise to sell them at fair and reason- 
able prices. 

The retailer should also join his 
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VICTOR ELECTRIC PRODUCTS, INC. 


122 Reading Road Cincinnati, Ohio 
MAKERS OF VICTOR VENTILATING FANS 
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The famous duelling oaks in City Park, New Orleans, La. More than 300 
years old, they were the silent witnesses to many duels. 
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“There you are, Jimmy—a 
genuine Perfection wick, the 
only kind that should ever be 
used in Perfection oil stoves.” 








* 


: a MOTHER bought a good stove. 
She has a right to the satisfaction Perfection 
stoves can give. That's what Perfection’s big 
advertising campaign is telling hardware and 
furniture dealers’ customers—in more than 
eighty-two million messages! 


“NOTICE: Only genuine Perfection-made 
wicks, identified by the red triangle trade 
mark and the word ‘PERFECTION’ give 
best results with all Perfection stoves.” 


Dealers who annoy good customers who have 
bought Perfection oil stoves by selling them 
misfit, “just-as-good” wicks, are hurting their own 
business. The way to keep good 
will is to sell only Perfection 





wicks for Perfection oil stoves. 


PERFECTION 
STOVE COMPANY 
7840-B Platt Avenue e Cleveland, Ohio 
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fue SPEEDODLITE hacrmne 


-MAIL COUPON TODAY-- 


LINCOLN-SCHLUETER FLOOR MACHINERY CO. 









SANDING 


Increased MY SALES 


*1,000.°2 nz MontHs 


WRITES ENTHUSIASTIC DEALER 











RESULTS On MACHINE RENTALS 
THAT AWAIT NCAA PROFITS 072 
ONLY YOUR FLOOR FINISHING MATERIALS 
ron EEA 


















The Experience of Thousands of 
dealers proves that thin sensa- 
tional Sander ix THE GREA'TEST 
MERCHANDISER of FLOOR FIN- 
ISHING MATERIALS ever devel- 
oped. Actual sales records show 
that material xanlex equal or ex- 
ceed rental earnings. 


YOU CAN'T FAIL TO MAKE 
BIG MONEY 


The Speed-O-Lite offers you the 
profit-making chance of a life- 
time. There will never be a greater 
opportunity. Take advantage of 
this positive source of 
additional income. Re- 
modeling and new 
building jobs are creat- 
ing a big demand—in 
the next few months 
thousands of floors will 
be refinished — many 
right in your commu- 
nity. With a Speed-O- 
Lite Sander on your floor and our sure-fire FREE 
Advertising Material behind you, you cannot miss! 


ANYONE CAN RUN IT “Ocrerienc 


REQUIRED @ @ 


“So easy and simple is this FASTEST CUTTING, 
CLEANEST-OPERATING §sander.“Light weight 
(weighs only 80 lbs.)“Oné man can carry it up or 
down stairs.“Easily transported in a_ car.~ Works 
right up to the quarter-round.“ Picks up all dirt and 
dust. Leaves a ballroom finish on any floor. Fully 
guaranteed for one year, including heavy-duty, burn- 
out-proof motor. Ball-bearing equipped throughout. 
You make your store a headquarters for carpenters, 
painters and decorators when you 
feature a SPEED-O-LITE. Make this 
tA YOUR Biggest Profit year—feature 
n the SPEED-O-LITE. 
FOR 
INCLUDING 


SPECIAL OFFER! 
MOTOR 


NO DIRT 
NO DUST 
NO MUSS 


Let us send you a Speed-O-Lite to try for 
five days—at our expense. Examine its new 
features — compare its results — check its 
sturdy, trouble-free construction. See for 
yourself why dealers everywhere are switching 
to Speed-O-Lite. Use the convenient coupon 
below. 





212 W. Grand Ave., Chicago, Illinois 
Please send full details of your 5-day FREE Trial SPEED-O- . 
LITE Offer. Also complete information on your Merchan- 
dising Plan for Dealers. 


EE 0:0 Sipe dba 4,010 bs 00.0. 0:6:6.0:0.0'6.006.0.000:640.6000.000.66 
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Here is a brand new drill and a brand new oppor- 
tunity for sales to men who demand top quality. 
It is a handsome tool, with performance equal to 
its fine appearance. 


The No. 666 Breast Drill has two speeds, readily changed; 
ratios, 7% to 1 and 2% to 1. Gears are precision-machined 
from solid steel blanks and are completely enclosed. Frame 
is highly polished aluminum. Breastplate, also of alumi- 
num, is finished in ebony and red enamel. Hardwood han- 
dles are mahogany lacquered. Ball thrust spindle bearing 
ensures smooth, easy-running .action. Steel chuck holds 
three hardened jaws actuated by protected springs. 


Capacity, 0 to 14” round shank drill; overall length, 191%" : 
weight, 414 lbs. ; and its list price is only $7.90. 


For details on the complete line of drills and other Millers 
Falls fine tools, write for Catalog 41. 


MILLERS FALLS COMPANY 


MILLERS FALLS 
TOOLS 






Greenfield Massachusetts 
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town service clubs and his chamber 
of commerce or merchants’ associa- 
tion. He must bring himself to the 
attention of those engaged in other 
lines of business. He need not be 
a back-slapper or anything of that 
kind, but his personality must make 
itself felt in his community and it 
will bring him a great deal of busi- 
ness. All those are advantages he 
has over the chains, and irrespective 
of how the chain attempts to fall 
into our local ways, it is my experi- 
ence that a good manager is not 
permitted to linger but is moved to 
a big city and big store, and it is a 
great advantage that we have grown 
up in the community and belong to 
the village church and village lodge; 
that we mix with our fellow men. I 
think that is an advantage that 
should not be overlooked in bring- 
ing our merchandise to the people 
we want to serve. 

As far as the chains go, I have no 
quarrel with them. I think they are 
here, and here to stay, but we are 
probably fortunate in the hardware 
business they have not made the in- 
roads they have made in other lines 
of merchandise. Their method of 
selecting their stock and marketing 
it, outside of the trinkets, is not so 
pronounced as in other lines. Our 
stock moves too slowly, except 
household items of which they sell 
large quantities. It is unfortunate 
that they have picked out articles 
that we can sell at good prices, but 
articles like lawnmowers, shot guns 
and such things, I find that our 
manufacturers through their whole- 
salers are able to place those items 
before the public at just about as 
attractive prices as the chain does, 
and everybody makes money on 
them notwithstanding that it is freely 
admitted that the overhead of us 
three is considerably greater than 
the overhead of the two—the manu- 
facturer and the chain. 

My personal idea is that we have 
considered the chain too much in 
the last few years. He is apparently 
no better off than he was five or 
seven years ago in most places. Over 
the section of the country I am most 
familiar with, the retail independent 
hardware dealer is stronger than 
ever and he is making money and 
will make a reasonable and satisfac- 
tory profit this year, and in our own 
city Sears has three large stores and 
is building a fourth, and there seems 
to be room for them and for us, and 
if we worry a little less about what 
they are doing and worry more 
about what we should do, we will 
all make money and it will be good 
for the general community. 
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-_ Wholesalers’ 
Problems Discussed 
in Executive Sessions 


HE major part of the conven- 

tion sessions were held jointly 
by the two associations but on Tues- 
day and Thursday morning the 
wholesalers held short executive ses- 
sions for discussion of their own 
problems. 

The Robinson-Patman Law was 
discussed by T. W. McAllister, edi- 
tor, Southern Hardware and secre- 
tary of the Jobber’s group. He sug- 
gested that at this time it is very 
difficult to offer any definite opinion 
as to the final interpretations or ul- 
timate scope of this legislation. He 
also urged that all jobbers, whether 
selling entirely intra-state or selling 
across state lines, give some thought 
to any revisions that might be neces- 
sary in their sales policies to make 
them conform to the spirit of this 
new law. 

R. R. Witt, Builders’ Supply Co., 
San Antonio, Texas, discussed 
“Courtesy Sales to Industrial Em- 
ployees,” emphasizing the serious- 
ness of this problem by pointing out 
that such sales almost invariably 
lead to conflicts with dealer-cus- 
tomer relations and said that for 
this reason the problem should be 
given very careful consideration. 
Opinions expressed by other whole- 
salers agreed completely with these 
views. 

Salesmen’s compensation com- 
ments were offered by R. J. Ogilvie, 
Ogilvie Hardware Co., Shreveport, 
La., who favored a percentage of 
profits plan based on his own expe- 
riences. This plan, he said, gives 
salesmen the necessary incentive to 
exert their greatest efficiency in the 
promotion of sales. Leslie M. Strat- 
ton, Stratton-Warren Hardware Co., 
Memphis, Tenn., carried on with 
this topic, stressing the specialty 
selling phases. He suggested com- 
pensation based on the lines han- 
dled and the territory covered de- 
claring that, in general, a jobber 
cannot afford to pay two men for 
the same sales or for what should 
be one man’s sales. 

This lead to a consideration of 
specialty lines and their proper pro- 
motion which prompted A. C. Ran- 
kin, Teague Hardware Co., Mont- 
gomery, Ala., to say that certain 
specialty lines demand either a spe- 
cial promotional department in the 
business or at least the services of 
specialty salesmen. He also said 
that in such a plan it is important 
that the promotion of specialties 
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American Cabinet 


gives YOu: 


@ “MATCHED” MODERN DESIGNS 


The widest variety on the market 
today. Exclusive styling. Knobs, 
Pulls, Catches, and Hinges “match 
perfectly for harmonious en- 
sembles. Each assortment offers 
wide range of combination. 
EXCLUSIVE CONSTRUCTION 
FEATURES : : 
Five-knuckle Hinges (either semi- 
concealed or visible) throughout 
entire line for long, smooth oper- 
tion. Concealed Type pgietes 
operate on same principle as 
Slob-arede door locks. Pulls and 
Knobs: designed for comfortable 
grips—long, hard usage. 


HEAVY CHROMIUM - PLATINGS 
Each item is made of selected 
steel or brass, then heavily Chro- 
mium-plated and carefully finished 
for intensified beauty and resist- 
ance to rust and tarnish. American 
Cabinet products will retain their 
original luster for years. 


FREE METAL DISPLAYS 
A strikingly beautiful, modern 
metal display is furnished FRE 
with each “deal”—to act as your 
“Counter Salesman”. Compact, 
colorful, complete with operating 
models, it attracts prospects, 
speeds sales. 





GET THIS COLORFUL ALL-METAL COUNTER DISPLAY 





runes BIG MONEY 


IN Matched CABINET HARDWARE now! 


Yes! And dealers handling the 
American Cabinet line are making 
money! Wherever the building and 
remodeling public have been offered 
these beautiful new designs, they have 
stopped—looked and BOUGHT! 


Dealers throughout the nation are 
finding it the fastest-moving line in 
history. They welcome the individual 
packaging of each item together with 
necessary screws and instructions — 
the exclusive styling—the wide variety 
of patterns—the small investment 
necessary for a complete cabinet 
hardware department. .- 


As an alert, profit-seeking dealer you 
need this American Cabinet line. Get 
details—NOW—from your jobber, or 
write us for name of nearest jobber. 


American Cabinet Hardware Corp. 
Rockford JGY Illinois 
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Write for Catalog 


does not permit neglect of basic and 
regular lines carried. 

W. W. French, Jr., Moore-Hand- 
ley Hardware Co., Birmingham, 
Ala., talked on toys as a suitable 
department for hardware wholesal- 
ers. He felt that if a jobber handles 
toys, he must carry a very complete 
line and sufficient stock to actually 
service his dealer accounts on a 
wide variety of toy items, which are 
required to properly do a retail toy 
business. He also said that obsoles- 
ence is the principal problem in 
handling toys and that the toy stock 
must be built up new each year. 

Training of salesmen was the sub- 
ject handled by F. N. Hall, Mont- 
gomery & Crawford Co., Spartans- 
burg, S. C. He said many salesmen. 
both in wholesale and retail firms, 
really do not know how to sell mer- 
chandise effectively; that they need 
careful training and also need some 
definite incentive to stir them up to 
more intelligent and efficient work. 

W. W. French, Sr., Moore-Hand- 
ley Hardware Co., Birmingham, 
Ala., explained his company’s sys- 
tem for handling savings accounts 
for any of its employees who de- 
sired to take advantage of such ser- 


vices. This plan, he said, provided a 
convenient and equitable basis for 
employees to obtain emergency 
loans without having to apply to 
“loan sharks.” 

The closing discussion was led by 
Walter M. Bonham, C. M. McClung 
& Co., Knoxville, Tenn. His subject 
was “Time Saving Features in Job- 


ber Operations.” His comments 
were based on his own company’s 
experiences in both office and ware- 
house procedures. He felt that vis- 
iting other jobber’s plants was the 
best way to develop more efficient 
practices and a good plan for ob- 
taining extra ideas on a reciprocal 
basis. 





New Uses For Federal 
Declaratory Act 
By NATHAN BOONE WILLIAMS 


(Expensive, time-consuming, legal procedure before 
federal bureaus can often be avoided by applica- 
tion of a little known law which has been on the 
statute books almost three years. Uses of the law 
in the interest of business are set forth in the follow- 
ing article by Mr. Williams, well-known Washing- 


ton, D. C., attorney.) 


N June 14, 1934, there was 
O enacted by Congress the most 
advanced referm in judicial 
procedure for federal courts within 





ARMSTR 








ONG BROS. TOOL CO. 

"The Tool Holder People"’ 

B-35 314 N. Francisco Ave., Chicago, U. S. A. 
Eastern Warehouse & Sales: 199 Lafayette St., N. Y. 


RMSTRONG 


Quality FOOLS 


ATIONALLY ADVERTISED for over 40 
years. Standard throughout industry 
ARMSTRONG LINES attract quality tool 
buyers and build profitable tool sales. 





138 


the memory of living men. Refer- 
ence is made to the Federal Declar- 
atory Judgment Act. This act af- 
fords a new, speedy, and inexpensive 
method of determining the rights 
and legal relations of persons and 
corporations one with another, and 
their legal relation to the federal 
government under federal law with- 
out the long drawn out and expen- 
sive contests involved in injunctions 
and like litigation. The writer con- 
ceives it to be the duty of lawyers 
to make their special knowledge of 
improvements or advances which the 
law affords known in order that our 
social economy may profit. The re- 
quirements of the present call for 
all possible savings in order that our 
system may not mire down with the 
burdens which it is called upon to 
bear. 

Uncertainty and the lack of speedy 
determination of controversies which 
arise concerning the application of 
federal laws to the activities of the 
citizen make serious delays in eco- 
nomic progress. 

It was with full appreciation of 
the observations of the eminent 
French philosopher made just 100 
years ago that this new law was en- 
acted. He said: 


“The strength of the courts of law 
has ever been the greatest security 
which can be offered to personal inde- 
pendence; but this is more especially 
the case in democratic ages; private 
rights and interests are in constant 
danger, if the judicial power does not 
grow more extensive and more strong 
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witt 
cempescurcyie# 
No. 10-AS 


GARBAGE RECEIVER 


$@.00 
CAN BE RETAILED UNDER 


This newest Witt Garbage Receiver is an outstanding and un- 
matched value that will create volume sales and make you extra 
profits. Bult to withstand hard usage and to give long service. 
At the special price, it is a value so extraordinary that it will 
pay you to get behind it in a big way. Wire or write today 
for prices and full details. 

Impartial tests have proved that Witt Ash and 

Garbage Cans are 50% to 300% stronger than 

competitive Cans. It pays to sell quality... 

to have satisfied customers who come back for 

vir You can make more money with 


THE WITT CORNICE COMPANY 


CINCINNATI, OHIO 


Other WITT Products 


There are Witt Cans and Pails for every 
purpose—made in all popular sizes: 


Ash Cans Hoisting Cans 
Garbage Cans an Hooded Cans 
Pails : Oily Waste Cans 


Roller Cans Mopging Pails, etc. 
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ACCO NO. 8 SASH CHAIN 

DISPLAY RACK & CHAIN ASSORTMENT 
TENSO TIE-OUT OR PICKET CHAINS 
ACCO ANTI-COW KICKERS 

ACCO JACK AND SAFETY CHAIN 
TENSO PORCH SWING CHAINS 

WEED BULL FARM TRACTOR CHAINS 


DISPLAYS MAKE SALES 


The sales creating value of merchandise displays 
cannot be over emphasized. Chain displays during 
the spring months are especially effective in stimu- 
lating sales. 


2-O TENSO WELL & SWING CHAIN— 
250 FT. CARTON . 


ACCO NO. 8 SASH CHAIN 

TENSO PORCH SWING CHAINS 
ELWEL COIL AND MACHINE CHAIN 
TENSO DOG RUNNER CHAINS 

WEED BULL FARM TRACTOR CHAINS 
EL-WEL-TRA TRACE CHAINS 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, inc. 


BRIDGEPORT, CONNECTICUT 


Su Business for Your Safely 
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a: Million Satishied tony 
Advertise DALEY CHURNS 


world’s best advertising — no 

wonder nearly 90% of all the 
churns sold by the hardware trade 
today are DAZEY CHURNS! At 
this moment there are well over 
3 million DAZEY users and, judg- 
ing from the thousands of letters 
we have received, few, if any, are 
content merely to enjoy the su- 
perior service of a DAZEY 
CHURN in selfish satisfaction. 
Instead, they become ardent mis- 
sionaries, enthusiastically seeking 
to convert others to this far better 
way of churning. No wide-awake 
dealer can fail to realize, there- 
fore, the necessity of having a 
comprehensive stock of DAZEY 
CHURNS always on hand. Espe- 
cially profitable are the electric 
models now that power lines are 
so steadily being extended into 
rural districts. 


DAZEY CHURN & M 
4301 Warne Ave. 


I satisfied users are truly the 










A SIZE FOR EVERY NEED 


to 


Hand or 
Electric 
Operation 








SOLD ONLY THROUGH 
JOBBERS AND DEALERS 


ANUFACTURING CO. 


St. Louis, Missouri 













Last Call! 


EXTRA PROFIT OFFER 





ACT NOW !—No Free Goods to Sell! 


Important pre-season deal will make your Ever Green 


Spray business pay you MORE MONEY THAN EVER BEFORE 
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HERE’S BIG NEWS—good news—for every retail 
merchant. An opportunity to make more money this 
season than ever before on one of the most widely 
known and preferred plant sprays for home garden- 
ers. All you have to do is place your order now for 
NEW EVER GREEN SPRAY and earn an extra 10% 
“‘pre-season” discount. That’s Extra Profit for you. 
But you must hurry. Special offer expires May 15th.* 
So climb on the EXTRA profit band wagon Now! 

Place your order today! 

POWERFUL ADVERTISING CAMPAIGN 

14,428,320 sales messages in leading home and 
garden magazines. Newsy posters. Eye-catching dis- 
plays. Geared for quick sales and profits for you. 
McLaughlin Gormley King Co., Minneapolis, Minn. 
* Pre-Season Discount Expired i in California, April 15th. 


SPRAY 
FLORISTS OK IT! HOME GARDENERS PREFER IT! 








to keep pace with the growing equality 
of conditions.” 

The advanced procedure which 
this new law makes readily available 
has had satisfactory tests in other 
countries for more than 400 years. 
The act has recently been fully up- 
held and broadly interpreted by the 
opinion of the Supreme Court of the 
United States in the case of Aetna 
Life Insurance Co. v. Haworth. No 
longer is the ancient alibi of the 
business man available that he cean- 
not quickly find out what fed<ral 
laws mean. 

With the increasing number ot 
federal statutes with which he has 
now to deal, and the growing com- 
plexity of the problems which he 
must face, knowledge of this law is 
a necessary part of his equipment 
in meeting the problems with which 
he must daily contend. 

As to “unfair labor practices” the 
National Labor Relations Board is 
given exclusive jurisdiction by the 
terms of the act, (Sec. 10) (a) 
which reads: 

“The Board is empowered, as herein- 
after provided, to prevent any person 
from engaging in any unfair labor prac- 
tice (listed in section 8) affecting 
commerce. This power shall be exclu- 
sive, and shall not be affected by any 
other means of adjustment or preven- 
tion that has been or may be established 
by agreement, code, law, or otherwise.” 

The problem, however, which will 
interest thousands of business en- 
terprises is the question whether or 
not their operations are subject to 
the provisions of this act. This is a 
jurisdictional, and at the same time 
a fundamental question. It will 
arise so frequently as to tax present 
facilities for determination. 

It is in this connection that the 
federal declaratory judgment affords 
what may well prove to be a very 
satisfactory means of getting a de- 
cision on this subject from the ap- 
propriate federal court; and all at 
slight trouble, small expense, and in 
a quiet and temperate proceeding, 
free from contention or lengthy dis- 
pute. 

Equipped with the decision of the 
Supreme Court in the Aetna Life 
declaratory judgment case and with 
the recent decisions concerning the 
labor relations act, qualified counsel 
should be quickly able to convince 
any reasonable person that any dis- 
pute as to the application of this 
latter act to the operations of a 
particular business could be quickly 
and in all good humor determined 
by proper petition to the appropriate 
federal court. 
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California Hardware 
Trade Ranks As High 
Tax Payer 


N a report just released by the 

State of California state board 
of equalization, a body which has 
the collection of the state sales taxes 
in its jurisdiction, ample proof was 
given of the healty condition of the 
hardware business in this state. 

While the total volume of taxes 
collected by the hardware industry 
was third in the total of the state, 
the classification “Building ma- 
terials, hardware, farm implements” 
showed a gain of 70.46 per cent for 
the last quarter of 1936 as com- 
pared with the same period of 1935. 

Department, clothing and variety 
stores showed a gain of 36.71 
for this same period; motor ve- 
hicles and accessories accounted for 
a decline of 10.35 and sales taxes 
from meals and beverages were up 
5.53 for this period. 

The sales taxes collected for the 
Los Angeles district comprised 44 
per cent of the total tax collected in 
the state. The San Francisco dis- 
trict came second with a total of 17 
per cent of the total tax collected. 

Sales tax collections by classes of 


business: 
Yield Fourth 
Quarter 1936 
Department, clothing and 


variety stores .......... $ 6,293,480 
Household furnishings ..... 1,632,758 


Motor vehicles & accessories. 3,975,217 
Food products & household 

Brrr 766,011 
Books, stationeery, musical 

SETIOEE 0.6. k.0.0:0.0 evvndos 1,015,270 
Bldg. materials, hardware, 

farm implements ........ 3,163,701 
Drugs, tobaccos, confection- 

GE deacdncsdddssesaccsacne 1,357,473 
Meals, beverages ........--- 1,968,956 
BE GD «is 4 066 66008465046 2,807,553 

WN aS vided de edetoasd $22,980,421 





NATIONAL TENNIS WEEK 
MAY 22-29 


Among the features of National Ten- 
nis week, May 22 to 29, will be special 
window displays, newspaper advertise- 
ments, radio programs and other activi- 
ties designed to focus public attention 
on the sport. Prizes are offered for 
outstanding window displays and news- 
paper advertisements by retail stores 
handling tennis goods. Details of the 
contest may be obtained from its spon- 
sors, The Sporting Goods Dealer, St. 
Louis, Mo. 
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MODERN 
WITH LYON 





SALES INCREASE 


@ Sales reports prove 30% to 50% 


gains are the rule rather than the exception when hardware stores go 
modern with LYON open display fixtures in steel. Here is a typical 
Lyon installation at work—the retail division of the Kilgore Hard- 
ware-Auto Parts Co., Tampa, Fla. 


WHY: Most customers visit a store to buy one or two recognized 
needs. Open display brings them into contact with other merchandise 
... suggests other needs... stimulates impulse buying. PLUS: open 
display speeds up the sale of necessities .. . turns “shelf-warmers” 
into fast sellers... gives the proper emphasis to long-profit items. 


Lyon Display Fixtures promote economy as well as,sales. Made of 
steel, they cannot warp, splinter or shrink. Their flexibility permits 
quick and inexpensive store changes, in enlarging or moving to new 
location. Their colorful, smooth enamel surfaces are easy to keep 
clean . . . remain attractive indefinitely. Mail coupon for catalog and 
full details of Lyon Store Planning Service. 


LYON METAL PRODUCTS, INCORPORATED 


2305 River Street, Aurora, Illinois 


LYON 


STORE PLANNING 


ry AT 





ee 


Lyon Metal Products, Incorporated 
2305 River Street, Aurora, Illinois | 


Please send me the sales-building facts about 
Lyon Hardware Store Fixtures and the plan- 
ning service that goes with them. 
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A Syracuse, N. Y. hard- 
ware dealer tells his 





experience with the 


Pierce Hardware, Taunton, Mass., stops passersby with displays of homework- j j 

= —- like this. Everything ticketed and described. Raymond Stratton rap idly developing 
t » ; 

7. trade in homework- 


shop equipment. 


Romance of Selling Power | TI 


Hornaday Hardware, Richmond, Ind., appealed, in this display, to the humor- 
- woh the public’s mind to call attention to the pleasures of homework- HERE’S romance in selling 
ace 2 power tools for homework- 
shops, and oddly enough, 
the more romantic you can make 
it, the more profitable it becomes. 
A vast number of men in all 
walks of life are vaguely, but 
none the less strongly, interested 
in power tools. Probably they 
built soap-box furniture when 


i : Po ag they were boys, or took their 
ye ) q Z f ? 
/ a Compete \ : bicycles apart and put them to- 
OME WORKSHOP ‘ : gether again for no reason except 
f fiz curiosity. 


These men are the market for 
home power tools. They get a 
kick out of watching machinery 
in operation. They dream about 
having workshops of their own 
in their basements or garages. 
They know what a deep and sat- 
isfying pleasure they would find 
in the hum of a powerful motor, 
the song of a bench saw, the 


142 HARDWARE AGE 














sound of a plane. They never 
quite get over the feeling that 
something a little miraculous is 
happening when the chips and 
dust fly, and a new clean shape 
emerges from the wood. 

It is important to keep this 
romantic viewpoint in mind, be- 
cause it means that power tools 
are bought on an entirely differ- 
ent basis from the everyday run 
of merchandise. While practical- 
ly everything else in a hardware 
stock is purchased because it is 
needed, home power tools are 
bought only because they are 
wanted. Very few sales are made 
on the basis of actual money- 
profit or necessary service to the 
purchaser, although there is a 
limited market of this kind among 
sign painters, garages, and other 
service shops. But the market 
from which the real volume must 
come is composed of amateurs, 
men who make power tools a 
hobby, who buy them simply be- 


rt | Tools 


By FRANKLIN I. GREENE 


General Manager, 
Alexander Grant’s Sons, Inc. 


cause they love to own them and 
use them. 

This type of selling requires 
an entirely different method from 
the usual practice. The merchan- 
dise set-up, the promotion, and 
the handling of customers must 
all be different. Taking up these 
factors one at a time, let us start 
with the merchandise. 


Mass Production 


Until a few years ago, power 
tools were manufactured only for 
the trades. They were built more 
or less on an individual hand- 
made standard and the prices nec- 
essarily were “up in the real 
money.” In the last few years, 
however, power tools have been 
put on a “mass production” scale 
by several dependable and com- 
petent manufacturers. In general, 
they have omitted extreme refine- 
ments which add to the costs but 
mean nothing to the amateur user. 
They have done an unusually 
good job of standardizing parts. 
so that both retail prices and 
stock inventories can be kept 
down. They have reduced weights 
and sizes to the lowest point con- 
sistent with quality and satisfac- 
tory service, so that shipping costs 
are low and the merchandise is 
easy to handle. But most impor- 
tant of all, they have provided a 


“unit-parts” buying and selling 
plan which enables the customer 
to buy “painlessly.” 

The “unit-parts” selling meth- 
od is the real secret of building 
up home power tool business. In 
all hobbies, the customer must 
be developed slowly. Stamp col- 
lectors, for example, will run up 
investments of hundreds of dol- 
lars on individual purchases of a 
few cents each. Book collectors 
will build libraries worth thou- 
sands, by buying a book at a 
time. They get started on very 
little, keep up their interest with- 
out missing the money they spend. 
but over a period of time, their 
total investment will mount up 
into sizable figures. Home power 
tools are almost invariably sold 
in the same way. The customer 
usually begins with a_ simple 
wood-turning lathe or a small jig 
saw. Perhaps he owns a motor, 
or rips one out of an old washing 
machine. Your first sale to him 
brings only a five-dollar bill. But 
in a few days he’s back for two 
dollars worth of belting and shaft. 
Then he buys more pulleys, more 
belt, a grinder, buffing heads for 
the grinder. As the months and 
years go by, he adds tool after 
tool to his shop. Your original 
five-dollar customer has become 

(Continued on page 174) 





Fitchburg Hardware Co., Fitchburg, Mass., using dealers’ helps made this attractive display to interest men in home- 
workshop tools, both power and hand operated. 
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The Grinder That 


SELLS 


At the Price that Profits 





The Luther name is nationally known 
among grinder users in cities and towns 
and on the farm. That eases every sale. 
Wherever the product is known there are 
users to testify to the lasting quality. 
Luther Grinders have heen marketed since 
1896. The line is fully up-to-date as mer- 
chandise, priced to sell readily with a nor- 
mal profit for dealer and jobber. 


Above is shown the Ball Bearing Sickle 
Grinder, Model 85, first choice of farms the 
country over. Below is the high grade 
bench model. Power Sickle and Farm Tool 
Grinder with dise grinding attachment. 








Competitive types also available; can be 
sold at prices meeting any competition. 

Stock these from your regular jobber. 
Write us for catalog of all styles. 


LUTHER GRINDER & TOOL CO. 
MILWAUKEE, WIS. 


SPECIAL — Luther Scythe Stones and 
Abrasive Files 


Stock up and feature a good assortment of Luther 
quality stones. The ‘‘Special’’ retails at 15c, the 
heavy duty DIMO-GRIT at 85c and there are three 
xood values in between. In writing, ask also about 
Deal No. 105—includes a display rack free with 3 
dozen assorted. 


ulher 


OTalatel-ia: 


For Every Purse and Purpose 
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Arthur Gunnarson’s Address 


(Continued from page 100) 


There are many questions. however, 
as to who are competitors; what the 
situation is with respect to quantity 
discounts, and with respect to func- 
tional discounts, and other matters. 

A committee of :the Chamber of 
Commetce of the United States 
studied the question of the Robin- 
son-Patman Act, and several months 
ago made a report. In substance, 
the committee felt that the Federal 
Trade Commission in proceeding, 
through a number of cases, to ex- 
plore the possibilities of the Act, 
was acting in the right direction, 
and that the Federal Trade Com- 
mission should be allowed to pro- 
ceed so some of ‘these questions 
might be cleared up. At the present 
moment some 18 complaints have 
been filed, but although the first was 
issued October 2, no decisions have 
yet been rendered by the Federal 
Trade Commission. Until some of 
these questions are settled, business 
men will continue to be confused as 
to what the Act méans and what 
they can and cannot do under that 
legislation. 

Our committee recommended that 
the limitation of threefold damages 
on private suit should not be made 
available, unless those practices that 
have been found by the’ Commis- 
sion, with concurrence of the courts, 
to come within the prohibitions of 
the law. Our committee further 
recommended that the states should 
refrain from passing Robinson-Pat- 
man acts for the states so long as 
the federal law had not been in- 
terpreted. 

In December, the United States 
Supreme Court in a case originating 
in Illinois, upheld an act permitting 
manufacturers of branded  mer- 
chandise to set retail resale prices. 
Since then resale price maintenance 
laws have been passed in 33 states. 

There are problems to be solved 
both for the retailer and jobber 
under these retail price laws. What 
the outcome will be, we do not know 
Only one or two states have had 
experience with those laws, and that 
experience has not been long. There 


are controversies raging between re- 


tailers and manufacturers as to 
whether or not retail price main- 
tenance contracts should be signed; 
what the retail prices should be, if 
set by the manufacturers; and «ther 
such problems. In some respects 
resale price maintenance laws prob- 
ably bring up more new problems 
than the legislation solves. 


Prices play a very important part 
in business. Prices determine whether 
or not merchandise can be sold at 
all, and anything influencing prices 
--whether legislation which affects 
price-making or whether it is legis- 
lation that fixes or affects prices 
themselves, should be watched 
closely. 

According to statistics which are 
available, retail prices of the types 
of merchandise carried by depart- 
ment stores are now about 35 per 
cent above what they were four 
years ago, and they are yet 20 per 
cent under the high levels of 1929. 
Wholesale. prices for the same type 
of merchandise are only 9 per cent 
below the 1929 level. Within this 
particular field, therefore, whole- 
sale prices are on a higher level 
than retail prices. A number of 
retailers have expressed concern as 
to what they should do with respect 
to their prices. Should they increase 
prices, and if so, how soon will the 
consumer begin to object? Already 
there has been some resistance on 
the part of the consumer toward 
higher retail prices. 

Merchants in the furniture busi- 
ness have reported that there is 
already evidence of people coming 
into’ their stores, “and, hearing of 
higher prices, say they will do with- 
out or go elsewhere and look around. 
There have been price increases in 
shoes and building supplies and 
other items going into trade. What 
are the reasons for these price in- 
creases? Basically, they are due to 
increases in costs of operations, 
including taxes. In approaching the 
subject of taxes it seems appropriate 
to touch very briefly upon the ques- 
tion of social security taxes. 

Business men around the country 
have expressed their sympathy for 
the stated purpose of the Social 
Security Act to give to their work- 
ers greater security in old age and 
against the hazards of unemploy- 
ment, and in recent years many 
business concerns have taken steps 
to do this voluntarily. As employ- 
ers, under the Social Security Act, 
you are required to deduct from 
each employee’s wages 1 per cent of 
the wages due. This deduction rep- 
resents the employee’s contribution 
to the Act, and as an employer, you 
are required to contribute for the 
same purpose, the same amount 
contributed by your employee. This 
contribution must then be paid to a 
Collector of Internal Revenue and be 
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SIMPLE ARITHMETIC 
ROGERS GLUE QUALITY =» 
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OUR PROTECTIVE SALES POLICY ie 
PROFITS FOR YOU | 


ASK YOUR JOBBER OR 
WRITE US DIRECT 
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making a scientific FLY killer; big laboratories—a plant that 
covers three city blocks—a fly “farm” and “death chamber” 
where every batch is tested on actual flies. Only with such 
immense facilities as these can you expect to make a Fly- 
Spray as strong, as deadly, as uniform as FLYded. This year 
over 20 million new customers will read 
FLYded advertising; and be delighted 
with its performance. Order enough—the 
turn-over is fast and the profit is plenty. 
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accompanied by a form showing 
total wages paid and amount of 
wages paid subject to the tax. Pay- 
ments must be made monthly. For 
April, the tax is due on May 15. To 
enable the board to compute the 
amount due each employee when 
eligible, employers will be required 
to prepare a report showing the 
amount of taxable wages paid to 
each employee, and it is contem- 
plated that these reports will be 
submitted quarterly. 

In these brief words, we have at- 
tempted to show that the Act pro- 
vides machinery for the collection 
of taxes from employee and em- 
ployer, and makes provision to pay 


*YOU SURE ORDERED 
A LOT OF FLYded!” 


benefits 10 workers when they are 
eligible—either at age 65 or if they 
die before 65 years of age. 

Tax collections will far exceed 
benefit payments for years to come 
and if Congress allows the Act to 
operate as it is now written, a re- 
serve fund of forty-five billion dol- 
lars will be accumulated. As 
practical business men, it is proper 
to ask if such a tremendous reserve 
is necessary. The government al- 
ways has the right to levy taxes 
should it require funds for paying 
benefits. It seems unnecessary there- 
fore to have such huge sums on 
hand. 

Would this reserve actually come 





*you BET | DID/—AND 
THAT'S ONLY A STARTER 
LAST YEAR IT WENT SO 
FAST 1 REORDERED 
SIX TIMES” 


P 


Nationally iattisnd - ANOTHER 


REASON FOR FAST INCREASING SALES 


ORE FLYded was sold last year than any other fly-spray made. But National 
Advertising was only one reason. The principal reason is quality and strength 
at a sensible price. Our seven expert supervising chemists have every facility for 





Full pint 
can sells 
for 25¢— 
Six ounces 


10¢ 






into existence? It is not mandatory 
under the law that the government 
make these appropriations to the 
reserve, and this means substantial 
amounts collected from workers and 
employers could be appropriated 
for other purposes. For fifteen years 
Congress has failed to make ade- 
quate appropriations to the fund 
which is now provided for civil ser- 
vice employees in the government 
service. The last time the fund was 
audited, the report of the auditors 
disclosed that the assets of one-half 
billion dollars were approximately 
one-third of the liabilities. The 
liabilities were a billion and one-half 
dollars, while the assets were only 
one-half billion dollars. The very 
existence of such a huge reserve 
fund for social security purposes as 
has been mentioned, would con- 
stantly serve as a temptation to 
divert funds to other purposes. The 
whole plan should be on a pay-as- 
you-go basis and such a system 
would provide for a more orderly 
method of administering the Act. 
When funds are necessary the Fed- 
eral Government has the power to 
impose additional taxes. 

What would be the result of this 
pay-as-you-go basis? There is rea- 
son to believe that this 1 per cent 
tax on worker and employer could 
be continued without increase for 
Seven or eight years, instead of the 
initial three-year period. It would 
seem entirely realistic that any plan 
should have the support of both. 
Such a recommendation has been 
made by the Committee of the Cham- 
ber of Commerce of the United 
States, and will be discussed at the 
Chamber’s annual meeting next 
week. Also such a discussion has 
been undertaken by a special com- 
mittee of the Senate. 

Our committee further recom- 
mended that the basis for Federal 
pay roll tax relating to unemploy- 
ment should be on the same basis as 
for old age pensions. These taxes 
should be paid on earnings up to 
$3,000 a year for each employee, 
instead of on total pay rolls as now 
provided in the act. 

Another tax that is creating con- 
fusion is that which provides a sur- 
tax on undistributed earnings. As 
a committee of the National Cham- 
ber has pointed out, this tax is 
ridiculous and wrong. Such a tax 
works exceptional hardships. The 
country is just emerging from a busi- 
ness depression and many corpora- 
tions are still carrying deficits on 
their books, and yet they must, 
under this law, deplete their sur- 
pluses. These corporations are 
greatly handicapped if they pay off 
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SAVES 


MOWER 
BLADES 





The BENDIX 









KEEPS WEEDS AND CRAB-GRASS 
FROM RE-SEEDING! PROTECTS 
SHRUBS AND FLOWER BEDS! 


For 14-16 inch mowers. 
Larger size—$2.00. 
Usual discounts. 


$185 

LIST 

VERY lawn owner will appreciate the 

two-fold protection of Bendix Mowerake. 

It prevents sticks and stones from nicking 

and dulling the mower blades. Think what 

that saves in resharpening bills! And it keeps 

bordering shrubs and flowers from being en- 

tangled and cut by the mower. Gives the 
lawn a “barber's trim’’. 

The Bendix Mowerake lifts low-growing 
weeds and lawn-destroying crabgrass to 
where blades can trim them. Thus, they can- 
not re-seed and soon die out. Only with a 
Bendix Mowerake can these lawn pests be 
cut by an ordinary mower. 

There’s a big market and a big demand 
for this useful invention. Order a few dozen 
now—they’ll move fast! Bendix Mowerake is 
all steel. Tines are extremely flexible and 
strong, enameled in bright red and green— 
packed in individual display shipping car- 
tons, in dozen lots. Mowerake is distributed 
through hardware jobbers. Order from your 
regular jobber or hen us and we will ship 
through our nearest jobber. 


NATIONALLY ADVERTISED 


J, 


in the popular home and g gazi ! 
ECLIPSE MACHINE COMPANY 
(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YO 


Makers of the world-famous “Morrow” Bicycle 
Coaster Brake and the Bendix Starter Drive 





SEND THIS COUPON NOW! 





Poot 8. Kmise New York 
| "Biease send send po. fl canteen rs about the 
Bendix rake. 
| se Fons Own ede ns sevens thecedatcdbens | 
| See ee! Oey ree | 
| ene Sle... 56.55: | 
j Dealer 0 Jobber 0 | 
MAY 6, 1937 





their debts from profits earned dur- 
ing the present period. 

Our committee therefore recom- 
mends: 

First, that allowance be made for 
payments for debt curtailment for 
restoration of depleted capital, and 
for reasonable contractual require- 
ments. 

Second, that allowance be made 
for amounts annually needed for 
additions, betterments, improve- 
ments, expansion or development, up 
to a reasonable percentage of in- 
come. 

Third, that permission be given to 
carry business losses forward for a 
reasonable number of years. 

Fourth, that 30 per cent of tax- 
able income of corporations be 
exempted from the surtax. 

From some unofficial sources sug- 
gestions are made that higher income 
taxes will be necessary if the budget 
is brought into balance in the near 
future; while from other sources 
such suggestions are deemed ill- 
advised. Many business men have 
come forward with the common- 
sense suggestion that consideration 
be given to reducing federal ex- 
penditures. 

Reduction in expenditures is 
necessary. The same effort which 
would be necessary to devise new 
taxes, if spent on ways and means 
of reducing expenditures, would re- 
sult in sufficient economies to offset 
expenditures. No question before 
business today is of such importance. 
It is a question that cannot be dis- 
carded into the background, because 
every day brings new problems. Of 
course there have been many pro- 
tests by business men to their trade 
associations and other organizations 
against this tide of taxes. Are these 
protests entirely selfish? Certainly 
not. Such protests arise from the 
realization that when new taxes and 
legislative enactments come about, 
they are ultimately reflected in 
higher prices to the consumer. 

Then there is the question of 
higher labor costs. This subject has 
already been discussed before your 
convention so it is not necessary to 
discuss it further. As wage rates 
are increased, whether in manufac- 
turing, or wholesaling, or retailing, 
these increased costs must be ab- 
sorbed in price increases to the con- 
sumer, who eventually pays. A 
serious problem before business men 
now is the effect of all these legis- 
lative enactments, Federal and state, 
on prices and on business opera- 
tions. When we reach the point 


where the consumer begins to resist 
his purchasing, we must look for- 
ward to declining business. 











RED-CAP 


GARDEN HOSE COUPLING 





SNAPS ON! SNAPS OFF! WON’T 
LEAK! WON'T SLIP! PREVENTS 
HOSE KINKING! 


60c¢ 


LIST, complete 
(Extra faucet ends, 25c) 


ERE’S an item with a wide appeal. Every 
user of garden hose will want it—be- 
cause it saves time, trouble and your temper! 
The Bendix Red-Cap snaps on—water- 
tight—won’t leak! Can't pull apart!—Yet it 
swivels, preventing hose kinks! Snaps off by 
giving the collar a slight turn—can’t come 
off accidentally! 

Made in one size—one style. Fits any 
standard garden hose connection. Easily in- 
stalled—no tools needed. Packed one dozen 
in handy,, attractive display cartons. Extra 
faucet ends permit use of single coupling for 
several faucets. 

Bendix Red-Cap appeals to Homeowners, 
Greenhouses, Filling Station operators and 
all others who use a hose. It’s an all-season 
item giving generous year-round profits. 
Order a supply today from your jobber or we 
will ship via our nearest jobber. 


NATIONALLY ADVERTISED 


in the popular home and garden magazines! 


ECLIPSE MACHINE COMPANY 
(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORE 


SEND THIS COUPON NOW! 
ECLIPSE MACHINE COMPANY 
Dept. H.8, Elmira, New York 


Please send me full particulars about the 
Bendix Red-Cap Garden Hose Coupling. 
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j Dealer 0 Jobber (1) | 
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The Housefurnishings department (Al Fisher in charge) presented this appear- 





ance when Seattle Hardware Co. held its merchandise show. 


Seattle Hardware Co. 
Host to 300 Dealers 


T its first merchandise show 
A in recent years, Seattle 
Hardware Co., Seattle, 
Wash., wholesale hardware dis- 
tributors, played host to more 
than three hundred independent 
hardware merchants of the Pacific 
northwest during a three-day ses- 
sion on March 8-10 when the 
company presented its Merchan- 
dise Show for 1937—featuring a 
“Review of What’s New in Hard- 
ware.” More than twenty-seven 
hundred different items were dis- 
played. 

Occupying an entire floor of the 
Western Dry Goods Building di- 
rectly across from the large seven- 
story building of the Seattle 
Hardware Co., the entire show 
followed a detailed floor plan 
by James M. Owen, head of the 
dealer service department. The 
exhibit was divided into separate 
uniform sections, for the various 
departments, in the form of a 
huge present-day arena. Gaily 
decorated in the show’s official 
colors, two-tone green, this unique 
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hardware presentation was ac- 
claimed by many as one of the 
outstanding merchandise shows of 
the Pacific Coast for 1937. 
The neatly displayed house- 
wares section, under the direction 
of Al Fisher, buyer, showed a 


wide selection, including electri- 


cal appliances, chinaware of all 
kinds and patterns, enamelwares, 
tinware, aluminumware and many 
other household accessories. 
Flanking the exhibit was a dis- 
play of electric irons and toasters 
featuring the very latest in those 
appliances. Cast iron ware 
rounded out the interesting house- 
wares booth. 

Paul Barber, buyer, and Roy 
Opie, specialty salesman, had a 
real “puller of crowds,” in the 
sporting goods display. The in- 
terior display had guns of all 
manufacture, fishing tackle, ath- 
letic goods, golf supplies, and 
all the necessary equipment to 
round out a complete sporting 
goods department. The entrance 
to the sporting goods display had 
a demonstration exhibit of fishing 
tackle with two attractive young 
ladies busily tying flies, an ex- 
hibit which created a great deal 
of dealer interest. 

The National Hardware Stores, 
a cooperative group of hardware 
dealers in Oregon and Washing- 
ton, which has had one of the 
successful Pacific Coast advertis- 
ing and merchandising programs 
—using an eagle trademark as 
its means of identification—for 
the past two years, had an exhibit 
featuring the remodernization fix- 





Paul Barber’s department displayed Sporting Goods. 
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Prepare For a Busy 
Fishing Tackle Trade— 


The fish are biting—the “Angler” col- 
: umns in the newspapers are bristling with 
news of fine catches of many kinds of 
fish. Fishermen are buying 


« “UNION” x 
Fishing Tackle é' 


It gives them complete satisfaction and, 
; quality considered, is sold at reasonable 

prices. Keep stocked and profit accord- 
ingly. Note items illustrated: No. 56-196— 
Sturdy, beautifully wound split bamboo fly 
4 rod. Lengths 8%, 9 and 9% ft. No. 56- 
446—Flame tempered split bamboo casting 
rod of quality. Lengths 4%, 5, 5% ft. No. 
4183—Cadmium plated steel trolling or 
< weakfish rod that sells readily. Lengths 

5 ft. 2 or 5 ft. 8 overall. No. 56-836— 
Beautiful rod for tarpon and heavy fishing. 
Has chair socket grip. Handle 18 or 21 
ins. Length of tip 5 ft. seated. Weight of 
tip 9 oz. No. 56-906—Distinctive split 
bamboo weakfish rod with detachable cork 
shaped grip. Lengths 5 ft. 2 ins. or 5 ft. 
6 ins. overall. 











Your Send 
Jobber For 
Will New 
Supply Catalog 
You No. 18 





No. 7169 "UNION" 
Light Weight Fly Reel 
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Clean Can 


nas 
CLEAN P< OIL 


POL - MER - IK 
LINSEED OIL 
IN CANS 


A better, more profitable way to handle and merchandise 
a strong staple item. A better linseed oil that makes paint 
jobs look better and last longer. 


@ BETTER FOR DEALER: 

A. D. M. Factory sealed cans make money for you. Cans 
eliminate the losses of bulk selling. There is no loss from 
over-measuring. No loss from foots in bottoms of drums. 
No loss from drips. A. D. M. Factory Sealed Containers 
relieve you of the mess and labor of bulk handling. 


@ BETTER FOR USER: 


A. D. M. Pol-mer-ik Linseed Oil in cans is a guarantee of 
purity—value sealed in the package. Pure oil—full mea- 
sure — free of any contamination — free of tampering. 
A clean easy way for the user to handle oil. 


@ FEATURE: 


A. D. M. Pol-mer-ik Linseed Oil in cans. Guicker accep- 
tance. Faster sales. No waste. Certain profits. 


ARCHER-DANIELS-MIDLAND CoO. 
tnt 
1 (ADI POL MER SIE 
8 ste nro OG, 


—— 












RECOMMEND THE VALUE 


OF COOKED OIL IN PAINT 
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A wide range of hardware merchandise was presented the visitors at the 
Seattle Hardware Co.’s show. 


tures it offers. These portable 
fixtures are of a convenient size 
to fit into the average hardware 
store and are made of five-ply 
plywood. The fixtures, like all 
NHS fixtures, can be furnished 
to the dealer cut to measure, 
knocked down and unfinished so 
that the dealer may assemble and 
paint them herself, using blue 
prints furnished with the fixtures. 

With the official color scheme 
of NHS stores—two-tone green— 
these fixtures gave the appearance 
of a miniature model hardware 
store with sample windows gaily 
lighted and displaying the March 
sale merchandise. This unique 
booth was installed under the 
direction of James M. Owen, head 
of the National Hardware Stores 
and its store modernization pro- 
gram, Harry F. George, who han- 
dles advertising and promotion 
for the group, George Goddard, 
merchandise manager, Seattle 
Hardware Co. and National Hard- 
ware Stores, and Page H. Ballard. 

Builders’ hardware and auto ac- 
cessories occupied a featured spot 
in the exhibit under the direction 
of E. R. Spragg, buyer. These 
booths contained displays of 
hinges, locks, bathroom acces- 
sories, batteries, tires, radio tubes, 
etc. Stoves and ranges, etc., were 
shown as well as a paint display 
featuring a new paint display sec- 
tion made of plywood and avail- 
able in knocked down, unfinished 
form. 

The right side of the modern 
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“arena” featured garden supplies 
and general hardware — every- 
thing from sprays to grass seed 
and tools, along with mass dis- 
plays of garden hose, lawn mow- 
ers, hammers and saws. A special 
display of fertilizers formed the 
entrance of this booth which was 
designed by buyers L. H. Mer- 
riam, N. C. Speir and F. P. 
Parcher. Mechanics’ tools, drills, 
abrasives and heavy hardware 
were shown under the direction 
of buyers, Ralph Etchey, L. H. 
Merriam and C. J. Bush, along 
with fencing, wire cloth, ropes 
and wheelbarrows. 

There were many interesting 
exhibits by manufacturers of elec- 
trical appliances, cast iron ware, 
wheel goods, bicycles, fertilizers, 
floor covering, electric toys, tools 
and paint. Four special manufac- 
turer’s demonstration booths were 
in charge of charming hostesses. 

As the entire motive of the 
show was the exhibit of hardware 
lines, no set program was held 
save that of the dealer-jobber co- 
operating group, National Hard- 
ware Stores—the show being pure- 
ly an educational display of the 
very latest in hardware and kin- 
dred lines destined to prove an 
important factor for increased 
dealer business throughout the 
coming year. More than one hun- 
dred and fifty National Hardware 
dealers and prospective members 
attended the meeting which was 
presided over by Arne S. Allen, 
Jr., vice-president, Seattle Hard- 


ware Co. President Charles H. 
Black delivered a word of wel- 
come to the guests of the show. 

C. P. W. Schwengers, McLen- 
nan, McFeely & Prior, Ltd., Van- 
couver, B. C., “keynoted” the 
entire three-day session with his 
talk on his company’s plan of 
dealer-jobber cooperation, “The 
Sunset Plan of Cooperative Mer- 
chandising and Advertising.” Mr. 
Schwengers stated that coopera- 
tion between the dealer and job- 
ber in regard to advertising and 
merchandising is the solution to 
the competitive problem facing 
the independent dealer today. He 
declared that both the wholesaler 
and the retailer must join hands 
and jointly work out their many 
problems and stand solidly to- 
gether in a progressive movement 
such as the present-day dealer- 
jobber cooperative group. 

The round table discussion of 
National Hardware Stores, was 
presided over by Tom J. Temple- 
ton, sales manager, Seattle Hard- 
ware Co., who presented many 
new and interesting plans for 
1937 to the dealers. William 
Snyder, Snyder Hardware, Arling- 
ton, Wash., gave a detailed report 
on his personal experience with 
the National Hardware plan of 
operation and how he, as an inde- 
pendent dealer, had met specific 
problems in his community with 
the proper application of a co- 
operative advertising plan. 


Anchorage Devices 


The new Rawlplug booklet on anchor- 
age devices shows how the various 
types of anchors develop their holding 
power; the advantages of each type; 
the correct installation; accounts of 
tests; safe working loads; how large 
and deep to drill the hole for the best 
results; correct size drill to use, and 
tips on how to drill a more accurate 
hole in masonry. For this booklet, 
No. 37, write to The Rawlplug Co., 
Inc., 98 Lafayette St., New York City. 





Corbin Profit Package 


“The Guardsman” padlock—has no 
seams or rivets and is made from 
solid bar of bronze. It is a precision 
pin tumbler mechanism with hardened 
steel shackle. Has two-tone finish; 
brightly polished and buffed sides with 
satin panels. Individually wrapped in 
Cellophane with two nickel-silver keys. 
Six padlocks in attractive display con- 
tainer. Corbin Cabinet Lock Co., New 
Britain, Conn. 
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sandpaper / 


HE CONTAINER used in packing 

Clover Green-Stripe Sandpaper is illus- 
trated above. It is the drawer type — the 
most convenient abrasive-sheet dispenser for 
the shelf-hardware dealer. 

The box has a handy tab so that the 
drawer may be easily withdrawn without dis- 
turbing the boxes above or under it. It also 
has the new gauge-hole, which tells you at 
a glance the contents of the box and when 
it is time to replenish your stock of a grade. 
This is quite an innovation. 

Although sandpaper is a low-price item, 
we pack it in a quality container, attractively 
printed in colors. Clover Green-Stripe Sand- 
paper in its new dispenser will mean more 
sales for the hardware dealer—and S-A-L-E-S 
spell P-R-O-F-I-T-S. 

Always specify Clover Green-Stripe Sand- 
paper — the better sandpaper — and insist 
upon getting it! 

P.S.—If you haven’t tried our Green-Stripe 
Flint Sandpaper, won’t 
you allow me to send 
you samples. I know 


you will like them. 


CLOVER MFG. CO. 


NORWALK, CONN. 





STOVE BOLTS AND 
MACHINE SCREWS* 


A Difference That's QUALITY 


Phorrmane Sales and Customer Sat- 
isfaction! One is as important to you 
as the other! You can make sure of both 
by selling Eagle Quality Stove Bolts and 
Machine Screws. 

1. Carefully selected material. 

2. Accurate Workmanship 

3. Especially Clean Threads and Slots. 
4. Excellent Packing. 


If you haven't stocked Eagle Stove Bolts 
and Machine Screws, it will pay you to 
do so. Order from Your Jobber. 


*Wood Screws and Sheet Metal Screws, 


too. 
eee 
The Eagle Quality Line 
Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 


Front Door Sets Cabinet Locks 


pace [Box co 


26 Warren Street -- New 


Branch Offices: 


521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 


Machine Screws 











Works af Terryville, Conn. 
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SPONGES »« 
CHAMOIS 


ecial 
FEATURES 


ANNA & ANDY Sponges 
“STAND THE GAFF” 





With 





WDousual Sponges . . . Mermaid Brand 
Sponges... that survive rough usage. 
combined ‘with long hours. Anna & Andy 
“can take it" and come back for more 
. day after day... week after week. 


@ A quality that 
holds more water 
and stays soft and 
resilient. 

© A special Handy 
Tape for Hanging. 


SPONGE DISPLAYS 
FREE 


Ask about Deal | 
No. 9... Andy 
Basket Display... 
FREE with 12] 
Ass'td. taped and | 
cellophaned |} 
ANDY Sponges | 
- $9.00 Retail | 
Value. Your cost] — 
$5.40. Also many 
other displays and L 
varieties of Sponges. 
Investigate our Mermaid Brand Velvets. 


FREE CHAMOIS DISPLAYS 


Not only soft but 
lint-free. Ideal for 
cleaning glass, etc., 
and for rubbing 
down varnished sur- 
faces. Ask about 
Deal No. 1010... 
Electric Flasher Dis- 
penser for your 
window . . 10 
Ass'td. Chamois . 

Your cost $6.66. 

Get the Amsco Salesgirl Demonstrator 
Display at the same time . . . on Deal 
No. 333 ... of 5 Ass'td. Chamois. Retail 
Value $5.00. Your cost only $3.33. 


Ask Your Jobber for Sales Manuals 


AMERICAN SPONGE. & 
CHAMOIS CO., Inc./4%. 


“iw YORK SAN FRANCISCOE fk #2aet 


ee BY BRAND” ve 


YOUR JOBBER CAN'T SUPPLY YOU 
Sino US HIS NAME AND ADORESS 























. Retail Value $10.00. 
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President Baker's 
Address 


(Continued from page 67) 


—the partial breaking down, at 
least, of the wall of suspicion and 
distrust that otherwise arises as a 
barrier between competitors, and the 
building of a cooperative spirit 
among the hardware jobbers over 
the entire South. And so I say in 
all sincerity that if there were no 
Southern Hardware Jobbers Asso- 
ciation today, there are many of us 
who would feel it one of our most 
important duties tomorrow to go out 
and try to build up such an organi- 
zation. 

Some of the most important things 
in this life are the most difficult to 
evaluate. We cannot apply any mone- 
tary yardstick to such things as 
membership in a church or a frater- 
nal organization, or to the contacts 
and friendships with our fellow 
business men. Nor can we place 
any definite value on such occasional 
recreation as we may take, or on such 
varied knowledge as we may gain 
through reading or in other ways. 

All of these things are worth 
while. They are examples of those 
intangibles which cannot be mea- 
sured in dollars and cents. And one 
more which might be mentioned is 
the business man’s greatest asset— 
confidence. He must have the con- 
fidence of those with whom he does 
business and he should have the 
confidence of his competitors and 
others engaged in his same line of 
business activity. Such confidence 
is best established through associa- 
tion work and through convention 
contacts, because these are the means 
by which we come to know one an- 
other better. 

In one respect our conventions 
have become of much greater value 
than the founders of this organiza- 
tion probably anticipated, for it was 
not long until they became joint con- 
ventions of hardware manufacturers 
and southern jobbers. Thus for 
many years they have been the means 
of establishing friendship and mu- 
tual confidence between our mem- 
bers and the chief executives of our 
sources of supply. It is much easier 
to do business on a satisfactory basis 
with those whom we have come to 
know and respect—even though, hu- 
man nature being what it is, we may 
sometimes approach the problems of 
distribution from an individualistic 
or purely selfish viewpoint. 

We believe in our American sys- 
tem of free competitive enterprise. 
We believe, too, that the interests of 











SHIELD 
BRAND 





BETTER TOOLS 


for 


BETTER WORK 





THE STANDARD TOOL ([0. 
CLEVELAND OHIO 


BRANCHES: 
NEW YORK — DETROIT — CHICAGO 





30 PER CENT fH 
PRESSURE COOKERS 


“NATIONAL” 


Look for the trademark “National,” 
Eau Claire, Wisconsin . . it’s your guide to 
greater Pressure Cooker and Canner profits! 
“National” is the largest, oldest manufact- 
urer ... “National” the best 
known name . . the easiest to sell! 





PRESSURE COOKER 


Department 9 
EAU CLAIRE, WISCONSIN 
cer rr re mmm er 
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Fruit juices—root beer 
— catsup — good old 
home brew—summer- 
time favorites with 





h ds of families! 
Man, it’s bottle capper 
season again — and 


this year, they’ll show 
you some real profits. 
Stock up now with 
“Climax”—best-known 
capper in the world. 
Don't lose your profits 
from those first few 
eustomers because 
you're out of stock. 


One dozen Ev- 
eredy Climax 
Cappers in a 36- 
lb. case—$6.00. 
Six other models. 


Durable steel construction for Hfetime service. 


Large level stand for bottles prevents tipping— 
big comfortable handle and powerful spring as- 


REDY Cc 





‘The EV 


BAST STREET ¢ FREDERICK « MARYLAND 





Townsend - 
Wire Stretcher 


With this implement the person 
stretching the wire can quickly and 
easily nail it to the post from 
which he is stretching with- 

out assistance. 


Made with 3-ft. wooden 
lever, to which is at- 
tached sturdy malleable 
iron pinchers, into 
which are riveted Ser- 
rated Steel Grips war- 
ranted not to slip. 


It stretches to the last 
post at the end of the 
fence as well as to any 
other, Works equally 
well on plain, twisted, 
barbed wire, or woven 
wire. Also ideal for 
tightening bands and 
wire on large shipping 
boxes, crates and bales. 
Profitable seller. 


Will last 25 or 30 years. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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‘ our people as a whole are best ser- 
ved by maintaining the distribution : 
of merchandise primarily through 
independent wholesalers and retail- 
ers. Yet we must recognize that the 
competition of new and more closely 
integrated methods of distribution 
makes it necessary that the various 
elements in our manufacturer-to- 
wholesaler-to-retailer system work 
together more harmoniously and 
with a better appreciation of our 
mutual problems. In this way we 
may eliminate wasteful practices and 
attain greater economy and efficiency 
in distribution. And our associations 
and our conventions should be, and 
are, most important factors in at- 
taining these objectives. 

We may look back with pride to 
the part this old association has 
played in developing among _ its 
members a broader understanding 
of the problems of distribution and 
in establishing a friendlier, more co- 
operative spirit among ourselves and 
with our sources of supply. Yet we 
should look forward to the future 
for still more constructive accom- 
plishments. 

We believe that this association 
should be made more of a “clearing 
house” for the ideas and experiences 
of its members. By sharing our 
knowledge with one another we can 
build a stronger foundation for the 
hardware jobbing fraternity as a 
whole. We should keep in mind the 
fact that the future of the individual 
jobber is dependent largely on the 
future of the jobbing function in the 
distribution of hardware. 

It has been a privilege to have 
had the opportunity of serving as 
your president this last year. This 
association work has been a real 
pleasure, largely because of the per- 
sonal contacts it has brought me. 
And in this work I have been able 
to visualize the greater accomplish- 
ments which are possible for this 
association in the years to come. 

We believe that we can build 
more securely by sharing the res- 
ponsibilities as well as privileges of 
official association duties as widely 
as possible. For this reason we have 
thought it desirable to establish the 
precedent of a more or less regular 
rotation of executive committee 
membership. And every member, 
whether serving in an official ca- 
pacity or not, should remember that 
this is his association, that his advice 
and counsel are welcome at all 
times, and that he is equally respon- 
sible with all other members for the 
present accomplishments and future 
possibilities of this organization. 











another 
PRECAUTION 








for YOUR 
PROTECTION .. 


Controls are built to close preci- 
sion standards and tested against any 
possible defect in material, assembly 
or performance to insure absolute de- 
pendability in day after day service. 
As a further precaution that all 
Oil Control Valves reach their purchas- 
ers in the identical condition they left 
the factory test racks, each control is 
fitted with a caution-tagged wire lock- 
ing device which loops through the 
float trip lever to secure it in shipment. 
That is another reason you can depend 
upon satisfying performance from any 
control that carries the mark of 
protection. 


No. 240—KR 


More and more manu- 
facturers recognize the 
advantages of A-P 
Controls in their appli- 
cation to modern oil 
burning heaters. It will 
pay you to investigate. 


HUTOMATIC PRODUCTS COMPANY 


MILUAUKEE WISCONSIN 
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CLEVELAND CHAIN 


Popular Sizes and Styles 
Available On the 
REEL SALESMAN 

CHAIN DISPLAY STAND 


FOR INFORMATION AND PRICES SEND tOR BULLETIN DS-37 


THE CLEVELAND 
CHAIN & MFG. CO. 


ee ee ee OTE . im mm ©) 


ASSOCIATE COMPANIES: THE BRIDGEPORT CHAIN & MFG. CO... BRIDGE 
PORT, CONN ROUND CALIFORNIA CHAIN CORP., LTO SO. SAN FRAN 
oO. CALIF SEATTLE CHAIN & MFG. CO SEATTLE WASH 
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BACKED BY A 
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that makes 
your profits 
easier to get 
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GARDNER-DENVER 
CENTRIFUGAL PUMPS 


@ When you sell Gardner-Denver Side-Suction 
Centrifugal Pumps, you can definitely assure 
your customers of higher pump efficiency and 
lower pumping costs. That's because every one 
of these small pumps is backed by Gardner- 
Denver's reputation for putting high quality into 
everything it manufactures. Get complete details 
on how Gardner-Denver Centrifugals can build 
YOUR pump business. Just mail the coupon! 


= = == ‘ 
wt. 
co. aviney " ff GARDNER 


eR 11 centri 
facts about Your smo q DENVER 
4 Quincy, Illinois 


Company 


- 1 Since 1859 
| Address State 


City nanos’ 
cae 
GARONER-DENVER 
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Coming Conventions and Events 


Associated Pot and Kettle Clubs An- 
nual Convention, Hotel Gearhart, Gear- 
hart, Ore., June 25 to 27 inclusive, 
1937. J. M. Robertson, secretary-trea- 
surer, 4725 District Blvd., Los An- 
geles, Cal. 


The Hardware Association of the 
Carolinas, 33rd annual _ convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary, 803 
Commercial Trust Bldg. Charlotte, 
N. C 


Eastern Hardware Golf Association's 
Third Annual Tournament, Buckwood 
Inn, Shawnee-on-the-Delaware, Pa., 
May 20 to 22 inclusive, 1937. H. L. 
Gillian, secretary, care Wood Shovel 
& Tool Co., 50 Church St., New York. 


The Institute of Cooking and Heat- 
ing Appliance Manufacturers, Inc., 
Mid-Year Convention, French Lick 
Springs Hotel, French Lick Springs, 
Ind., June 3 to 5 inclusive, 1937. In- 
stitute Headquarters: Shoreham Hotel, 
Washington, D. C. 


The Louisiana Retail Hardware & 
Implement Association convention, 
Alexandria, La., May 17 and 18, 1937. 


Headquarters hotel to be announced 

t a later date. A. H. Aucoin, execu- 
tive secretary, 336 S. Rampart St., New 
Orleans, La. 


Mississippi Retail Hardware and Im- 
plement Association 3lst Annual Con- 
vention, White House Hotel, Biloxi, 
Miss., June 14 to 16 inclusive, 1937. 
John F. Jennings, secretary, 307 Stand- 
ard Life Bldg., Jackson, Miss. 


National Retail Hardware Associa- 
tion’s 38th annual congress, Biltmore 
Hotel, Los Angeles, Cal., July 12 to 15 
inclusive, 1937. H. P. Sheets, manag- 
ing-director, 130 East Washington Bldg., 
Indianapolis, Ind. 


Triple convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., New Peabody Hotel, 
Memphis, Tenn., May 10 to 12 inclu- 
sive, 1937. Secretary, National Asso- 
ciation: H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa. Secretary, American 
Association: R. Kennedy Hanson, 916 
Clark St., Pittsburgh, Pa. Secretary, 
Southern Association: Alvin M. Smith, 
c/o Smith-Courtney Co., Richmond, Va. 





Drapery Hardware Co. Denies 
F.T.C. Soil Pipe Charges 


EPLYING to the Federal Trade 
Commission complaint  dir- 
ected against the Cast Iron Soil Pipe 
Association and makers of cast iron 
soil pipe charging violation of both 
the Federal Trade Commission and 
the Robinson-Patman acts through 
operation of the, Birmingham-plus 
system, the Drapery Hardware Co., 
Los Angeles, has made denial of 
the allegations. The company says 
it has been but is no longer a mem- 
ber of the association, is not engaged 
in the production of cast iron soil 
pipe and now sells only the remain- 
der of pipe and fittings on hand 
from previous production. It also 
says it is not engaged in interstate 
commerce and that its production 
and sale of cast iron soil pipe has 
been entirely within the state of Cal- 
ifornia. It admits that it has received 
price lists from the Cast Iron Soil 
Pipe Association but denies that it 
has governed its sale price or that 
its sale prices have been the prices 
or based upon association lists. It is 
further declared that the company 
makes no price discrimination among 
its customers even in its intrastate 
business. 


The F.T.C. has extended to May 
20 the date for making answers. 





Wood Scraper Display 


wooo SCRAPERS 





No. 3900, featuring the Millers Falls 
Curved blade line. Natural wood han- 
dles with their green tips give pleasing 
contrast against glossy bright red ply- 
wood panel. All scrapers are firmly 
fixed to display except the No. 296 
floor scraper and the No. 53 wood 
scraper which rest on the base and can 
be picked up and examined. Display 
is free with reasonable stock order for 
an assortment of the line. Tools on 
display have list price value of $3.85 
and are considered part of stock order. 
Millers Falls Co., Greenfield, Mass. 
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UNIVERSAL 


Pre ents 


New Style Creations 
in Modern Home 
Laundry Equipme nt 



































All White or Jade Green 


Every model styled for the modern 





age, graceful lines, attractive colors, 
new features and unmatched values. 
UNIVERSAL’S progressive national 
advertising plus generous dealer dis- 
counts assures you substantial profits. 








Write us or your jobber 
for complete information 


ee i 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONNECTICUT 
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7/4 BASSICK 
DISPLAY THAT 


SELLS Quakly 


CASTERS! 


"Complete with samples, metal 
"socket: gduge, catalog and 
Play card, is given to you | 
charge with the Bassick 


FULL FLOATING 
ARING CASTERS 


household casters 
ever been avoila- — 
mical prices. 


| CASTERS 


/ Especiollyadapted for 


“RUBBER CUSHION. 


THE BASSICK COMPANY 


Bridgeport Connecticut 
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(Continued from page 63) 


cause it is just half of the figure 
shown. 

Following these columns should 
come twelve other columns so the 
stock can be taken every month of 
the year. Each of these columns 
should be in three parts, first figure 
to show amount of stock on hand. 
Second figure should show the 
amount on order not filled and the 
third column should show the 
amount to order for the month to 
bring your stock back to normal 
considering the other two columns. 

A final word about stock cards. 
If your normal stock is not suffi- 
cient and you are constantly run- 
ning out of goods, do not hesitate 
to increase your normal stock fig- 
ure. Likewise, if your normal stock 
is not showing you at least a four 
times turn over, do not hesitate 
to reduce your normal stock figure. 

At the end of the year, total your 
sales of each item from that figure 
and you will readily see what your 
normal requirements are. Dead or 
slow moving stock will stand out 
like a sore thumb and you can do 
something about it to move such 
items. 

Too much emphasis cannot be 
given as to the importance of hav- 
ing every bit of information neces- 
sary to order goods from your 
source of supply on the stock cards, 
number, size, finish, etc. This will 
eliminate errors, delays and need- 
less correspondence. 

Do the job right in the first 
place, check your orders against 
the information on the cards and 
your problem is solved. 

The sample card shown with the 
chapter will illustrate what I 
mean. If you have both sides of 
the card printed you can keep two 
years record on one card. With 
this record all you need to do is 
fill in the quantities and’ your ste- 
nographer can make up the orders 
directly from the card. 

Now you have learned how to 
stock your merchandise and how 
to keep stock records. In our next 
chapter we will think in terms of 
sales. 

Now you are ready to sell goods. ' 

Copyright 1937 by Hardware Age. 
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BAKER BRUSH CO. inc. 


87 GRAND ST. +- NEW YORK 


NEW movers 
















For 
F oO 8) D making 
tomato 
STRAINER juice 
fruit 
& Grater cocktail, 
Will Strain apple 
Corn sauce, 
jellies, 


etc, 


Write for 
Dealer 
Prices 


Every housewife, hotel. and restaurant 
owner are prospective customers for this 
practical food strainer. It does the work in 
a fraction of the time ordinarily required. 
Strains food without waste. Can be used 
for a variety of foods. Only a few parts to 
clean. Built to last. Also Grater attachment 
for cheese, crackers, etc. Liberal profit for 
dealers. 


D. GRANDINETTI MFG. CO. 


241 Wolf St. Syracuse, N. Y. 
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No. 550-A 
10” A.C. Ose. | 
$12.25 List 


Bigger values than ever 
—two complete fan 
lines. You won't experi- 
ment if you sell Signal 
Fans. They are known, 
tried, proven, and ac- 
cepted—and backed by 
a well rated manufac- 
turer. Complete infor- 
mation, prices, and dis- 
counts upon request. 


SIGNAL ELECTRIC MFG. CO. 
Menominee, Michigan 
Offices in all principal cities 


_ StGNAL 











SUIRE-GRIP 


Will Hold 


the Hose 








HOSE CLAMPS 


¥ 





Any 
Pressure 


Will 
Stand 


More than 100 Sure-Grip sizes will enable 
you to supply every hose clamp need of 
your customers. For water, steam, air, au- 
tomobile, etc. . . . Sure-Grips tighten to a 
true circle and they won’t rust or corrode 
because the nut, bolt and clamp are gal- 
vanized separately — after all machining 
operations—to prevent any raw edges. 


Ask your jobber or write for prices 


J. R. CLANCY, Inc. 
Syracuse, N. Y. 
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New Design In Lock Sets 








The patent pending escutcheon plate 
locating lug eliminates the necessity of 
using outside escutcheon screw, thus 
making for easy installation. The lug 
also permits rapid assembly since it 
helps to locate and line up the knobs. 
The patent-pending screwless knobs 
are of simple and sturdy construction. 
The locking mechanism makes the unit 
one solid assembly and can easily be 
disengaged by freeing the locking 
ratchet. The maker. states there is no 
possibility of a loose front, since the 
lock front is of one solid casting. The 
bodies may be easily interchanged by 
loosening one screw, making it possible 
for the customer to secure any color 
knob he requires. Makes states non-cor- 
rosive materials are used. Finish con- 
sists of a special plastic coating applied 
over the regular plated finish. Knobs 
are furnished in red, green, ivory, blue. 
and black. Accurate Hardware Co., 11) 
8th Ave., New York City. 





Cyclone Fence Catalog 


C-34—is an up-to-date catalog of 
“Red Tag” products and in addition 
to the regular line of lawn fence and 
gates, complete fence, wire screen cloth. 
wire baskets, yard and garden equip- 
ment, ‘the latest additions to the line, 
hardware cloth and welded lawn fences, 
are shown. A page is devoted to dealer 
helps and available newspaper adver- 
tisement. Cyclone Fence Co., Wau- 
kegan, Il. 


Sieve Testing Folder 


Illustrated and describes the “End- 
Shak” testing sieve shaker. Also in- 
cludes information on Newark USS- 
ASTM testing sieves; the importance 
of accuracy; features of the U. S 
Standard series; how sieves are gradu- 
ated; and a table of sizes, code words, 
and prices. Newark Wire Cloth Co. 
351 Verona Ave., Newark, N. J. 





Stencil Catalog 


1937 edition on stencils, Mottletone 
brushes, S. S. improved glazing rollers, 
graining tools, delcalcomanias, and other 
tools and novelties for the painter and 
decorator. Stencil Specialty Co., 24 
Eastern Parkway, Jersey City, N. J. 
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EAGLE MANUFACTURING CO. 


Wellsburg, West Virginia 
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The States Want Their Tax “Cut” 


Proposed Sales and Advertising Taxes and 
Trade Mark Registration License Fees 


Times Saturday, April 17th, 

under the heading “Who Pays 
a Tax,” was the following para- 
graph :— 

“The great fault of the Ameri- 
can tax system is not that it rests 
on too narrow a base, but that 
only part of the base is visible. 
It would be an excellent thing if 
some of the many taxes now lev- 
féd indirectly were promptly 
‘scrapped in favor of direct per- 
sonal taxes, even on the smallest 
incomes. That would give us an 
electorate with a greater sense of 
responsibility in the matter of 
public finance, and legislators 
with more backbone in the matter 
of retrenchment.” 

I have written a number of 
articles on taxation, and I have 
constantly advocated that direet 
taxes should be paid by all citi- 
zens, no matter how small their in- 
come. I believe when a citizen be- 
comes a taxpayer he will be more 
interested in government, state 
and local expenditures of taxes. 

In taxation, the idea of the tax 
fixing authorities seems to be 
“What the citizen doesn’t know 
will not hurt him.” The effort, 
therefore, in plain English, is to 
fool the citizen by taxing him in 
directions with which he is not fa- 
miliar. Citizens in all of our states 
indirectly pay enormous taxes on 
gasoline, motor vehicles, alcoholic 
beverages, etc. The manufactur- 
ers of these articles are taxed, and 
naturally add the cost of the taxes 
on to the cost of the goods. And 
the taxes are passed to the con- 
sumer in higher prices. Some of 
the items coming under this head 
are radio sets, cameras, sporting 
goods, jewelry, phonograph rec- 
ords, matches, tooth paste, chew- 
ing gum, shaving cream, and many 


T an editorial in the New York 
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others too numerous to mention. 
There are Federal taxes on tele- 
phone messages, theatre tickets, 
club dues, playing cards, liquor, 
tobacco, deeds of conveyance and 
even on safety deposit boxes! 
Therefore when many of our citi- 
zens in their ignorance think they 
are not paying taxes because they 
do not pay a direct tax, they are 
just fooling themselves. 


The Patman Law 


The various state legislatures 
have become interested in the Pat- 
man law. They have passed fair 
trade laws of their own. Now, 
backed up by the decision of the 
Supreme Court in regard to trade- 
marks, they are passing laws 
whereby the price may be fixed by 
a manufacturer on his trade- 
marked goods. All this has been 
hailed with enthusiasm by some 
manufacturers, by some trade as- 
sociations and by many small re- 
tail dealers. However, in my tax 
studies I have noticed that there is 
one tendency well under way about 
which there has been little or noth- 
ing in print, and that is a move- 
ment among many states, to set up 
state taxes on sales and advertis- 
ing. They are also setting up 
state bureaus or departments to 
pass on these taxes, to lay down 
rules, to see to the collecting of 
taxes, and in addition to charge 
manufacturers and others a state 
license for registering their trade- 
marks in the state. If these trade- 
marks are not registered the infer- 
ence is that the national manufac- 
turer will have no protection on 
his trademark in the states where 
he does not register it and does 
not pay a license fee. It would 
therefore appear that while the 
states are willing to protect the 


independent dealer and the manu- 
facturer from unscrupulous, un- 
fair competition, they do not in- 
tend to give this protection free, 
gratis, for nothing. In other 
words, the states want their “cut.” 
Therefore, all this expense and not 
only the expense of registering the 
trademark but the expense of the 
accounting force necessary to 
keep track of all these things, must 
be added tothe cost of the goods, 
and in the end the consumer must 
pay these higher costs. 

The large industrial companies 
whose selling prices are not reg- 
ulated by the government can 
pass along advances in wages and 
raw materials to the consumer. 
But in lines of business, such as 
utilities and railroads, etc., where 
prices are fixed by. the govern- 
ment, the companies are just in 
a nutcracker. 

Mr. Lee W. Mida, President of 
Mida’s Trade Mark and Patent Bu- 
reau writes:—“Should state regis- 
trations become mandatory or per- 
suasive? Should state legislation 
be radical or justifiable? Should 
the innocent participant be safe- 
guarded?” He continues:— 

“Attempts have been made in 
various states to secure passage 
of bills to make trade mark reg- 
istration mandatory. The move- 
ment is reputed on one hand to 
be solely a measure of revenue, 
while on the other hand there is 
sincere reaching toward stabiliz- 
ing trade mark property. 

“Legislatives can hardly be ex- 
pected to have a close under- 
standing of this subject. It chal- 
lenges the best minds in the legal 
profession. 

“There can be no question that 
in its broader aspects each state 
has the commonwealth privilege 


of common welfare. That privi- 
(Continued on page 162) 
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cA ‘Pedigree 
OF QUALITY STOCK 


Judged by experts under all conditions — Fitler Manila Rope has 
won every Blue Ribbon for Economy and Service. .. . It has a 
pedigree of Quality that reaches back over 134 years. When you 
specify Fitler, you secure superior rope and insure the safety of 
your workmen. . . . Dealers can bank on this tip—stock and feature 
Fitler Brand Manila Rope for more sales and increased good-will. 


FITLER | 


A Rope For Every Requirement 





Look for the Blue & Yellow Reg. Trademark No. 245091 U. S. Pat. Office 


THE EDWIN H. FITLER CO. 


PHILADELPHIA CORDAGE WORKS Established 1804 
New York Chicago New Orleans Houston 














R-H-C Metal Display Fixture 


Catalog. Shows hundreds of 
store display fixtures... 





Refer to the new R.H.C. Metal 
Display Fixture Catalog— 
pages full of ideas... contain- 
ing detailed illustrations of 
R.H.C. Displays in prac- 






tical use. 


If you haven’t already 
received your copy of 
this handy book, write for it without 
delay —so that you may be sure of 


receiving it promptly! 


REFLECTOR HARDWARE 
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The States Want Their Tax “Cut” 


(Continued from page 160) 


lege is expressed in the Consti- 
tution of these United States, and 
in trade mark definition is upheld 
by the Supreme Court. But the 
Constitution was wisely framed to 
limit powers both in the national 
government and its component 
state units. Too much power in- 
vites anarchistic tendencies. Man- 
datory state registration would 
usurp to the threshold of anar- 
chy.” 


I subscribe to a service that 
keeps me posted up to the minute 
on what the various state legisla- 
tures are doing in the line of taxa- 
tion. I mean tax bills that are 
proposed, bills that have passed 
one house and possibly not the 
other, bills that have passed both 
houses where there is not unilat- 
eral government, bills that are 
resting on the desks of the gov- 
ernors for signature, and also bills 
that have been passed. The ex- 
tent and number of these bills I 
do not believe is fully appreciated. 
Therefore I thought you might be 
interested in reading a digest of 
what is under way in the various 
states just in the months of March 
and April. Probably many of my 
readers will be surprised to find 
bills are being proposed and 
passed in their own states that they 
have never even heard of, but the 
results of which will have a direct 
bearing upon their businesses and 
incomes. I give you below some 
of these bills, as they come to me 
in the service I mention above 
furnished by the Proprietary As- 
sociation, Washington, D. C. 


MARCH I to 31, 1937 


Colorado House Bill 241 levies 
annually upon the gross income of 
every person residing in the state 
and of every person non-resident in 
the state but doing business within 
Colorado, a tax in an amount to one- 
quarter of one per cent of such 
gross income. 


Georgia House Bill 640, a general 
tax act, assessing general taxes on 
practically every line of business, 
has passed the House. 


Georgia Senate Bill 250 makes 
unlawful certain discriminations in 
price, services or facilities fur- 
nished, or in payment for services 
or facilities rendered, in connection 
with the sale of commodities in the 


course of trade or commerce, pro- 
viding certain remedies for viola- 
tion. 


Georgia House Bill 835 provides a 
tax of one-fourth per cent on the 
amount or volume of gross income 
received from activities or business 
done within the state. The bill has 
been favorably reported. 


Kansas Senate Bill 514 imposes a 
two per cent tax on the gross re- 
ceipts derived from the sale or 
furnishing of advertising of whatever 
kind or character to be published in 
newspapers or magazines or to be 
displayed on billboards or other 
kind of indoor or outdoor advertising 
devices or to be broadcast over radio 
stations, or to be displayed by any 
stereopticon or motion picture. The 
effects of this bill would be to in- 
crease the overhead of the advertis- 
ing agency, which would in turn 
increase the cost of advertising to 
the manufacturer. 


Kansas House Bill 619 provides 
that there shall be levied upon every 
person in the state a tax or excise 
for the privilege of using within the 
state any article of tangible per- 
sonal property purchased subse- 
quent to April 30, 1937, such tax 
to be collected in equal amount to 
the purchase price paid by the tax- 
payer multiplied by the rate of two 
per cent. 


Kansas Senate Bill 522 provides 
that from and after May 1, 1937 
there shall be levied a tax upon 
every retail sale of tangible per- 
sonal property equivalent to 1 per 
cent of the purchase price paid or 
charged, provides for returns, etc. 


Kansas House Bill 617 levies a 2 
per cent retail sales tax upon each 
retail sale made in the state, from 


and after May 1, 1937. 


Kansas Senate Bill 523 provides 
for a 1 per cent gross receipts tax 
upon the privilege of engaging in 
business activities in the state. 


Kansas Senate Bill 520 levies a 
tax on each retail sale made in the 
state of tangible personal property, 
at the following rates: one cent, if 
the price is from twenty to sixty 
cents inclusive, two cents if the 
price is from sixty cents to $1 in- 
clusive. If the price is less than 
twenty cents, no tax shall be im- 
posed. If the price is in excess of 
$1, two cents on each full dollar 
thereof, and if in such case the 
price is not an even number of dol- 
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COPPER & BRASS 
Belt & Trunk 
Rivets & Burs 

Round, Flat, Counter- 
sunk Head Rivets 

Washers 















A "Natural" for 


CANNING SEASON 


Every woman wants this 








:\ handy canning aid. 
§ Goud Housekecping Mashes a bushel of toma- 
ANG, * Institute ws toes into juice in 20 min- 
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utes—a bushel of apples 
into sauce in 30 minutes. 
Fine for preparing jellies, 
jams, preserves, and grape 
juice. 


FOLEY 
FOOD MILL 


This daily kitchen Time 
Saver mashes potatoes for 
10 people in one minute 


— also carrots, squash, 
spinach, ete. Fine for 
preparing purees, cream 


soups, and foods for in- 
fants and special diets. 





Sold to Consumer 
on 10 Day Money- 
Back Guarantee 
If your customer is not 
satisfied with the Foley 
Food Mill after a 10- 
day trial, you are au- 
thorized to refund the 

full purchase price. 
Retail Prices—1 
quart Family Size $1.5: 
—Junior Size $1.25. 
Order through jobbers |® 
or write direct to us. AS 


FOLEY MFG. CO. | amie 
1 Main St., N.E., 
Minneapolis, Minn. 
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COMPRESSED 


LEAD HEAD 
NAILS 


Without impairing their lead caps 
in any way, Dickson nails drive di- 
rectly through unpunched lapped 
roofing sheets, seal the nail holes 
with lead and make a sheet metal 
roof watertight, protect it from rust 
and add years to its normal life. 






REC RREARRRRAMA RSA NANO 








Dickson nails are the neatest in appear- 
ance, the most efficient and by far the 
least expensive of all lead hea nails — 
supplied in barbed or screw shank form, 
bright or hot galvanized in I!/.", 134", 2", 
2\/,", and 2!/," sizes all 10 gauge. 


Dickson 10-gauge galvanized annealed 
lead head fasteners, for laying sheet metal 
roofs on steel framework, are supplied in 
4 inch to 16 inches in length. 





WEATHERPROOF NAIL CO. 


of .Lead Head Nails 
ILLINOIS 








DICKSON 


America Largest Producer 
EVANSTON 








NO ROOFING iS BETTER 
THAN ITS 


SURFACE 


Roofing can give service only so long as its topmost 
layer resists time and the elements. That’s why so many 
leading roofing manufacturers permanently protect 
the surface of their make of roofing with an outer 
coating of STA-SO. 

STA-SO is the surfacing of crushed, everlasting Vermont slate 
—non-porous, non-fading, wear defying. Its hard slate par- 
ticles, flat and overlapping like fish-scales, will not drop out or 
wash off. STA-SO completely seals any roofing surface and is 
proof against age, weather, fire and sun. 


STA-SO, on roofing, shows no brand or label. To make sure 
that any make of roofing you handle is surfaced with STA-SO 
write us for the facts. 


CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


° STA-SO"s@ ° 
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NEWPORT 
TURPENTINE 


AND the hermetically sealed 
Newport display package 
. in green, black and white 
. is easily recognized. It 
catches the eye. . . sells from 
the shelf . . . revives a men- 
tal association of quality mer- 
chandise with quality stores. 
But Newport's popularity 
“springs from the package” in 
more ways than one. The mo- 
ment the can is opened your 
customer recognizes the mild 
pine-like odor . . . and sees 
the familiar crystal-clear, wat- 
er-white turpentine within. 
This hermetically sealed 
turpentine cannot oxidize pre- 
maturely . . . cannot discolor 
. because no air can reach 
it. Best of all, as the paint 
dries, Newport Steam Distilled 
Wood Turpentine oxidizes in 
the pores of the wood or un- 
dercoat to give the film a 
strong foothold. 


Available in Y, 4 and 1 gal. 
cans. Also in 5 gal. litho- 


graphed drums and 55 gal. 
galvanized drums. 
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lars, then in addition to the said 
tax on each full dollar thereof, one 
cent if the price exceeds an even 
number of dollars by more than 
nineteen cents but not more than 
sixty cents; two cents if such ex- 
cess is more than sixty cents and 
less than one dollar. Every per- 
son engaging in such business is 
required to have a license, and to 
make returns to the tax commis- 
sion. The bill is to be known as 
the “Kansas Consumers Sales Tax 
Act.” The taxes are to be imposed 
and collected when the sale is made, 
regardless if when the price is paid, 
or the article delivered. 


_ Maryland Senate Bill 256 amends 
the law relating to corporations. It 
contains provisions relating to con- 
solidations and mergers, service of 
process, retirement or redemption of 
shares, investing or re-investing of 
stocks and securities, etc., and re- 
quires a filing of a charter, with a 
qualification fee of $25.00 for every 
foreign corporation desiring to do 
an intrastate business in the state. 


Maryland Senate Bill 331 amends 
and supplements the Tax Acts of 
1935 and 1936, by extending the 10 
per cent tax on toilet articles and 
cosmetics to March 31, 1939, and 
adding a new section imposing a tax 
on proprietary and patent medi- 
cines, and soft drinks. 


Massachusetts House Bill 170, 
providing for a 2 per cent excise tax 
to be paid by vendors of tangible 
personal property, has been with- 
drawn. 


Minnesota Senate Bill 1078 is 
for an act relating to the assess- 
ment, review and equalization of 
real and personal property for the 
purposes of taxation, imposing taxes 
on gifts, gross earnings, privileges, 
sales, occupations, receipts, fran- 
chises, inheritances, etc. Under the 
bill, among other taxes, an annual 
occupational tax is imposed on the 
amount of volume of gross receipts 
or gross income derived from such 
occupations, employment and/or 
business, as follows: upon the gross 
receipts or gross income of every 
person engaged in the business of 
wholesaling and/or jobbing tangible 
commodities, one-half of one per 
cent. Upon the entire gross receipts 
or gross income of every person en- 
gaged in the business of retailing 
any tangible commodity or com- 
modities, 2 per cent. 


Minnesota House Bill 1377 (Sen- 
ate Bill 1189) is for an act creating 
a Commission to be known as the 











SHERMAN 


Long-Grip 
Couplings 
and 
Menders 





Fig. 31 Mender 


A real improvement over pre- 
vious construction in this justly 
popular type. 
A sure biting grip — far back 
from end of hose. 

Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 














OSHKOSH 
FINISHED HORSESHOE 


A real time saver—for farmers—com- 
pletely finished one to nail on. It's 
a steel shoe—with turned heels—made 
in sizes 2 to 7 inclusive— 
can be worked hot or cold 
and reset or welded like 
any other steel shoe. Pop- - 
ular with horse owners and 
horseshoers wherever used 
—greatly in demand dur- 
ing Spring and Summer 
months. Your requirements will be 
given prompt attention now. Oshkosh 
shoes are sold — through jobbers, 
and are priced to meet competition 
and show the dealer a good profit. 


GIANT GRIP MFG. CO. 
Oshkosh, Wis. 
Established 1863 
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SIMPLEX 





Size -Marked 
PUMP LEATHERS 


SIMPLEX size-marked leathers offer you 
a quality—and a sales building feature 
not obtainable in any other packings.... 
Confusion is avoided, sales mistakes are 
prevented and customer satisfaction as- 
sured. Size-marking is a boon to store 
buyer, sales clerk and customer. Insist 
on SIMPLEX size-marked packings—they 
cost no more. Available in two price 
classes under the brand names 
“LONG WEAR” and “STANDARD.” 


Ask your Jobber or write us for price list. 


SIMPLEX MrFc. Co. 
Auburn, N. Y. 








the brand 
Is very 
important! 





when ordering steel trap 
futures — insist upon 


BLAKE & LAMB 


the one nationally known 
brand sold to advantage 
thru the hardware trade. 


THE HAWKINS COMPANY 
South Britain, Conn. 
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“Trade Practice Commission of 
Minnesota, providing for the ap- 
pointment of Commissioners there- 
for, designating the duties of the 
commission as follows: 1. To exer- 
cise such powers and perform such 
duties concerning the administra- 
tion of the Trade Practice Act of 
the state as may be conferred and 
imposed on it by such laws. 2. To 
exercise such powers and perform 
such duties concerning the adminis- 
tration of all anti-discrimination 
laws of the state as may be con- 
ferred and imposed on it by such 
laws. 3. To collect, collate and 
publish statistical and other infor- 
mation relating to the work under 
its jurisdiction and to make public 
reports of its judgment necessary. 
On or before the first Monday in 
January of each year the Commis- 
sion shall report its doings, con- 
clusions and recommendations to 
the Governor, which report shall be 
printed and distributed biennially to 
the members of the legislature and 
otherwise as the Commission may 
direct. 4. To establish and main- 
tain branch offices as needed for the 
conduct of its affairs.” 

The bill further prohibits unfair 
methods of competition in business 
and unfair trade practices, and the 
Commission is vested with the pow- 
er to investigate, ascertain, declare 
and prescribe reasonable _ rules, 
regulations or standards to prevent 
unfair competition and unfair trade 
practices. 


Minnesota House Bill 1373 makes 
unlawful certain discriminations in 
price, services or facilities fur- 
nished, in connection with the sale 
of commodities in the course of 
trade or commerce, providing cer- 
tain remedies for violation. 


Missouri House Bill 54, has re- 
ceived a “do not pass” recommenda- 
tion. This bill repeals the 1 per 
cent sales tax of 1935 and enacts a 
new Sales Tax Law, taxing among 
other items toilet preparations and 
proprietary medicines, at the rate of 
5 per cent. 


New Hampshire House Bill 385 
levies a tax of 2 per cent upon the 
value of all tangible personal prop- 
erty sold at retail, on and after July 
1. 1937, measured by the sale price. 
The bill provides that every retailer 
shall add the tax to his sale price; 
that when the sale price shall in- 
volve a fraction of a dollar, the tax 
shall be added to the sale price 
upon the following schedule—on 
sales amounting to 12c. or less, no 
part of the tax shall be added to 
the price; more than 12c. but less 
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madern hinges 


he IMPROVED 













ASILY and quick- 





ly installed. 






Beautifies the doorway as it 
eliminates the protruding un- 
sightly butt. 


Allows the architect to carry 
out any motif he may desire. 
No projections to catch dirt 
or clothing. 









Used for interior doors, for 
wood casement windows, cup- 
boards, cabinets or wherever 
a hinge is required. 









We back our national adver- 
tising up with a move-’em-off- 






the-shelf personalized cam- 
paign for those handling 
SOSS hinges. 






Send for our resale proposi- 
tion and latest catalog. 


SOSS MANUFACTURING CO. 


648 East First Avenue 
Roselle, New Jersey 






























“YOU LOST A SALE 
WHEN YOU 
MADE THAT ONE” 
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YOU just sold that customer a can of 
household oil. Swell! 

But . . . you didn’t also sell him that 
can of Gulf Electric-Motor Oil you 
should have. You lost an eztra profit. 

For... like two out of three customers, 
he owns an electric refrigerator or some 
other major electric appliance . . . and 
Gulf Electric-Motor Oil is the one oil 
that can lubricate these appliances prop- 
erly. That's because it’s the one oil made 
specialiy for them. Regular household 
oil is too weak-bodied for such a job. 

You'll find people glad to buy Gulf 
Electric-Motor Oil because it makes their 
expensive appliances run smoother, 
longer. Many already know about this 
oil. Thousands more are finding out, be- 
cause it’s advertised regularly in Collier’s 
and the American Home. 

The 2-0z. can retails 
for 10c, the 8-oz. can for 
25c. Write Gulf Petro- 
leum Specialties, Pitts- 
burgh, Pa., for details. 










The ONE oil made 
specially for electric 
appliance motors. 


GULF ELECTRIC-MOTOR OIL 
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than 63c., the sum of lc.; more than 
62c. but less than $1,13, the sum of 
2c.; more than $1.12, the sum of 
2c. plus lc. for every 50c. or frac- 
tion thereof of the sale price above 
$1.12. When several articles are 
purchased together and at the same 
time, the tax may then be computed 
on the total amount of the several 
items. 


New York House Bill 2031 is the 
same as Senate Bill 1448, which 
makes it unlawful for the proprie- 
tor of broadcasting stations to per- 
mit broadcasting of advertising mat- 
ter without the approval of the mo- 
tion picture division as to the word- 
ing, permitting deletion of false and 
misleading statements, and charging 
10c. per word for reviewing copy. 


Oklahoma House Bill 2-6, levying 
a 2 per cent sales tax and a 5 per 
cent luxury tax has passed the 
house in substitute form. We have 
not as yet received a copy of the 
substitute, but understand that it 
contains the 2 per cent sales tax. 


Utah Senate Bill 185, an excise 
tax of 2 per cent, to reach com- 
modities escaping the present sales 
tax. and levying the tax on the stor- 
age, use and other consumption of 
tangible personal property, has 
been signed by the Governor. 


Vermont House Bill 272, increas- 
ing the fee for the filing and re- 
cording of trade marks and trade 
names from two dollars to ten dol- 
lars. has passed both houses. 


Washington House Bill 531, rela- 
tive to the qualification of foreign 
corporations to do business in the 
state, has been signed by the gov- 
ernor. 


Wisconsin House Bill 559 adds a 
new sub-section (5) to section 
132.01 of the statutes, relating to 
the registration of trademarks. The 
new subsection reads: “Before the 
sécretary of state shall be author- 
ized to register a trademark for a 
sole trader or co-patnership domi- 
ciled in another state. and doing 
business under a fictitious corporate 
name, or any other name which 
does not reveal the name of sole 
trader or the name of one of the 
copartners, it shall be necessary for 
such sole trader or copartnership to 
file in the office of the secretary of 
state, on a form furnished or ap- 
proved by him, a verified list of all 
persons financially interested in 
such business, and to pay to said 
secretary. in addition to the fee for 
registration of a trademark, an ad- 
ditional fee of one dollar. This 


subsection shall not be construed as 
legalizing the use of fictitious cor- 
porate names as defined in sections 
343.722 and 343.723. 


Congress—H. R. 5759, by Mr. 
Hill of Oklahoma, grants the con- 
sent of Congress to the several 
states to levy corporation license, 
franchise, or other similar taxes or 
fees measured by the value of capi- 
tal or capital stock employed or in- 
vested and/or the amount of busi- 
ness done by corporations engaged 
in interstate commerce within the 
taxing states; limiting the power to 
levy such taxes to the value of prop- 
erty and capital or value of capital 
stock owned or employed and/or 
business done by such corporation 
within the taxing state, and pre- 
venting double taxation. 


Congress (please refer this also 
to your export department) H. R. 
5782, by Mr. White of Ohio, adds a 
new section to Section 3 of the Tar- 
iff Act of 1930, to be known as Sec- 
tion 3B, reading as follows: “That 
hereafter it shall be unlawful for 
the President of the United States 
to negotiate any such trade agree- 
ment with any foreign government. 
in default on its obligations to the 
United States, unless such foreign 
government agrees to make regular. 
specific payments in amortization of 
its defaulted obligations to the 
United States on a quarterly or 
semiannual basis.” The bill also 
contains a Section 3B, which reads: 
“That hereafter any such trade 
agreement negotiated with any for- 
eign government in default on its 
obligations to the United States 
shall contain a clause providing for 
the cancellation of said trade agree- 
ment, if that government fails to 
comply with the terms of its amor- 
tization plan, made in compliance 
with section 3B of this Act.” 


Congress—Senate Bill 1077, by 
Mr. Wheeler, to amend the Federal 
Trade Commission Act, was report- 
ed on March 19th, without amend- 
ment. The bill as reported is iden- 
tical to S. 3744, which was unani- 
mously passed by the Senate on 
May 4. 1936. It removes the neces- 
sity of proving competition, and 
broadens the powers of the Federal 
Trade Commission with respect to 
investigations. 


APRIL 1 to 15th 
California House Bill 1396, im- 


posing a 1 per cent gross receipts 
tax, has been amended, the amend- 
ment including a 3 per cent gross 
receipts tax on wholesalers, and con- 
fined to that tax only. It originally 
(Continued on page 170) 
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EVERY BUILDER TO WHOM YOU SELL FINISH 
HARDWARE IS A PROSPECT FOR 


GOOD MARGIN 
OF PROFIT! 


7 POWERFUL 







Increased building activity has brought 
a new source of profit to hardware 
dealers who sell SKILSAW—the fast- 
est selling and best known electric 
handsaw. Our big advertising program 
is telling your builder customers about 
SKILSAW’s greater power, finer con- 
struction, countless money-saving ap- 
plications. Be prepared to sell and 
profit with SKILSAW this season! 

Write for our catalog and dealer proposition. 


SKILSAW, INC., vept. €., 3318 ELSTON AVE., CHICAGO 
210 East 46th Street, New York, N. Y. * 52 Brookline Avenue, Boston, Mass. 
312 Omar Avenue, Los Angeles, Cal. ¢ 











2065 Webster Street, Oakland, Cal. | 


Makes the Perfect Picnic Meal! 


Any Time . . . Anywhere 


New Center Fuel 
Compartment for 
Charcoal and Ver- 
tical Broiling. 









—secret of remarkable 
results obtained with 







Speedy 
Efficient 
Economical 


Retails complete with two sturdy hand grills $3.95 
You'll make real profits selling these handy. 


Any 4 
Tasks at ; é 
same time C°™MPpact camp and trailer stoves ‘‘on sight.” 


The new three-way cooking method cuts 


BROILS time for preparing picnic and camp meals 
TOASTS to one-third, Steaks or other meats have 
BAKES that delicious charcoal flavor, and retain 
their juices when broiled vertically. Re- 
y 
BOILS sults equal those obtained by finest hotel 
HEATS chefs, at fuel cost of only 2c an hour. 
ROASTS Liberal Discounts to Dealers and Distribu- 


tors. Order Sample now. 
Address Dept. A 


THE ROYAL MFG. CO. 


Bowling Green Ohio 














Invitation to SLUMBER 
in NEW YORK 


Dmections for sound sleep: snuggle be- 
tween the snowy white sheets of any bed 
in the McAlpin...relax upon a deep, soft 
mattress ... let its luxury soothe your body 
into refreshing slumber. 

Your COMPLETE comfort was our first con- 
sideration when planning the equipment of 
the beautiful New rooms at Hotel McAlpin. 

JOHN J. WOELFLE, Manager 


ROOMS WITH BATH FROM 


$ $ $ 
— = 


Hotel M°Alpin 


The Centre of Convenience 
BROADWAY AT 34th STREET, NEW YORK 
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KILLS 


both SUCKING 
and CHEWING 






NATIONALLY ADVERTISED 
as “America’s FIRST-aid to 
Gardens’’—the only insecticide 
most home gardeners require. 


Red Arrow Garden Spray has a double-barrelled 
sales appeal to home gardeners because it does 
a double-barrelled job—killing BOTH sucking 
and chewing insects with one spraying instead 
of two. And Red Arrow pays you double—the 
No. 720 Assortment costs you $5.20 and retails 
at $10.40. Nationally advertised in magazines 
and newspapers, reaching more than 13,000,000 
families, Red Arrow should have a prominent 
place in your garden supply display. Order 
from your jobber. Or, for further details, 
write to: 

THE McCORMICK SALES CO. 

BALTIMORE, MD. 
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A new and complete line of ready to nail Horse, 
Mule and Broneo shoes. Strong, tough, long 
wearing. Like all Diamond Shoes they are 
perfectly balaneed, and shaped 
horse’s foot without alteration. Nail holes are 
clean, correetly tapered and spaced. Easily nailed. 


ss 





ee, is giving away these sturdy 


MULTI-COLORED DISPLAY STANDS 
with 5-STAR ENAMELWARE 


Gleaming White . . . with Light Blue Trim 


: CHROMIUM COVERS « BLUE BAKELITE 
to fit the average =f KNOBS « AMERICA’S NUMBER ONE 
COLOR COMBINATION «+ TRIPLE COATED 


i 
See d Sy % 
2 ONSEN ES A ME IS POET. NEA SAORI I I NAR ROR CIS GARTEN! 2. 


Write for information. Beglate | EASY TO CLEAN 


ASK YOUR JOBBER’S SALESMAN 


FEDERAL 


ENAMELING & STAMPING CO. 
PITTSBURGH, PA. 
World's Largest Manufacturer of Enameled Kitchenware 
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HOOSIER 


ELECTRIC WATER 
SYSTEMS 


PUMPS 30% MORE WATER 
IN THE SAME WIND... 


Introducing a brand new idea in wind wheel design. Takes advan- 
tage of latest aerodynamic principles utilized by airplanes and 
streamlined trains. New patented wind wheel (U.S. Patent 
No. 2049655) develops 31% greater efficiency and actually pumps 
30% more water in 10 to 15 mile breezes. 







The new STAR ZEPHYR retains all the well known quality 
features of previous Star Mills plus many new improvements 
that make it the outstanding windmill development in the his- 
tory of this 70 year old concern. Extensively advertised in March 
issues of leading farm papers. 


Write FOR SALES OPPORTUNITY! 


There’s a real sales opportunity presented by this new windmill 
invention. Dealers are invited to write us for complete literature 
and all the interesting facts. 


FLINT & WALLING MFG. COMPANY 
588 Oak St., Kendallville, Ind. om a 
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WARN 


ING... 


TO LAMP BUYERS 


Everything points to another fall shortage of 
I. E. S. Better Sight Lamps 


Get your orders for I. E.S. Better Sight Lamps in now. Don’t wait. Make those 
orders non-cancellable. Rock rib them with definite shipping dates. 


This friendly suggestion is made for your protection. It is not in the slightest 
degree intended to scare you into buying. But if you will give consideration to the 
following facts, you must sense that they speak for themselves—they say unmistakably, 
“Don’t take chances, get your orders in early, while present prices prevail for 


specified future deliveries.” 


Fact 1. There was a national FAMINE in 1.E.S. 
Better Sight Lamps last fall. Buyers couldn’t 
get enough. The public awoke to the fact 
that it owed itself the SIGHT SAVING 
BENEFITS of these lamps. Millions of ad- 
vertisements in magazines and newspapers 
stimulated buying. Satisfaction immediately 
increased demand. 


Store buyers could not get enough lamps. 
Long distance telephone calls, wires and 
offers of cash premiums for delivery, even 
personal visits to factories, were the order 
of the day. Demand exceeded supply. 


Fact 2. 1937 sales already show a 50% increase 
over 1936. Our Spring advertising campaign 
—the largest ever put behind lamps at this 
season—just becoming effective, will boost 
it still higher. 


Fact 3. When eight months’ demand is 
crowded into three or four months’ manu- 
facturing time, not even this flexible, mobile 
industry can INCREASE CAPACITY, to a 
point where it will meet demand—not even 
on a three-shift basis. The ONLY WAY 
TO INCREASE MANUFACTURING 
CAPACITY is through adding TIME—and 
that means, by your placing definite orders 
at least three months earlier. That is the 
one way to get all the lamps you want. 


Fact 4. Your lamps must be literally made to 
your order. You specify style, type, finish, 


ui 


1937 


shades. Over 700 styles and finishes, 
developed from nine basic types, provide 
needed variety, but also prevent making 
up stock in advance. Also bear in mind 
that I. E.S. Better Sight Lamps MUST meet 
54 stringent I. E.S. specifications pertaining 
to structural dependability, electrical safety 
and lighting efficiency. Hit or miss methods 
do not apply to these lamps. 


Fact 5. 1. E. S. Better Sight Lamp ADVERTIS- 
ING CAMPAIGN this fall is even greater 
than that of 1936. Starts earlier. Builds up 
faster. Is backed by the 
new “Seeing is Believ- 


ing” demonstration itn 
technique, which has = a 
already shown its ~~ /|///. 
ability to increase and J / 4 
speed sales. Ensemble } S a 
Mh ll i 
ONs 


selling is on the in- Ou AM af 
crease, continues to Speci: EST aa 
1 ; F 










build up unit sales. — 


Public demand will 
be at white heat. “Customers are asking for 
Allthesignssayso. /amps with this tag” 


So, in fairness to yourself and to your customers, 
place non-cancellable orders with your manu- 
facturers at once and give early shipping dates. 


I.E—.S. BETTER SIGHT LAMP MAKERS 
2116 Keith Building ° Cleveland, Ohio 
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MORE 


BUSINESS 


AND 


PROFIT 


CHER & 





Un CA offers the widest 
range of high grade pliers and 
wrenches in the world, allow- 
ing you to stock such numbers 
as move promptly and profit- 
ably in your community. 


Display Panel furnished FREE with 
order for tools that move in 
your community. 


UTICA 


DROP FORGE & TOOL 
CORPORATION 


UTICA NEW YORK 
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Mr. Norvell’s Article 


(Continued from page 166) 


impésed a 1 per cent tax on gross 
receipts derived from all activities 
or businesses within the state. 


Towa Senate Bill 316, continuing 
the 2 per cent retail sales tax after 
April 1, 1937, has been signed by 
the Governor. 


Towa Senate Bill 453 is for the 
purpose of revising the law govern- 
ing the conduct of business under 
a trade name. Section 1 of the bill 
provides that “any person, firm or 
copartnership, or any corporation, 
domestic or foreign (hereafter 
termed the registrant) and which 
desires to conduct business in this 
state under a trade name or an as- 
sumed name of any character, shall 
file with the Secretary of state and 
the recorder of the county in which 
the principal place of business is 
located, a verified statement show- 
ing the name and post office ad- 
dress of each person owning or hav- 
ing any interest in the business, or. 
if it be a corporation, the corporate 
title and address, together with the 
address where such business is to be 
conducted and a description of the 
business to be transacted under such 
name. 

“For such registration, the fee 
shall be five dollars, and in addi- 
tion, a fee of two dollars, to be 
remitted to the county recorder with 
the duplicate registration statement. 
For registration and certificate is- 
sued to a registrant domiciled in 
another state, to be filed only with 
the secretary of,state, a fee of 
$25.00 shall be collected. Annual 
reports are to be filed with the Sec- 
retary, with a filing fee of $1.00.” 


. Registration of a trade name un- 
der the bill shall entitle a regis- 
trant to exclusive use of such trade 
title, and infringement upon such 
registered trade name shall be un- 
lawful. 


Michigan House Bill 357 provides 
for a retail sales tax on a graduated 
scale. Under the present law, the 
tax is 3 per cent. Under this new 
bill, the tax is le. if the price is 
forty cents or less; 2c. if more than 
40c. and not more than 70c., 3c. if 
the price ig more than 70c. and not 
more than $1.00, if the price is in 
excess of $1.00, 3c. on each full 
$1.00 and if/'the price is not an 
even*humber of dollars, then in ad- 
dition, lc. if the price exceeds an 


even number of dollars by more 
than 8c., but not more than 40c.; 
2c. if such excess is more than 40c. 
and not more than 70c.; and 3c. if 
such excess is over 70c. No tax is 
imposed if the price is less than 12c. 


Michigan House Bill 393 amends 
Section 2 of the Sales Tax law, by 
increasing the tax to 4 per cent 
from July 1, 1937 to July 1, 1938, 
the additional revenue derived 
therefrom to be credited to a special 
fund for the purpose of building 
necessary state hospitals called for 
under the building program. 


Missouri House Bill 433, requires 
you to register your minimum sales 
price with the State Treasurer, pro- 
viding for the collection of a fee 
for same, and requiring a fee for 
every time you wish to modify your 
price list. 


South Carolina House Bill 910 
levies a 2 per cent tax on all gross 
sales of merchandise, gas, electric 
power, or any other commodity. 


Vermont House Bill 272, provid- 
ing fees for trademarks and trade 
names has been signed by the Gov- 
ernor. 


Washington House Bill 531, rela- 
tive to the qualification of foreign 
corporations to do business in the 
State, has been signed by the 
Governor. 


Wisconsin House Bill 559, relat- 
ing to the registration of trademarks 
adding a new sub-section to the law, 
has passed the house. 


Congress—H. R. 6323, by Mr. 
Burdick, prohibits the use of the 
words “U. S.”, “United States”. 
“National”, and “Federal” in any 
private business undertaking as 
trade names, unless the government 
of the United States owns at least 
51 per cent of the capitalization of 
said business and the control and 
management of the same is under 
the direct supervision of the govern- 
ment of the United States. The 
bill also provides that any person, 
corporation, firm or copartnership 
now using any of the words men- 
tioned above as trade names for any 
private business shall discontinue 
all use thereof not later than July 
1, 1939. 
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PORCELAIN 





STEEL 


ENAMELED at REFLECTORS 


Made in 
models for 
every purpose 


A complete 
fast selling 
line 





Porcelain Reflectors are used in every gasoline station, playground, 
farm, and factory. Don’t let this profitable business get 
away from you. We make reflectors for every purpose; for in- 
door, outdoor, and sign lighting. Also a line of tin shades of 
every description. No electrical hardware department is complete 
without them. 


Send for Folder and Prices. 


KORAL MANUFACTURING COMPANY 


151 CHAMBERS STREET NEW YORK CITY 














The Secret of Better 


© EGG BEATERS 


There are many reasons why EDLUND 
Egg Beaters beat everything. The best 
material, faultless construction and 
efficient center drive action are em- 
bodied in every one to assure perfec- 
tion. These superb features all wrapped 
up in one item, together with an ap- 
pealing and colorful design, comprise 
. the secret of their popularity. 


Profit—with volume 
Order from your jobber. 


EDLUND CO. - BURLINGTON, VT. 





ESTABLISHED IN 1854 
83 Years Continuous Service 


WARWOOD 


DEPENDABILITY — UNIFORM QUALITY 
HAVE WITHSTOOD THE TEST OF TIME 








| PICKS — MATTOCKS — HOES — WEDGES 
|| HAMMERS—MAULS—ADZES—SLEDGES 
CROW BARS 


|| CONSTRUCTION TOOLS AGRICULTURAL TOOLS 
TRACK TOOLS MINING TOOLS 


WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA 






































Your HEADQUARTERS 
for the 


1937 CONGRESS 


NATIONAL RETAIL HARDWARE ASS'N 
Los Angeles—July 12-15th 


kkk 


Ample accommodations have been set aside 
at The Biltmore Hotel to house all delegates 
and their families. . .. But we suggest 


EARLY RESERVATIONS 


The BILTMORE, Los Angeles 


Western America's Finest Hotel 









Gift Zz. 
Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 

Cellophane packages 


Customers meed 
this CELLOPHANE’ 
gare Pencil 


Ostack Oren CObstue Coreen 
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Name 
Address 
City State 
PENCIL ——_———= 
IS/ 31. oS 0) oS, COMPANY, PHiLaveLpHia 
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Collins Axes lead the 
field on every point that 
appeals to the axe buyer 
—on Balance, Steel, 
Temper, Cutting Ability, 
Straight Eye. Order Col- 
lins Axes from your job- 
ber. If he can’t supply 
you, write us. The Collins 
Company, Collinsville, 
Conn, 
Collins offers a com- 
plete line of Axes, 
Small Axes, Hatchets, 
Picks, Mattocks, Bush 
Hooks, Hoes. 
The Collins 
Trade Mark 
has been the 
uide to the 


est in axes 
for more than 


tserrimus 210 years. 





ZN 


@ A complete line of 
good tools for Plaster- 
ers, Bricklayers, Ce- 
ment Workers and Tile 
Setters. 


Marshalltown 

Trowel Company 

MARSHALLTOWN, IOWA 
* 
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Del Credere Price 
Control Plan for 
Hardware Trade Sale 
of Larvex 


HE Del Credere plan of con- 
trolled distribution was an- 
nounced recently by the Zonite 
Sales Corp., 405 Lexington Ave., 
New York City, in behalf of Larvex, 
moth-proofing product. This new 
controlled distribution plan dis- 
courages price cutting and has pre- 
viously been employed very effec- 
tively in the drug trade. 
Under this plan, the manufacturer 
appoints selected wholesalers as dis- 


tributing agents, using a special | 


form of agency agreement. This 
agreement creates in effect a system 
of controlled distribution, with ade- 
quate stocks of merchandise pro- 
vided for agents. The manufacturer, 
under this agreement, retains free 
and unrestricted title to the prod- 
ucts consigned to the agent and 
maintained in his custody. He 
openly refuses to sell his products 
to anyone who cuts prices, suggests 
minimum resale prices and protects 
these prices to the fullest extent al- 
lowed by the law. 

John M. Olwyler, vice-president 
of the company says: “Ruthless 
price cutting became one of the 
most serious problems the drug 
trade ever faced. Efforts to combat 
it were usually fruitless, because of 
laws which make it impossible for 
the manufacturer to control the re- 
sale price of his merchandise. Under 
the Del Credere plan, the manufac- 
turer exerts a definite and a legal 
control over the agent’s operation, 
thus bringing him a step closer to 
the retailer and the consumer. 

“His products are placed with his 
agents on consignment to be sold 
by the wholesaler to the retailer at 
prices and terms stipulated in the 
agency agreement. Any violation 
of these terms can result in the can- 
cellation of the agency agreement. 

“The extension of this plan to the 
hardware trade should be welcomed 
by the entire trade. Of additional 
interest to the trade should be the 
decision of the United States Su- 
preme Court, upholding the consti- 
tutionality of the Fair Trade Acts 
of the state of California. This 
decision legalizes price fixing agree- 
ments between producer and retailer 
on the ground (in states where fair 
trade laws are in force—Ed.) that 
while the retailer has purchased and 
owns the manufacturer’s product, he 
has not purchased the trade mark 






Red Devil Sandpaper 
Holder — all-metal 
tool, with 


trol. Uses Red Devil 
Handy A. Sand or 
Emery Paper, or stand- 
ard sheets' cut in 
quarters. 


Red Devil Wood Scrap- 
three 





sanding surface 
quick trigger con- 


sizes, 


No. 5 WOOD 


ble item. SCRAPER 


50c 
LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U. S. A. 


SS CUTTER ZIERS' POINTS cs r3 
KNIVES - W D SCRAPERS + LAWN SPRINKLE = 
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Wright Jennings 
Bits 
High quality bits known for 
their quick, clean, easy boring. 


Patterns include: Auger Bits, 
Car Bits, Dowel Auger Bits and 
Auger Bits for Electric Drills. 


They are fast moving, profita- 
ble selling tools. 


Send for Complete Catalog 


CONNECTICUT VALLEY MFG. CO. 
Centerbrook, Conn. 


Incorporated 1874 
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BARTLETT 


Tree Trimming Tools Na. 1W 
nd 









ree 
Trimmer 


Compound Lever Snips } 
Crucible Tool Steel, Size 
8 to 14 inches. Every part built to’ 
stand rigid strain. Fully guaranteed. 
Cut 18 ga. metal easily. 7” size 
stamped capacity 24 ga. 


No. 1W Tree Trimmer 
Long pole. Rope pull type. Sec- 
tional poles 4 to 16 ft. Most 
powerful Compound Lever 
Pruning Tool ever produced. 
Pulley and compound lever 

give 9 to 1 cutting power. 

Light weight—head complete 

weighs only 1% Ibs. Other 
types without rope. 


No. 46 Pole Saw 
Made with large hook 
on back of saw. Will 
pull out good sized 
branches. With sec- 
tional, or one piece 

pole. 8 to 12 ft. with- 

out ferrule. 


Bartlett Tree Paint 
Black Antiseptic Prun- 
ing Compound (Ant Re- 
Pellent). Pure Egyptian 
asphalt base. Heals tree 
wounds. Will not crack 
or blister. Liquid paint 
for wound dressing. 
Plastic for tree surgery. 
a og Send for Cat. No. 

23 and Prices . = 


BARTLETT MFG. COMPANY 


3034 East Grand Blvd. Detroit, Mich. 


On 
© 


Changes 


























New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 
© 
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and good will that go with it. Since 
cut prices injure the reputation of 
a product and its manufacturer, a 
retailer may be restrained from cut- 
ting prices regardless of whether he 
has or has not contracted to maintain 
a price fixed by the manufacturer. 
Fifteen states now have Fair Trade 
Acts and this decision will go a 
long way in these states to permit 
obtaining the full benefits of these 
laws.” 

Copies of the Larvex Del Credere 
plan agency contract forms are 
available on request. 


If You Get in 
This Jam 


By Exton J. BucKLEY 


ERE is a situation which 
might arise in the life of 


any business man, there- 
fore I answer the letter at length: 


We use in our business a machine 
for taping wrappings on packages. 
It is manufactured by —————, of 
Chicago, and is patented. We have 
used it for more than two years and 
it is very satisfactory. About six 
months ago we received a letter from 
the manufacturer of another ma- 
chine that does the same work, stat- 
ing that the one we had was an in- 
fringement on their patents and 
forbidding us to use it any more. 
We paid no attention to it, thinking 
it was merely a bluff to get us to 
throw our machine out and buy the 
other one. Several weeks ago we 
saw an advertisement in a trade 
paper, put in by the same people 
who had sent us the letter, telling 
everybody who was using machines 
like ours that they were infringe- 
ments and they could be prosecuted 
for simply using them. Still we did 
nothing, and last week we received 
another letter from these people say- 
ing that unless we wrote back agree- 
ing to stop using the machine they 
would file a bill against us in our 
local courts. Something seems to be 
coming nearer and nearer to us— 
what is it? Please inform us what 
is best to do under the circum- 
stances. Can these people do any- 
thing to us when we did not make 
the machine and knew nothing of it? 


The answer to the final ques- 
tion is, yes, they can do something 
to you. You may be as innocent 
of any intent to infringe, or knowl- 
edge of infringement, as a new- 
born babe. Nevertheless, under 




































N. w LIGHT WEIGHTS 
for 
HEAVIER PROFITS 


@ There is a new opportunity for profit 
in the Columbia 60th Anniversary Light 
Weight ‘Men's Roadster and Women's 
Light Weight. These new models, built 
after the English style, weigh little more 
than half as much as an equipped model. 
Built for strength without bulk, and easy 
riding, they are "just what the doctor 
ordered" for adult riders. 


New Light Weights are also available in 
the Westfield Line. Don't miss these new 
opportunities for extra profits. Write 


THE WESTFIELD MFG. CO. Westfield, Mass 


Permanent Show Rooms 
230 Fifth Ave., N.Y.C. 















ULCHEK TOOLS 


\ 
@ 
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4 


Dealers display Vichek Tools 
because they know from ex- 
perience that as soon as a me- 
chanic handy man about the 
house’ or any tool user sees 
these modern looking tools 


he just “itches’’ to use them. 


re ) © 


a 


Vichek Tools are well known 
for the service they give. Any 
one who uses a Vichek Tool 
once, wants Vichek when he 


buys again 


cE 





Priced to meet competition 
Vichek Tools sell in volume 
They carry an attractive mark 
up. Additional profits come 
from repeat business—for these 
are the tools that bring them 


back a’buying 
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the U. S. patent law, if your ma- 
chine is really an infringement 
upon the other, not only is the 
manufacturer responsible in dam- 
ages, but so is everybody else 
who sells the machine or uses it. 
You, of course, are a user. 

This is one case in which abso- 
lute innocence is not a defense. 
An infringing machine is an out- 
law thing. It is like counterfeit 
coin to some extent. 

What this correspondent should 
have done was to write the manu- 
facturer of his machine as soon as 
he received the first letter. Never 
temporize with a patent infringe- 
ment. What the manufacturer 
might have done, when he re- 
ceived the correspondent’s notice, 
was to pooh-pooh the whole affair, 
accusing the other manufacturer 
of bluffing, and intimidation, and 
of actually being the infringer 
himself. That is what usually 
happens. 

The correspondent, ho wever, 
should not have been satisfied with 
that. He should have insisted that 
his manufacturer give him his as- 
surance that if he continued to 
use the machine, and was sued 


because of it, the manufacturer 
take over the suit, employ an at- 
torney and pay all expenses. 

That is the least a manufac- 
turer can do under such circum- 
stances, and I have never known 
one who was not glad to do it. 
Once you have the manufacturer’s 
assurance—if he is reputable and 
responsible—you can safely con- 
tinue to use the machine. 

Of course, if any competing 
manufacturer sues you, he must 
prove the infringement before he 
can get anywhere. He may not 
be able to do it. 

This business of using adver- 
tisements to frighten users of a 
competing device used to be a 
favorite scheme of manufacturers 
who claimed that some device of 
theirs was being infringed. And 
it usually worked. It worked so 
well and frightened so many peo- 
ple that finally the courts stepped 
in and stopped it. It can be done 
today only under rigid restric- 
tions. In the case cited, if the 
manufacturer who did the adver- 
tising did not observe the restric- 
tions, he can be gone after, and 
ought to be. 


The Romance of Selling Power Tools 


(Continued from page 143) 


a hundred-dollar customer. He 
may build a complete shop in his 
home, yet never make a single 
purchase over $20.00. 

That brings up the main point 
in handling customers. It may 
sound strange, but you should 
concentrate on the sale of parts, 
not complete units. Our figures 
show that volume is heaviest on 
the great variety of parts, sup- 
plies and accessories. The ma- 
chines themselves look bigger on 
the counter but their actual sales 
yield is secondary. For example, 
a man buys a lathe, a sale of $5 
to $20, depending on the size. But 
see what he buys for the lathe 
afterward — dogs, face plates, 
sanding discs, extension rests, a 
variety of turning tools, extension 
bed for longer work, calipers, 
combination chuck for saw, saw 
bed, saw blades, steel brushes, 


drills, round sanding drum, emery 
wheel, polishing head, perhaps 
$50 in extra business spread over 
a period of time, all based on an 
original sale of less than half 
that amount. The same customer 
may double that figure again by 
converting his lathe for metal 
spinning and metal cutting, and 
adding the many other possible 
parts combinations. 

Having pictured the sales proc- 
esses, we come to the store’s prob- 
lem, how to start and develop 
this business. Our store began 
with an original stock that 
amounted to about $100. It con- 
sisted only of the simplest and 
best selling items in a well-known 
standard line. As our customers 
developed, we added wider va- 
riety to meet their demands, but 
even today the stock is extremely 
small for the volume done. By 
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THEY MUST BE GOOD PLIERS! 


Many dealers are convinced that the reason the Bernard No. 102 Plier is 
selling in such volume is because the No. 102 is “the best plier on earth”. Others 
contend the 4 plier Selling Unit is doing the job. We know the pliers are sell- 
ing 4 times as fast and we know — 


BERNARD MECHANICAL HAND NO. 102 PLIERS 


are made as good if not better than any similar pliers. And we know that the new 4 Plier 
Selling Unit is a big factor in making these pliers “Sales Hardware”. You should know about 
the extra discount when buying the selling unit way. Ask your jobber. 


THE WM. SCHOLLHORN COMPANY 
CHAPEL ST., NEW HAVEN, CONN. 











This Economy Spray 
Painting Outfit is a 
ready seller. 







SAYLOR- 
BEALL 
PAINT SPRAY 
OUTFITS 


with the NEW S-B Spray Guns are going to make money 
for dealers this year. Write today for our complete 
catalog and be sure to ask about Floor Salesman Display 
Rack Deal! 


Saylor-Beall Manufacturing Company 
1509 East Philadelphia Avenue Detroit, Michigan 








































Bring the Shooters in NOW—to Buy 
? HOPPE’S and See Your Guns 


THEY know and need Hoppe’s No. 9—America’s popular solvent for 
ridding gun bores of leading, metal fouling, all fir ng residue, an‘! 
preventing bore RUST. They want it right NOW, with all the revival of 
Saturday and Sunday shooting that comes in May. 

To apply No. 9, they want Hoppe’s Gun Cleaning Patches. The'r choice 
in 7 sizes, in dust-proof cartons. 

And for properly lubricating guns—also fishing reels, bicycles, home 
machines too, of every kind—they want Hoppe’s | ubricating O'l. 

Your Jobber will fill your order promptly, for Hoppe’s preparations 
have excellent distribution. Get it to him NOW. And write us for FREE 
Gun Cleaning Guides for your customers—TODAY. 


FRANK A. HOPPE, Inc. 
2314-A North 8th St., Philadelphia, Pa. 























WIRE CLOTH 


REASONS WHY 


GRAY-WICK leads in Popularity: 


@ Pleasing dull galvanized finish. 


@ Doubly protected against corrosion, 
being electro zinc coated, and enam- 


eled with pigmented varnish. 


@Made from Open Hearth Copper- 
Bearing steel in modern Natural Gas 


furnaces. 


@ Retains finish after years of satis- 


factory service. 


@ Packaged in handy individual cartons 
and furnished in 18 to 48-inch widths. 


Also extra wide widths. 


Ask Your Jobber for WICKWIRE BROTHERS 


WIRE 

WIRE CLOTH 
POULTRY NETTING 
HARDWARE CLOTH 
WIRE NAILS 


WICKWIRE 


BROTHERS 
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frequent reorders and concentra- 
tion on active items, we have main- 
tained a turnover of 10 times a 
year. This is our third year in 
the field. Our volume the second 
year doubled what it was the first 
year, and we are confident that 
our third year will double the 
second year figure. There were 
no special circumstances, big ad- 
vertising splurges or other tricks 
entering into this performance. 
We felt our way along gradually 
and “played it safe.” That is 
why I feel that most any active 
hardware store should be able to 
do the same sort of job easily 
and secure the very desirable vol- 
ume and fair margin of profit 
which is to be found in this mer- 
chandise. It is particularly help- 
ful because it is largely cash busi- 
ness, even on the higher priced 
complete machine units. 

If you aren’t yet started in the 
home power tool field, look over 
the lines offered and select one 
that is competitively priced and 
properly price .ranged, that is, 
complete in assortment from the 
cheap to the larger, higher priced 
machines, and complete as to parts 
and accessories. Because the bet- 
ter part of the volume comes from 
parts and accessories, the manu- 
facturer’s ability to take care of 
you on this end of the line is 
even more important than his 
proposition on complete machines. 
You will find the margin fairly 
well in line with most hardware 
items, not large, but satisfactory 
if you order carefully and keep 


. your inventory turning. 


While we maintain a fairly 
complete selection all year, we 
have found the business somewhat 


seasonal from September through 


May. The peaks on sales activity 
have been most noticeable on 
complete machines. Parts sales 
are more even through the entire 
season and to some extent right 
through the summer months. We 
have had most satisfactory ex- 
perience in buying our entire line 
from one manufacturer. We dis- 
play his trademark freely and 
use it consistently in our adver- 
tising. Working on this exclusive 
basis, we have found the job of 
maintaining a balanced stock 
much simpler than in other kinds 
of merchandise where several com- 


petitive lines are offered together. 
and we have found the manufac- 
turer very cooperative, probably 
much more so than he would be 
if we carried competitive lines 
of power tools. 

Now we come to the final phase 
of the homepower tool business, 
and unquestionably the most im- 
portant one. Power tools will not 
sell themselves. There is prac- 
tically no active demand for them 
in a community where they have 
not been promoted. They can not 
be sold in volume as a necessity. 
You must create a demand for 
them by waking up the natural 
masculine desire to own and use 
them. This is not so difficult as 
it sounds, because a great many 
customers now going through 
your store and passing your win- 
dows. will begin to respond im- 
mediately on seeing the tools in 
action. 

We found the quickest, surest 
way to get active interest and 
direct sales to be a living demon- 
stration. We set up a lathe, a 
bandsaw and a jigsaw on a bench, 
piled some odd lumber on the 
bench and put it in our main dis- 
play window. Then we hired a 
smart high school boy and put 
him to work in the window mak- 
ing things. Right away we began 
to sell power tools. Later we 
moved this demonstration-display 
onto our sales floor. We used it 
at a home appliance exposition, 
and again at a hobby exposition. 
At various times we have used 
high school boys, out-of-work cab- 
inet makers, and carpenters on 
the demonstration. Full-time op- 
eration is not necessary, so the 
operators may be hired very eco- 
nomically on a part-time basis. 
We don’t keep this demonstration 
going continuously. We feel it 
might get “stale.” But every few 
months, when the spirit moves or 
some appropriate occasion arises, 
we go into action and put the 
demonstration on for a week. 

This demonstration - display is 
our best sales-getter for power 
tools. We consider it advertising, 
and the small expenses involved 
are charged accordingly. But it is 
certainly the cheapest advertising 
we can do for the results obtained. 
What the demonstrator is making 
is of no importance. What you 
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4 Rapid Sellers To Gardeners 


WONDER WEEDER—Two tools in one. Reversible blade 
for weeding and cultivating. Roots up weeds and turns earth 
over with long, easy strokes. Fine for women gardeners. 
Retails readily at $1.00. 

GARDEN WHEEL BASKET—Light, strong, beautifully 
handmade from light steel. Has 12” rubber tired wheel. 





Carries a bushel basket. Ideal for planting, weeding and 
harvesting. Attractive Green finish. Retails profitably at 


Garden $9.90. 
Wheel- HANDY HOSE HOLDER—Adjustable handle directs spray 
Basket 











nN EZY-KUT FOLDING SICKLE—Razor blade cutting edge 
trims grass easily. Protected by guard. Folds up neatly. 
1 Big seller at $1.50. Send for Folder and Trade-Prices. 
a KUT SS 
vaPateat Gardener’s Friend Co. Orange, Mass. [4 Folding Sickle 


or stream at any angle in any direction, without shutting off 


water. Green enamel finish. Retails rapidly at $1.25. 


Division of Cooke-Roberts Corp. 





Pat. No. 2,070,190 
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) Display Tabtes 

) Complete line of Bulb 
Edge Glass, Price Card 
Holders, etc. 

) Price Cards 

) Nail Bin Counters 

) Screw Bolt & Drill 
Cases 

) Boxes and Drawers 

) Shelving and Wall 
Cases 

) Paint Shelving 

) Sample Holders 

) Send Complete Store 





RESOLVE 


...this year... not 

to keep your mer- 

chandise hidden away 
in old-fashioned show cases, bins and 
counters. In years to come, more than 
ever you will have to DISPLAY 
your wares, in order to sell. Heller 
equipment for Hardware Stores is 
especially designed to stimulate buying 
... to make it easier for customers to 
select ... to remind them to buy what 
they otherwise would forget. 
Consult us before you install new store 
equipment. We can suggest a mod- 
ernization program that will be a per- 
manently profitable investment, instead 
of an expense, even if you move your 
store. Simply tear out this ad and 

mail to us, checking items in 
which you are most interested. 


SCHAEFER 
Furnace and Flue 
Cleaning Brushes . . . 


For your own pro- 
tection, stock and 


sell Schaefer Fur- 
nace and Flue 
Brushes. Every 
brush is guaranteed 
and it’s built to 
make good. Sizes 
and styles for every 
service. You simply 
can’t go wrong if 
you buy. Schaefer. 


SCHAEFER 











Fixture Catalog No. 
35H 


FELO DBO B EE 


BRUSH MFG. Co. 


217 West Walker St. 
Milwaukee, Wisconsin 


SCH 


BUY SCHAEFER-ITS SAFER 


W. C. HELLER & COMPANY 


20 Vesey St., Suite 1111 700 Bryant Street 


NEW YORK CITY MONTPELIER, O. 
















Cupyllevene 


Get closer co-operation from contractors by ‘making a deal” 
with them on “Over-the-Top” Door Equipment. Many a con- 
d tractor has been making extra income modernizing garage doors 
} with this unique equipment. The investment is small. ‘“Over- 
/ _the-Top” Door Equipment requires no ‘excess trackage, no 
weights, pulleys, cables, chains. The profit is generous. . . the 
/ market is wide . . . there’s a size for every opening. One job 
sells others. A little special co-operation with contractors gets 
them “plugging” for you—selling this equipment and other 

? fj hardware items. Write now. 


| FRANTZ MFG. CO., Sterling, Illinois 





Contractors push sales of “‘Over-the- 
Top” equipment because they can 
install it in a few hours at a handsome 
profit. 















This attractive, easy-operating equip- 
ment helps secure orders for the 
balance of the hardware for new 
buildings. 


“Over-the-Top” sells for less than 
most other “overhead” equipment — 
gives contractors something to fit 
everybody's purse. 


“a BK) ae 
© yea DOOR EQUIPMENT 
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Cduertising 
That Produces Sales 


G Gun Ot 


That Produces Results 
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SOLVENT 
and Gun Oil 


If you want to get the gun trade, don't 
recommend ordinary machine oil for gun 
cleaning. Gun cleaning and protection 
demands a product especially designed 
for such use—and in Fiendoil you have a 
product that you can recommend knowing 
that it will do its job without fail. Recom- 
mend this perfect gun oil and solvent 
especially made by a special formula to 
clean and protect firearms. 


Cash In On This 
Promotional Campaign 


Besides the regular advertising campaign 
on Fiendoil in the representative Sporting 
magazines, we are putting out this special 
national direct mail campaign to police- 
men, detectives, bank guards, etc. Why 
not cash in on this promotion—push 
Fiendoil to your gun customers, display 
it prominently, recommend it always, keep 
well stocked in this perfect solvent made 
especially for guns. 


Retail Price .... 40c 
Dealer Price ....$3.20 doz. 


Ask Your Jobber’s Salesman 


The McCambridge & 
McCambridge Co. 


12 L Street, S. £. | Washington, D.C. 
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want is action, and plenty of it. 
Let the chips fly and the saws 
howl and you'll stop nine out of 
ten men. Some of them will get 
interested and buy. Feature low 
price tools in your display and 
put prominent price tags on them 
so that passersby can see how lit- 
tle it now costs to own power 
tools. If your experience is like 
ours, youll be agreeably sur- 
prised at the interest shown, and 
still more agreeably surprised at 
the sales that begin coming in. 

In planning your stock and 
sales floor for selling, bear in 
mind that you have two different 
types of sale, the complete ma- 
chine and the parts. Any well- 
lighted counter will do for the 
machines. Simply set them out 
and put big, bright-colored price 
tags on them. Remember that the 
low-priced, mass production pow- 
er tool is something new to nearly 
everybody. You will be showing 
machines for $10 that the average 
man has always associated vague- 
ly with some figure around $50 
or $100. This is important bar- 
gain news and should be treated 
as such. With low inventory, you 
will be able to keep most of your 
machine stock on display on the 
sales floor. 

We found the problem of dis- 
playing and stocking parts a little 
more difficult. The solution we 
finally reached which has proved 


- very simple and satisfactory is a 


counter-box for stock with a dis- 
play board top. The top is tilted 
toward the customer. It is cov- 
ered with light burlap and the 
edges are framed. On it is 
mounted a sample of every part 


-in the box, with a small card 


showing a description and price. 
The customer looks at the tops, 
picks out the part he wants. The 
salesman lifts the top from behind 
and takes the part out. Thus sam- 
ples and stock are kept together 
in one place and inventory takes 
but a few minutes. 

The method has several other 
advantages. The neat and careful 
display of samples makes the 
parts look very fine, and conse- 
quently they appear to be better 
values. The customer sees many 
parts he knows nothing about, 
giving the salesman the opportu- 
nity to explain their use and in- 


terest the customer in adding them 
to his equipment. The stock be- 
comes self-checking, because the 
salesman knows the entire stock 
is in front of him. When any 
item gets low, a reorder is sug- 
gested, and if the sample has to 
be pulled off the top and sold, 
rush action is plainly required. 

But demonstrations and floor 
displays are not the only means 
of developing this business. The 
manufacturer provides good look- 
ing, complete catalogs. We have 
found it very helpful to see that 
each power tool customer takes 
one of these catalogs home with 
him, because it shows him all the 
possibilities of developing his 
homeworkshop, and helps him to 
build up his equipment in a 
logical orderly manner. When 
new catalogs are issued, we ask 
each customer if he has one of 
our new catalogs. These catalogs 
are not thrown away. They are 
saved and referred to frequently. 

Write the National Homework- 
shop Guild, and learn from them 
how to form a local Homework- 
shop Guild in your own commu- 
nity. Get the names of people 
who would be interested in such 
a club, and hold an organization 
meeting at your store or in some 
other convenient place to get it 
going. Get a club started and 
then—this is important—fade out 
of the picture. Don’t commer- 
cialize the organization. Let it 
build itself up on the members 
interest in each other’s work. 
You'll get the tool business more 
easily if you are not a factor in 
the club itself. 

If you are a newspaper adver- 
tiser, feature the “beginner’s” 
items from time to time, with low 
prices in bold type—lathes, jig- 
saws, planers, table saws, drill 
presses. We usually add a line 
or two about our “Complete Stock 
of Power Tool Parts and Acces- 
sories,” but we do not attempt to 
go into detail about them. 

The public school manual train- 
ing and machine shop instructors 
will be glad to cooperate with 
you to a limited extent if you 
approach them tactfully. They 
may let you give demonstrations 
in the school. If that is beyond 
their power, they will probably 
be glad to get the boys down to 
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CHICAGO 


DOUBLE LOCKING 






ROTARY CAM LOCKS 
SHACKLE ON THIS SIDE. 


Safest padlock ever 
built. Case is one piece 
casting without seams or ¥ 
rivets. Hardened shackle 
locks at both ends; un- 
like ordinary padlocks 
in which only one end of 
the shackle is engaged 
Your choice of 2 quality 
cylinder locks. 








se PADLOCKS 


Pies mace - 
Plug Assembly ‘% ) 
in Unlocked Rey, 
Position, % 
actual size. = 


These locks possess hosts 
of selling features custom 
ers can see at a glance 
They SELL themselves. 


PROVIDES DOUBLE 





SLIDING BOLT LOCKS 
SHACKLE ON THIS SIDE. 





ACE 7 pin tumbler with 
ROUND keyhole (see 
Keys at lower left) or 
Double Bitted 11 tumbler 
lock (see Keys lower 
right). We also make 
single and double bitted 
ocks of many other types 
for every need. 

Write for Catalog today 


CHICAGO LOCK CO. Illustration shows smalles 


size. Also made in larger 
2024 Racine Ave. Chicago, WW Sizes. “Chrome in larger 















bro onze finish. 





“ave SPORTSMEN’S chan 


Retails for only 60c 
T his is the Match Box referred to 






ture articles in sportsmen’s 
magazines. Many a life has 
been saved by 


p MARBLES} 


Carried in pocket or attached to belt or 
chain by handy ring. ‘4 inch outside diam- 
eter. Carries several days’ supply of 
matches. Absolutely waterproof—even 
when submerged under water. | 












Show " . 
and you "ll 

sell ’em. - 
Retails for 60c 


MARBLE ARMS & MFG. CO., 540 Delta Ave., Gladstone, Mich., U.S.A 


# Packed 6 to each new display cartun. 
"4 Order from your jobber or direct from 
factory. 








Send For 
The New 
List and 

Prices! 








DISPLAY ASSORTMENTS OF 
LETTERS, FIGURES, HOUSE NUMBERS 


PREMAX SALES DIVISION 


Chisholm-Kyder Company. Ine. 
3801 Highland Ave. Niagara, Falls. N. Y. 


























CAULK-O-SEAL 


To hundreds of workmen it is a 20-year-old stand-by. Plastic, non-staining ; 
heat, cold and water-proof. Retains elasticity. These men also pick ve 
CALBAR Pressure Gun for its outstanding efficiency, os and rugg 
ness. 

Your jobber can supply you 
or you can send for the en 
lightening facts and figures. 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 


2612-26 N. MARTHA ST., PHILA., PA. 















STAR 


HEEL PLATES HEEL PLATES 


x * x * 
Repeats Follow Every Sale 


Once a customer for STAR Heel Plates—always a 
repeat buyer. STAR’S give complete satisfaction. 
Most profitable to handle. 9 sizes to fit ALL sizes of 
shoes. 1% gross pairs in box. Keep supplied. 


Sold by Leading Jobbers—Send for Samples. 
STAR HEEL PLATE CO., Newark. N. J. 


STAR 






























CHAMPION 
STEEL TRAPS 


It will pay you to stock 
CHAMPION TRAPS 
because they contain 
FULLY GUARAN- | 
TEED QUALITY and | 
have improved _  fea- | 
tures okayed by trap- 
pers, yet . 
COST YOU LESs THAN 
OTHERS 





Write for sample and prices today. 
Sold by leading jobbers 


CHAS. D. BRIDDELL, Inc. 
Dept. HA-6 


Crisfield, Maryland, U.S.A. 
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Tools that Serve — 
Cutlery that Cuts 


We protect you through Jobbers 
DAMASCUS STEEL PRODUCTS CORP. 


Rockford Illinois 


CUTLERY 


ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 
anteed quality. Real 
& profit in handling 
BS them. 

Write for prices. 

| Bechester Sash Balance Co., Ine. 




























Rechester, N. Y. 








GET THIS 
New, Useful 


CATALOG 
of 


B\Red Devil’ 
TOOLS 


Good To Look At 
Profitable to Use 


SEND POSTAL TODAY 
LANDON P. SMITH, INC. 











130 COIT ST., IRVINGTON, N. J. 





PACKAGED TO FIT THE 
<p>, CUSTOMER’S NEEDS 


\ Fy Priced 12 Ly competition 
; IG 2s 
Way Pe ore argin 








Write for prices. 
The Cleve d Wire Spring Co. 
EK. 88th and Hamilten Ave. 





o Cleveland. Ohic . * 


lA E" 
SUNSHIN- 
: sree 
1 cHAM 
: MADE IN U.S.A.’ 
: 


HOYT & WORTHEN 
TANNING CORP. 
HAVERHILL + ee 
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your store for a demonstration, at 
a time when the factory represen- 
tative or an expert demonstrator 
is on hand. 

If you have no lumber or ply- 
wood, work out a_ proposition 
with a lumber dealer to supply 
you. It is to his advantage as well 
as yours. Probably all he will 
ask is the prominent display of 
his name in connection with the 
demonstration. 

Finally, be in position to give 
complete service to the homework- 
shop hobbyist. Stock an assort- 
ment of plans for chairs, desks, 
bookcases, smoking stands, sewing 
cabinets, and the rest of the usual 
articles of home manufacture. 
Sell single copies of the leading 
magazines devoted to the subject 
and be prepared to forward sub- 
scriptions if desired. Have your 
salesmen talk power tools in de- 
tail with any man who appears to 
be interested. That is the way 
sales are built. Make it con- 
venient for the customer to buy 
furniture hardware, fittings, glue, 
finishes, and all the other odds 
and ends he will require as he be- 
gins to explore the endless possi- 
bilities of his own power work- 
shop. 


USS Roofing Guide 


Entitled, “USS Roofing and Siding 
Guide”—designed primarily for retail 
dealers handling roofing products. It 
presents sales material and catalog in- 
formation on the various types of roof- 
ing products produced by the United 
States Steel Corporation Subsidiaries. 
It includes pictorial presentation of 
many types of sheet metal roofing and 
siding, together with accessories, as 
well as useful tables of roofing informa- 
tion. United States Steel Corp. Sub- 
sidiaries, P. O. Box 176, Pittsburgh, Pa. 





Florence Sales Aid Book 


Entitled, “Get Acquainted with Flor- 
ence.” Designed to aid retail salesmen 
in explaining and selling Florence 
ranges. It illustrates and describes the 
many Florence features. Four pages 
are devoted to a trip through the fac- 
tory, showing some of the men who 
have been with the company for many 
years. Florence Stove Co. Gardier, 
Mass. 





Sporting Goods Catalog 


No. 100 covers a complete line of 
fishing tackle, firearms, ammunition, 
and athletic goods. Issued in celebra- 
tion of 126th year of business of Edw. 
K. Tryon Co., 817 Arch St., Philadel- 





phia, Pa. 





DENISTO.N 


‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 

hich makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead/.. . 
Ask your jobber or write us for samples and dem- 
onstrator blocks 


The DENISTON Compan 
4840 $. Western Ave. CHICAGO, ILL. 


MOLE-NOTS 













Retails at 25c 


Larger sizes: $1.00 to 
$10.00. Sold on Money 
Back Guarantee. Ask your 


Jobber or write us. 

Alse — Reach-Nots, Rat- 
Nots, Mouse-Nots and 
Ant-“*X"’. 


275 Water St., 
New York City, N. Y. 


BELT LACINGS 


@ STEELGRIP is a stronger lacing for 
all power and = belts. 
. Clinches smoothly into belt, 
compresses ends, prevent 
fraying, 2-piece hinged 
rocker pins. 8 sizes. In 
boxes or 
Write for Cireular << 
FW 


















WIREGRIP comes on proc- 
essed cards that prevent 
pa grt. es = Fs 
used. rotec gers. p- S 

gee with a wire grip or any utuer standard Belt Lacing 

achine. 
ABMSTRONG-BRAY & CO. 
“The Belt Lacing People” 

304 N. Sheldon St. Chieago, U.S.A. 








AT YOUR SERVICES 


Tue “Who Makes It” 
Editor will be glad to 
help you in your search 
for the name of the manu- 
facturer of that _* 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 


If your current Direc- 
tory does not give you 
the information you seek, 
write the “Who Makes 
It” Editor. He’s at your 
service! 
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THE McCORMICK SALES CO., BALTIMORE, MD. 














TORCHES 
KNOWN 





CLAYTON 2LAMBERT MFG. CO. 


DETROIT, MICHIGAN 


EVERYWHERE 











Don't confuse cheap, one-piece imported sethations 
with original and genuine BANKO SCYTHES wh 

are made in three layers, with Charcoal steel Bn 
bit. FAMOUS BANKO SCYTHES ARE THE FINEST 
MADE IN SWEDEN. Accept no substitute! 


@ Leading jobbers can supply you, or write to @ 


SANDVIK SAW & TOOL CORPORATION 


47 Warren St., 740 Washington Ave. North 
New York, N. Y. Minneapolis, Minn. 











Extra Sales—Extra Profits 


— with this Fast-Selling 
Display on your Counter. 


Every household needs 
Justrite Push-Clips... 






New Justrite a. : 
PUSH-CLIP 

Display 
No. 17 


neat off the floor! Col- 
ors to match cords or 
woodwork! Easy to in- 
stall—no tools needed. 
Holds cord tight, “- 
to remove, does 

mar walls or b.. My 


No. 17 PUSH-CLIP DISs- 
+. Y (% gross cards): 

cards Ivory cards 
White, 9 oom Old Gold, 
6 cards Dark Red, 6 
cards Dark Brown, 
cards Green. 


— 
JUSTRITE MANUFACTURING CO. 
2073 Southport Avenue Chicago, Illinois 














MAY 6, 1937 





MAY 1897 ~—~ MAY 1937 


Forty Years of Service 
to the Hardware Trade 


=. 
A COTTER PIN STARTED US, 


but—we are still growing both in size and experience, 
thanks to OUR MANY CUSTOMERS AND FRIENDS, 
who ask for and sell the HINDLEY LINE of Bright and Brass 
Wire Goods and Plumbers’ Specialties. 


HINDLEY MFG. CO. vauev atts; e.1 






















p) Cone-coil safety 
springs are tucked 
away inside the housing. 
That’s why so many users 
are immediate customers for the IMPROVED 
Stillson when they see it. 
For new life in your wrench department, ask 
your Jobber about the IMPROVED Stilison. 
THE RIDGE TOOL CO. 
ELYRIA, OHIO, U. S. A. 










URPHY’S @ LOYD U/NIVES 


Standard of Excellence since 1850 
Other Cood 
Sellers 


Shoe Knives 
Oyster Knives 
Skiving Knives 
oe Made of specially processed steel—ONE quality, 
Mackerel Knives the very best. R. MURPHY’'S KNIVES cut clean, 
~All a hold their edge, have a perfect handle grip. 
Dilcioty Knives | SLOYD’S, made in six sizes, to suit all needs. 
Butcher Knives Schools and colleges are renewing their stocks, 
Carton Kanives NOW. Solicit them! Once sold, they become 





Hove ll ONahees steady customers, making your cutlery counter 
Stencil Knives more profitable. 


~— Training Write for prices and new Catalog, just off the 


Roofing Knives press, 
Shirt | Cutters Robert Murphy's Sons Co. 


Blades and 
Handles Ayer, Massachusetts 


MICKLIN METAL CORNERS 


Window screen frames and screen doors 
are easily made with self-squaring Micklin 
Metal Corners. Lead-coated steel, takes 
paint without priming. Micklin Dual Cor- 
ners reinforce both sides of wood. 
Diagonal channel base permanently 
prevents sagging. Micklin Single 
Corners applied to back of frame 
without removing wire or other 
facing. 















Complete New 1937 Catalog just off the press. Write for Free Copy. 
Manufactured and sold exclusively by 


WwW. J. DENNIS & CO. 


2110-20 WEST LAKE ST. <<«CHICAGO 
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information regarding sources 
vided readers of Hardware Age by the “Who Makes 
It?” editor ix here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their xeneral interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on Angust 27, 1936. 








of supply as pro- 


The ‘Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Greenville, Tenn.: Who makes 
the New Idea (horse drawn) one 
row - tobacco transplanter? —- Wad- 


dell & Bird. 


ANSWER: New Idea, Inc., Cold- 


water, Ohio. 
*% *% *% 


East Providence, R. I.: Where 
can we purchase mats and cuts for 
advertising purposes? ——- Standard 


Hdwe. 


ANSWER: Vincent Edwards & 
CO., 342 Madison Ave., New York, 
N. Y., and Cobb, Shinn, 40 Jackson 
Place, Indianapolis, Ind. 


* * * 


Monmouth, Ill.: Who makes 
bronze welding rods in Bellefonte. 
Penna.?—Shaffer & Dierstern, Inc. 


ANSWER: Titan Metal Mfg. Co. 


* * * 


Elizabeth, N. J.: Who makes the 
Juicit fruit juicer?—Sneider’s Hard- 
ware & Paint Co. 


ANSWER: Chicago Electric Mfg. 
Co., 6333 West 65th St., Chicago, 
Tl. 


* * *% 


Baltimore: Md.: Who makes the 
Solar self-closing waste recepta- 
cles? — United Sanitary Chemical 


Co. 


ANSWER: Solar-Sturges Mfg. 
Co., Melrose Park, III. 
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- Washington, D. C.: Please furnish 
address of the United Stove Com- 
pany ?—District Line Hdwe. Co. 


ANSWER: Ypsilanti, Mich. 
* * * 


Edena, Mo.: Who makes the Mar- 
tin casters?—-J. P. Arnold. 


ANSWER: Phoenix Caster Co.., 
Inc.. 325 N. “B” St... Hamilton. 
Ohio. 


* + 


Chatham, N. J.: Please furnish 
address of Campbell-Hansfeld Co.? 
-Trowbridge & Atteridg. 


ANSWER: Harrison. Ohio. 


' 
* * * 


Montreal, Canada: Who makes 
the Hydro-Flue for gas ranges?- 
J. Wm. Gaunt. 


ANSWER: Ward Mfg. Co., 107 
FE. Milwaukee Ave.. Detroit, Mich. 


* * * 


Lansford. Pa.: Please furnish 
name and address of the manufac- 
turer of the new Flexo metal bend- 
ing jig?—Brown Hardware Co. 


ANSWER: The Butler Craftsman 
Co., 34 Harding St., West Newton, 
Mass. 

a * * 

New York, N. Y.: Who makes the 

Best egg beater?—-Frederick Hepp. 


ANSWER: Van Woert Mfg. Co., 
Sunnyville, Cal. 


Chicago, Ill.: Who makes the 
W.O.I. concrete nails?—Jos. Kal- 
ina. 


ANSWER: W-O-I Products Co.. 
3345 N. Lincoln St., Chicago, II. 


*% * * 


Sheboygan, Wis.: Who makes 
archery sets under the RO-Co 
brand ?—Frank Gelle Hdw. Co. 


ANSWER: Rounseville - Rohn. 
Hazel Crest, Il. 


* * * 


Schoharie, N. Y.: Who has the 
G. Barthel torch?—Chas. E. Will- 


sey. 

ANSWER: Van Praag Sales 
Corp.. 22 E. 17th St., New York. 
N. Y. 


* % * 


San Antonio, Tex.: Please furnish 
name and address of the manufac- 
turer making a hand lawn mower 
which operates on the same princi- 
ple as a régular mowing machine? 

-Praeger Hardware Co. 


ANSWER: Clipper Mfg. Co., Inc.. 
Dixon, Hl. 


* *% * 


Belmont, Mass.: Please furnish 
address of the National Stamping & 
Electrical Works?—Waverly Hdwe. 
Stores. 


ANSWER: 3220 W. Lake St., 
Chicago, TI. 
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-SAND’S LEVELS 


oC << oC 


**Factory Built-In Accuracy” 
MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND‘S-STEVENS SURFACE AND LINE 


Catalog on Request 























COBURN 


BARN DOOR HANGERS and TRACK 


For 50 years “Coburn” has been the 
quality-mark on Barn Door Hangers 
and Track. We manufacture a 
complete line of enclosed track, 
slotted pipe track, flat bar track 
and watershed track specially de- 
signed for farm use. Write for full 
information. 


Since 1888 Coburn Products Have Been Dependable 











COBURN TROLLEY TRACK CO. 
50 CANAL STREET HOLYOKE, MASS. 


SAND’S LEVEL & TOOL COMPANY « 


8631 Gratiot Ave. 








DETROIT, MICH. @ 


eooe. 
« 




























NEW! 


The Best “Catch” 
of the season in these 


NEW DISPLAY NETS 


Profitable assortments of 
Sponges that will SELL. 
Invitingly displayed to their best 
advantage in the handiest con- 
tainer you ever saw. 
No. NA Assortment 
23 pes. Grass, Yellow, and Wool. 
Priced 25¢ to $1.00. 
Retail Value $10.00. Cost to Dealer $6.00. 
Also many other combinations. 
Through your jobber. 


SAFETY ROLL 5, 


Can Opener 


25,000,000 women can’t 
be wrong. Approved by 
Good Housekeeping. 
The simplest... best- 
cutting ...easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


VAUGHAN NOVELTY MFG. CO., INC. 
3211-25 CARROLL AVENUE, CHICAGO. ILLINOIS, U.S. A 






Schroeder & Tremayne, Inc. 


St. Louis. Mo. 

500 N. Commercial 
San Franeiseo, Cal. 
37 California St. 






Montreal, Can. 
455 St. Sulpice 

















ETEL ROPE CLAMP 


Easily Tightened .... Easily Loosened 


low = Saag ot are 


‘COLORTOPS 


AMERICA'S ARISTOCRAT 








a ne a Ge ee a S Fo 
OF PLUG FUSES BEB Yipee EPEC 
- — , 


The size is known by the color. 


Shock and vent-proof top. TO POLE 
Cadmium Plated metal parts. 
N “uni . 

eat 5-unit cartons ones eee 


Attractive Display box. 
Underwriter’s Label. 
Always show when they blow. 
Ask your Jobber salesman for 
TRICO COLORTOPS 


TRICO FUSE MFG. CO. 


MILWAUKEE Dept. H WISCONSIN 


The only one of its kind! A pull on the rope tightens the line. . . a pull 
on the handle loosens it. Sturdy, efficient, unique. Made in three sizes. 
Clamp No. | takes from ‘%@ to %” sash rope. 

Clamp No, 2 takes from % te '” manila rope. 

Clamp No. 3 takes from '/2 to 55” manila rope. 

In Malleable tron Cadmium-Plated or Solid Brass. 

Ask your jobber, or write to us. 


ETEL ROPE CLAMP CO. 
98 MAGAZINE ST. ‘ NEWARK, N. J. 


SHOCKPROOF 


since aa 


<FUSES> 







































When 


Yoo Self Rubyfluid 


Write for Free 
Samples Today. 


Extra features of the Hamilton Beach 
food mixer make it easier to sell. Easily 
demonstrated and understood, they all 
appeal to a woman's desire for greater 
convenience. 


NATIONALLY ADVERTISED 


Extensively advertised in leading maga- 
zines, the Hamilton Beach has become 
a great sales leader. Attractive tie-up 
material, liberal discounts and a profit 
protecting policy are behind every one 
you sell. Order from your wholesaler. 
Write us for free dealer helps. 


HAMILTON BEACH CO., 
RACINE, WIS. 
Division of Scovill Manufacturing Co. 


THe a 


1937 


A trial order, will con- SQ 
vince you of Rubyfluid's 
superior qualities and faster selling features. Ruby- 
fluid's resales and perfect soldering results are 
winning new dealers and customers daily. Order 
a supply for spring business today. Furnished in 
attractive self-selling containers and cartons. 











THE RUBY CHEMICAL CO. 
58 McDowell St., Columbus, O. 
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CLASSIFIED OPPORTUNITIES SECTION 


Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 
All Other Classifications 
Set Solid, Maximum of 50 words... .§$3.00 
Each additional word..........+++ -06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word.........++- 06 
Allow Seven Words for Keyed Address 


Boxed Display Rates 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Positions Wanted Advertise- 
ments 


—- — — 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 


* 
HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 
previous to date of publication. 














NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


Address your encviniianaiaaion and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





FOR SALE: A MODERN WELL-STOCKED 
hardware business in County Seat town in Kansas. 
Address Box C-497, care of Harpware Ace, 239 
W. 39th St.. N. YL City. 


FOR SALE—MODERN LAWN MOWER 
factory, now in operation. Established 40 years. 
Other business reason for selling. Address— 
Box 15, Elwood, Indiana. 


CREAM SEPARATORS—FACTORY  RE- 
BUILT (not just repaired); new machine guar- 
antee; big saving. State brand and size wanted, 
also brand and size now using. Easy terms. 
Address—Anker-Holth Manufacturing Company, 
Box 738-HA, Port Huron, Michigan. 


MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Addiess Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 


BUSINESS FOR SALE—TO CLOSE estate 
account of death of partner in one of the best 
surburban New Jersey towns, Chatham, N. J. 
Established over 40 years. Doing a high-class 
retail business averaging $40,000 per year. Full- 
est oo?» courted. Amount cash required 
—$10,000. Principals only; no agents. Address 
—Box 116, Chatham, New Jersey. 


FOR QUICK SALE—HARDWARE STORE, 
established 20 years, clean stock, inventory about 
$8,500. Store in best location, reasonable rent. 
Town of 2,500 population, County Seat, in the 
heart of Indian River citrus fruit belt; large 
trading area, located on Dixie Highway about 
half way between Jacksonville and Miami. Ad- 
dress—George E. Ford, Titusville, Florida. 


FOR SALE—NEW MODERN HARDWARE 
and paint store, stock and fixtures $3,500. Ex- 
cellent location on busy thoroughfare, main 
street; rent $40 per month. Owner’s family 
lives in Brooklyn, N. Y. and is too far from 
home. Established one year. Wonderful oppor- 
tunity for buyer. Address—Max Kalish, 443 
Main Street, Poughkeepsie, N. Y. 


LARGE RETAIL STORE, FARTHEST 
SOUTH in United States new seaport oil wells, 
lower Rio Grande Valley of Texas; mild climate 
irrigated valley, citrus winter vegetable, twelve 
months growing season. 50 x 150 brick building, 
$20,000 to $30,000 stock hardware—new stock. 
Address Box C-542, care of Harpware AcE, 239 
W. 39th St., N. Y. City. 


SALES REPRESENTATIVES WANTED 





























SALESMEN—TO REPRESENT OLD ES 
TABLISHED saw manufacturer offering =, 
plete line of saws, including crosscut saws 
hand saws, to the payee g trade, opport nity te 
sell hardware jobbers and hardware yn ust 
travel most of time and have experience selling 
hardware ing trade. Give full details in first 
letter stating age, education, 
territory co " dress Box 
C-388. care of Harpware Acz, 239 W. 39th St., 
N. Y. City. 
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BUILDERS’ HARDWARE SALESMAN TO 
CALL on builders and architects in New York 
City. Must be able to read and take off blue 
prints. One with some following preferred. 
Salary and bonus. Apply—Charles Kurzon, 97 
E. Houston St., N. Y. City. 


SALESMAN—TO SELL TO THE hardware 
trade—a full line of plumbing supplies and spe- 
cialties as a side line. State what territory you 
cover, and other lines now carrying. Address 
Box C-539, care of Harpware Acs, 239 W. 
39th St., N. Y. City. 


SALESMEN CALLING ON FURNITURE, 
HARDWARE, department stores and jobbers. 
Reliable corporation offers permanent connection. 
We manufacture finest, fastest, patented sellers. 
Write for full-time or side-line ppssibilitics. oe 
dress Dustmaster Corporation, 7 = 
First Avenue North, Minneapolis, me... 


SALESMAN CALLING ON HARDWARE 
AND paint trade to sell our popular-priced house 
paint and paint specialties. Commission basis 
only. A wonderful opportunity to create an in- 
come, as many repeat orders will follow. Ad- 
dress—Albert K. Sheldon Company, 214 Sixth 
Street, Cambridge, Mass. 


MANUFACTURER’S REPRESENTATIVE 
DESIRED TO SELL anationally-known line of 
builders’ hardware on commission basis. Must 
be well established with the trade. State lines 
handled and territory covered. Address Box 
C-538, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 














SALESMAN NOW CALLING ON HARD. 
WARE, variety, auto supply houses, jobbers, 
institutions, to sell new rust and discoloration 
remover. Particularly adapted to automobile 
usage. This article has merit and will sell. 
aero a prospect. Sold outright or will 

pay commission. Address—Premar Company, 
Cleveland Heights, Ohio. 





SALESMEN CALLING ON THE HARD- 
WARE jobbing trade to sell small tools on com- 
mission in addition to other lines. Territory open 
includes Southern States and Middle West ex- 
cept Illinois. Liberal commission especially for 
first year where introducing line in new territory. 
Address Box C-549, care of Harpware AcE, 239 
W. 39th St., N. Y. City. 





AGENT FOR EASY SELLING, ESTAB- 
LISHED, good repeating line of 10 cent retail- 
ers. Notion, hardware and automotive jobbers. 
Exclusive territory. St. Louis, Dallas, New 
Orleans, Middle Atlantic States, New England, 
Northern N. Y. State and Caribbean open. Ad- 
dress Box A 543, care of Harpware AGz, 239 W. 
39th St., N. Y. City. 


ESTABLISHED MANUFACTURER WANTS 
REPRESENTATIVES NOW calling on builders’ 
hardware trade, lumber companies, or sash and 
door manufacturers. A: high ya. yet moder- 
ately priced line of tamper proof casement window 
and transom adjusters. Protected territory. Lib- 
eral commissions. Advise territory covered. Ad- 
dress Box i a care of, Harpware Acz, 239 W. 
39th St., N. Y. City. 








, 

WE HAVE TERRITORIES OPEN FOR 
capable manufacturers’ representatives who can 
do aggressive merchandising job with line of 
paint and paint specialties in Pennsylvania, 
Maryland, District of Columbia and West Vir- 
ginia. Reply to C. J. Landen, 184 Commercial 
Street, Malden, Mass., giving brief sales history, 
present lines handled and references. 





MANUFACTURER OF RUBBER PROD- 
UCTS DESIRES salesmen contacting the whole- 
sale hardware and plumbing trade to handle toilet 
tank balls and other plumbing specialties as a 
side line on commission. Staple quality line. 
Prices lowest in America. State lines handled 
and territory covered. Address—Rubber Metal 
Specialty Company, 2840 Parkwood Avenue, 
Toledo, Ohio. 





MANUFACTURER’S REPRESENTATIVE, 
TO SELL HARDWARE and electrical trade, 
popular-priced line of boudoir lamps, china, _ 
tery, wood. Must have established trade. 
eral available territories. This will make a valu- 
able sideline for the right representative. State 


WANTED— EXPERIENCED SALESMEN 
IN LEADING cities now selling hardware and 
housefurnishing stores to handle as a side-line 
an amazingly effective roach exterminator on at- 
tractive commission basis, with credit for repeat 
business. Maker has excellent standing and 
product has wide acceptance in metropolitan 
area. Write giving references to receive full 
details. Address—S. B. Kraus, 935 Broadway, 
Brooklyn, N. Y. 





SALESMEN WANTED WITH FOLLOW- 
ING AMONG RETAIL 7 sa AND 
ee ee STORES TO SELL_COM- 
PLET LINE OF POPULAR.- PRICED 
SPORTING GOODS SUCH AS FOOTBALLS, 
BOXING GLOVES, Lg tig BASEBALL 
GLOVES, ETC. FOR YORK, NEW ENG. 
LAND AND SOUTHERN STATES. CAN BE 
CARRIED WITH OTHER ALLIED oo 
GOOD_ PROPOSITION FOR_ RIGHT 
STATE FULL PARTICULARS. ADDRESS 
BOX C-540, CARE OF HARDWARE AGE, 
239 W. 39TH ST., N. ¥. CITY. 





full particulars, territory covered, lines h 
etc. Address Box C-541, care of Harpware Acgz, 
239 W. 39th St., N. y. City. 


LARGE NEW YORK WHOLESALE HARD- 
WARE, housefurnishing, electrical house require 
services of experienced men. Wide New Jersey ter- 
ritory open. Must be Jersey residents. Also open- 
ing in Westchester and Connecticut. Only those 
with following apply. State with whom employed 
past five years, confidential. Commission. Ad- 
dress Box C-494, care of Harpware Aceg, 239 
W. 39th St., N. Y. City. 








SALES ACCOUNTS WANTED 


MANUFACTURER’S REPRESENTATIVE 
CALLING ON HARDWARE stores and lumber 
yards on Long Island wishes one more good line. 
Now selling lines of two nationally-known fac- 
— with excellent results. Commission basis 

y. Address Box oes, care of Harpware 
‘Aaz, 239 W. 39th St., * 2 City. 
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SALES ACCOUNTS WANTED 





POSITIONS WANTED 





POSITIONS WANTED 








Bane reareasee is REPRESENTATIVE 
SEEKS VOLUME WITH RESPONSIBLE 
COMPANY 


I’m an experienced salesman—know the ropes and 
how to get business. Represent several Nationally 
known hardware companies, but can handle one more 
volume line on commission basis in the following 
states: North and South Dakota, Minnesota, Iowa, 
Nebraska, Kansas, Colorado, Utah and Missouri. Am: 
on my own, have a fine business, am well financed 
and have ample funds to ‘‘carry on.” ae 1 references. 
Address Box C-522 ca 
HARDWARE AGE, 239 W. 30th § Street, N. Y. City 








As success: ’ agents, we 
want one or twe additional products. ow 
jobbers, de: 8! syndicates and other sales 


, departm 
outlets over entire country east of Rockies. Write 
giving details, to either address: 


THE HOUSE OF CRANE 
Indianapolis, Indiana—New York Office: 500 5th Ave. 








WELL ESTABLISHED 
MANUFACTURERS’ REPRESENTATIVES 
FINANCIALLY RESPONSIBLE, A-1 REFER- 
ENCES, will comsider one additional line having 
volume possibilities for hardware, mill supply and 
kindred eutlets. Eastern territery. 

Address Bex C-509, care of HARDWARE AGE 
239 W. 39th S&t., N. Y. City 


—) 








LINES WANTED 


Manufacturer’s Representative visiting peri- 
odically all major indenters entire Republic 
of Mexico will consider exclusive representa- 
tion line lanterns, tubular, etc., and line 
abrasives. 

Address P. H. ZIRONI 
Aptdo. 886, Mexico, D.F. Mexico 














POSITIONS WANTED 








Hardware Personnel 
Our files centain applications of several hundred ex 
paren on F = — trained employees in the a 4 

eNO MGHARGE To SERVICE FOR THIS 


to you, just phone 
"ASSOCIATED *PLAGEMENT BUREAU 
152 West 42nd Street New York City 
Wis. 7-1802, 1803 











HAVE SEVERED MY CONNECTIONS 
WITH one of largest purchasing companies and 
am open for proposition as buyer or manufacturer’s 
representative. Fifteen years’ experience buying 
hardware and kindred products. Can furnish best 
of references. Address—William C. Feil, 7023%4 
Sheridan Road, Chicago, III. 








MAN WITH TWENTY-THREE YEARS’ 
EXPERIENCE in the retail hardware and house- 
furnishing business desires to make permanent 
connection with wholesale or retail establishment. 
Age 40, married, willing to locate in any State. 
Best references. Address Box C-546, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


EXPERIENCED SALESMAN WITH 
STRONG FOLLOWING among jobbers and 
chain stores in the southwest desires connection 
with reliable manufacturer as sales representa- 
tive. Know the territory and know merchandis- 
ing, have clean successful record and first-class 
references. Correspondence invited. ' Address— 
P. O. Box 2737, Dallas, Texas. 


MANUFACTURERS’ SALES PROBLEMS— 
ANALYSIS — SURVEYS — distribution — mar- 
keting. Experienced. Also knowledge of build- 
ers’ general and specialty lines, having traveled 
most of the United States. Would accept for time 
of part or entire problem. Address Box C-475, 
me of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


SALESMAN, CAPABLE, WELL QUALI- 
FIED, RESIDING in Ohio, wishes to represent a 
manufacturer. At present employed but desires 
a new connection where there is an opportunity 
for a producer. Age thirty-six years, good habits 
and health; married and progressive. Excellent 
references. Address Box C-530, care of Harp- 
ware AcE, 239 W. 39th St., N. Y. City. 
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YOUNG MAN, 27, WITH 10 years’ experience 
in retail hardware and paint line, desires position 
with retail hardware and _ paint firm where future 
is definite opportunity. Two years’ college educa- 
tion. Well acquainted with all lines. Best of 
references. Single; can locate anywhere. Will 
start at $25.00 per week. Address Box C-544, 
i of Harpware AcE, 239 W. 39th St., N. Y. 

ity. 


RELIABLE YOUNG HARDWARE SALES- 
MAN WITH twelve years of successful retail 
sales’ experience, five in the world’s greatest 
shopping district, is desirous of a position which 
will take him into several or all of the States. 
At present employed but desires an opportunity 
to travel. Best of reference as to character and 
production. Address Box C-550, care of Harp- 
WARE AGE, 239 W. 39th St., N. Y. City. 








A RETAIL HARDWARE EXECUTIVE 
(Gentile), now managing large store, seeks posi- 
tion where salary and opportunity are commen- 
surate with ability. Knows complete line and 
how to merchandise it; twenty years’ experience. 
Healthy and energetic. Can buy to compete and 
still make profits. Gets cooperation and results 
from sales force. Excellent references. Address 
Box C-498, care of Harpware AcE, 239 W. 39th 
St.. N. Y¥. City. 


EXPERIENCED MAN IN HARDWARE, 
HOUSEFURNISHINGS, toys, sporting goods, 
paints, etc., plumbing, electrical and mill supplies, 
window trimming, show card and sign work, store 
display and departmentizing, can manage sales 
force, or department manager. Wish to locate 
with a good live firm where 21 years of real hard- 
ware experience will be appreciated. Middle West 
preferred. Address Box C-518, care of HARDWARE 
Acz, 239 W. 39th St., N. Y. City. 


PURCHASING AGENT — WHOLESALE 
HARDWARE. EIGHTEEN years’ experience. 
Very successful record. Capable, reliable and 
competent. Am contemplating change. Go any- 
where. Correspondence invited. Best of refer- 
ences. Know the wholesale hardware business 
thoroughly. Head buyer present concern for 
fifteen years. What have you? Address Box 
C-538, care of Harpware AGE, 239 W. 39th 
St.. N. Y. City. 


HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position — responsible retail firm. Refer- 
ences. Capable of buying, an 9 ot Co 
management. In late forties and good 
Free to ee anywhere. Middle West or a ae a 
ferred. , Salary secondary. Address Box - . 
=“ of ‘HARDWARE Ace, 239 W. 39th St., 

ity. 


SUCCESSFUL HARDWARE SALESMAN 
SEEKS CONNECTION with responsible manu- 
facturer. Four years’ experience introducing 
new lines, getting real business and winning back 
large accounts from leading jobbers. Age 35, 
perfect health, have 1937 car. Advance expenses 
and commission basis. Highest references from 
well-known concern and trade. Address Box 
C-551, care of Harpware AcE, 239 W. 39th St., 
N. Y. City. 


CREDIT MAN—ACCOUNTANT, 32, MAR- 
RIED, fifteen years’ diversified experience, now 
number-one man—well known and experienced in 
hardware, paints and durable goods trades— 
wholesale and manufacturing—complete  super- 
vision of accounting and credit work, contractual 
and maritime credits, billing, pricing, sales pro- 
motional work. Excellent references. Good in- 
vestment. Address Box C-552, care of Harp- 
warE AcE, 239 W. 39th St., N. Y. City. 




















SOME MANUFACTURER WILL GAIN A 
good salesman if he is willing to give this young 
man, 23, a sound training in all phases of his 
product. He offers a keen and searching mind, 
likeable personality, impressive appearance and 
willingness to work hard. Has five years of 
wholesale hardware experience. In junior year 
at leading New York business college (evenings). 
Excellent references. Address Box C-547, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





TO A REPUTABLE MANUFACTURER IN- 
TERESTED in or contemplating a wider dis- 
tributien of present line or the introduction of 
new goods through wholesaler or retailer chan- 
nels—I can get you this distribution. Intimate 
acquaintance with jobbers in all parts of the 
U.S.A. Have successful sales records and I can 
put this experience to work for you at once. 
A-1 references. Address Box C-536, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 


EXPERIENCED HARDWARE MAN SEEKS 
SALES connection. Have recently terminated a 
long and successful connection with nationally 
known hardware manufacturing company and am 
now desirous of securing new connection—sales 
preferred—as manager of branch office or terri- 
tory. Intimately acquainted with the Jobbing 
and Retail trade in Philadelphia, Baltimore and 
Washington. Excellent references. Address Box 
: — of Harpware AGE, 239 W. 39th St., 

; he Coe: 





EXPERIENCED RETAIL MAN, WITH 
SIXTEEN years’ retail experience, four years as 
manager, four years as owner, desires position 
as manager in small retail stores, in either Penn- 
sylvania, Maryland, Delaware, Virginia, West 
Virginia, or New York State. Married, 36 years 
of age. Willing to work for straight ‘salary, or 
salary and commission. Employed at present, but 
desires an opportunity to make good with a_busi- 
ness, as I would my own. Address Box C-529, 
= of Harpware AGE, 239 W. 39th St., N. Y. 

ity. 





BUILDERS’ HARDWARE MAN SPECIAL- 
IZING IN detail work in connection with contract 
jobs. Twelve years’ experience in same capacity 
with a leading manufacturer. Thorough knowl- 
edge of plan reading, take-offs, preparing sched- 
ules, master key and template work. Finest of 
credentials. Seeks an opportunity with a manu- 
facturer or large wholesaler. Salary secondary 
to opportunity. Single and can locate anywhere. 
Now in East. Know all lines although Russwin 
is preferred. Address Box C-532, care of Harp- 
WARE AGE, 239 W. 39th St., N .Y. City. 








PROGRESSIVE HARDWARE AND IN- 
DUSTRIAL SUPPLY man open for connection 
with reliable firm, either retail, wholesale, or 
manufacturer. Thoroughly experienced in gen- 
eral hardware—including all kindred lines—also 
mill and factory supplies. Capable merchandiser 
and retail store manager. Successful traveling 
sales engineer and specialized selling for both 
jobber and manufacturer. Experienced sales man- 
ager for hardware and mill supply jobber. Very 
best references regarding my capability, relia- 
bility, fidelity and integrity. Address Box co 
care of Harpware Ace, 239 W. 39th St., N. Y: 
City. 





CAN ASSIST SALES OR ADVERTISING 
MANAGER. Young man, 22, has been close to 
the merchandising end of the hardware line for 
the past four years as assistant to the sales man- 
ager of a large New York mail-order wholesale 
hardware house and counter salesman for a bolt 
wholesaler. Seeks position as assistant to the sales 
or advertising manager of a hardware manu fae- 
turer or wholesaler in New York or New Jersey. 
Has supervised large mailings, assisted in compil- 
ing catalogues; can type, operate addressograph, 
mimeograph. Now in third year at New York 
University School of Commerce evening classes 
majoring in advertising and marketing. Has ree- 
ommendation of former employers. Address Box 
C-510, care of Harpware AcE, 239 W. 39th 
St., New York City. 





YOUNG MAN, AGE 25, SINGLE, four 
years’ experience in retail hardware, desires em- 
ployment with wholesaler or manufacturer as 
sales representative, or with well- established re- 
tail hardware concern. Experienced in_ stock- 
keeping, buying, inside and outside selling of 
builders’ hardware, floor covering, paint, washing 
machines, oil burners, and other hardware de- 
partment items; also implement parts. Will ac- 
cept any position with wholesaler until sales rep- 
resentative opening occurs. Reason for change 
is advancement. Will accept any territory — 
North Dakota, South Dakota, Minnesota, Wis- 
consin preferred. Employed. Good sales record. 
A-1 reference from past and present employers. 
Address Box 242, Aneta, North Dakota. 





AVAILABLE—SALES EXECUTIVE, NOW 
EMPLOYED, age thirty-nine, married, is seek- 
ing a connection with a large or small corpora- 
tion who would require the services of a capable 
man, qualified to fill the following position or 
positions: sales manager, assistant sales manager, 
contact man, district sales supervisor, district 
branch manager, or traveling sales representa- 
tive. Seventeen years successful combined experi- 
ence in the above positions selling to manufac- 
turers, jobbers, department stores, dealers and 
factory distributors in the hardware, mill supply 
electrical, automotive and plumbing and heating 
field. Eight years’ selling experience in greater 
New York territory. Understands merchandising 
from manufacturer to consumer thoroughly. Ad- 
dress Box C- 533, care of Harpware Ace, 239 
W. 39th St,, N. Y. City. 
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Corrugated 
and Adjustable 
Elbows 


The most effective argument in selling stove pipe 
is positive, air-tight locking. Lock-Joint delivers 
— with a plus value. You can lock it easily, 
but you can’t pull it apart. In addition, the ex- 
clusive Milcor FADE-AWAY Crimp and pre- 
cision fabrication, give you a pipe that in 
design and construction literally sells itself. 

Buy Lock-Joint from your jobber. 











MiLCOR, STEEL COMPANY 
MILWAUKEE, WISCONSIN CANTON, OHIO 
(Oj abler-\eommeee Kansas City, Mo. La Crosse, Wis. 
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BOMMER 


are the best of each type Prssrm by the 
merchant to insure a satisfied customer. 


TYPE 960 
BOMMER SPRING HINGE CO., Brooklyn, N: Y. 








No. 48 NEW- 
Improved Adjustable “S” Nut Wrench 


The standard wrench of its kind. Well designed and 
amply strong for all-around work. Ideal for use in 
corners and hard-to-reach places. Easily adjusted by 
the thumb of the hand which holds it. Has a steel 
operating nut and a drop-forged sliding jaw. Inter- 
changeable parts. Sizes: 6, 8, 10, 12 and 14 ins. Big 
seller to Motorists. Good profit. 


Ask Your Jobber 
BEMIS & CALL CO. SPRINGFIELD, MASS. 

















Tr y BRUSH: NU COMPANY 


/ BALTIMORE MARYLAND 














Wherever there are pictures f-< 
to hang... you'll i] 
find a buyer for... | |A 


MOORE Pushless Hangers 


Each home, office, store and facto 4. 
use a dozen or more MOORE Pus gers and an 
equal number of MOORE Push- Pins +.» aneed that 
national advertising is increasing daily. Just a reminder 
is all that is required to bring this need to cus- 
tomers’ minds. Nothing so effectively does this as 

the attractive cabinet shown here. Your jobber 

will send you one free with an assortment ot 

72 packets. Order today. 


MOORE PUSH-PIN CO. 

Mansinsupers of MOORE Push-Pins 
ORE Pushless Hangers 

11 1 35 Berkley St., Phila. Pa. 
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MOLDED RUBBER GOODS 


78.98? 





We stock a complete assortment of rubber 
tips and bumpers, and are equipped to mans- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP COMPANY 
370 Atlantic Ave., Boston, Mass. 

















Genuir° DOMES & SILENCE 
SLIDE SILENTLY -SOFTLY- SMOOTHLY 
40§ SET-10¢SET- 105 SET/7 SAVE FURNITURE 
=¢ FLOORS-CREATE QUIET 

2 


Name "Domes of Silence"’ 
on each genuine Glide. 











Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber for Genuine Domes of Silence. If he Is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 
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To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 


HARDWARE AGE 
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“EYE-APPEAL™ 











WORTHY OF THE NAME 


Gray & Dudley Co., this year celebrates its 75th Anniversary. 
In honor of this event, we present our new line of Ranges 
— more than ever worthy of the name — “WASHINGTON. i 











GEORGE WASHINGTON 


Acclaimed by all who have seen it as the most modern and 
complete range built. Engineered to the latest demands of 
the hour, incorporating new features of cooking efficiency, 
convenience and VALUE never before combined in any 
range. Streamlined to present the utmost in eye appeal... 
tivaling in beauty and smartness cooking equipment in any 
city kitchen . . . Two sizes, 18 inch oven and 20 inch oven. 

New production facilities, with automatic machinery, en- 
able us to quote low list prices with unusual trade discounts. 
In the new George Washington, you have a range that will 
outsell and make you more money than anything you ever 
had on your floor. You can profitably join with us in cele- 
brating this 75th Anniversary by immediately ordering your 
samples of this smashing range hit of the year—the new 
GEORGE WASHINGTON. 


UNPRECEDENTED DEMAND MAKE NECESSARY 
MAMMOTH NEW PLANTS 


To meet the sensationally growing demand for Washington 
Products; to build even finer ranges and heaters; to give 
you better service; Gray & Dudley Company last year 
built a new foundry and installed $200,000 worth of auto- 
matic machinery. This unit alone, going full blast day and 
night, is melting 150,000 pounds of pig iron daily. We also 
built last year, a new enameling plant, with three electric 
furnaces, costing $100,000. This year we have purchased 
another stove foundry and manufacturing plant, andstill an- 
other complete assembly plant. We now haveplans ready to 
build another new assembly plant in which all sheet metal 
parts will be fabricated and in which complete assembly 
of all of our porcelain enameled products will be completed. 

Gray and Dudley Company now employs more than 1,200 
people and is one of the largest range and heater manu- 
facturers in the world. 





MARTHA WASHINGTON 


A Gray & Dudley 75th Anniversary 
range sensation and profit producer 
for the dealer. New in features and 
design—outstandingly beautiful in its 
modern streamlining—a worthy mem- 
ber of the Washington Line. Has the 
same firebox and the same 18-inch 
oven as the George Washington. Count 
on the Martha Washington to run away 
with the sales in its price class. Write 
today for complete catalog and prices. 
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CONTINENTAL 
SCREW COMPANY 
New Bedford,Massachusetts 


Warehouses at 
|B) a B 1@) Ware OL) WW.) 1010) 67..\ 


HARDWARE AGE 








